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Insurance Institute 
Activities Increased 
During the Last Year 


New Record Again Reached For 
Number of Students Register- 
ing For Examinations 


RE-ELECT FALLS PRESIDENT 


Newark University Head Talks on 
Education; Hardy Report Con- 
tains Much of Interest 

One of the most gratifying aspects of 
the insurance business is the growth of 
the Insurance Institute of America which 
has enabled thousands of people in in- 
surance offices to become more compe- 
tent workers by increasing their knowl- 
edge of insurance as well as their social 
consciousness. Last year the number of 
students registering for the Institute’s ex 
aminations for the first time went over 
3,000. This year the number was 4,169, 
topping last year’s registration by 682. 
Thirty-six states were represented in the 
registrations. 

On Tuesday the Insurance Institute ot 
(America had its thirty-first annual con- 
ference, including a luncheon at the Ho- 
tel Pennsylvania, at which the chief 
speaker was Frank Kingdon, president 
of the University of Newark. 

Reelect Old Officers 

Chairman William J. Graham of the 
nominations committee placed in nomina- 
tion names of the officers who have 
served the past year, and they were re- 
elected. They are as follows: President : 
Laurence E. Falls, vice-president Ameri- 
can of Newark. Vice-presidents: John 
S. Thompson, vice-president Mutual Ben- 
efit Life, and Edward C. Stone, United 
States manager and attorney, Employer 
Liability. Secretary-treasurer: Edward 
R. Hardy. 

The governors elected are Wade Fetz 
er, Jr, W. A. Alexander & Co., Chi- 
cago ; J. Harrison Hines, Hines Bros 
& Co. Atlanta; Sidney R. Kennedy, 
president Buffalo Insurance Co.; R. C. 
Neuendorffer, secretary Gui irdian Life; 

R. Owen, vice-president Standard Ac- 
cident; Samuel P. Rodvers, vice-presi- 
dent Insurance Co. of State of Pa., and 
Harold V. Smith, president Home Insur- 
ance Co. 

Winners of the Edward Roche Hardy 
and Institute prizes were present and in- 
troduced to the luncheon. The Hardy 
prize was divided between John J. Em- 
mert, St aw Accident, and Clarence D. 
Shepard, Jr., Grain Insurance & Guar- 
antee Co., Winnipeg. The Institute prize 
winners were Frank E. Laderer, Farm 

(Continued on Pave 21) 
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When laying plans for some new business, remember that only 
3% of property owners carry rent or rental value coverage. How 
many of the 97% live in your community? Let our special agent 


show you how easy this line is to sell when properly presented. 


Lo ndon & Lancashire 


THE LONDON & 5 wally wil RANC u a LID. « ORIENT 
INSURANCE COMPANY «© LAW UNION & ROCK INSURANCE COM- 
PANY. LTD. «© SAFEKGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


THE 
LONDON & 



































Tailoring 


Here and there the Agents of every Company stili 
come upon a prospect who pictures life insurance service 
as being merely the payment of a lump sum at the death 
of the buyer. He is astonished to learn that nowadays the 
representatives of every Company, if they are worth their 
salt, do a specialist’s job of fitting a service plan to a 
policyholder’s needs. Financial circumstances and family 
needs are expertly scanned. That done, the underwriter 
gives his man and his family an individual plan that is a 
tailor-made fit. This is universal practice. and the Agents 
of every Company, without exception, use it.—regardless 
of what it may be called. 


Life insurance salesmen are unexcelled in their alert- 
ness so to plan that the policyholder and his family shall 
have that coverage which the most nearly parallels the 


studied need. They “deliver the goods”! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Parkinson, Graham and 
Coburn Called In New 
Monopoly Hearings 





New Questionnaire Sent Out by 
SEC Delves Into Costs and Fi- 


nancing of Field Force 
SOME OF QUESTIONS ASKED 


Present Hearings to Be Confined to 
Ordinary Insurance Sales Methods 
and Agency Practices 








Washington, Oct. 20 —Life insuranes 
hearings were resumed before the Tem- 
porary National Economic Committe: 
here this morning with Thomas I. Park 
inson, president of the Equitable Lif 
\ssurance Society, and Willian J. Gra 
ham, vice-president, scheduled to b 
called as witnesses; also Arthur Coburn. 
vice-president of the Southwestern Lift 

Dallas 


Che present hearings, which are ex 
pected to last two or three days, will b 
confined to sales inethods and agence 


practices in the distribution of Ordinat 
insurance 

That the Monopoly Committee intends 
to go quite ak thly into selling meth 
ods and production practices of life com- 
D anie Ss was indicated this week when 
SEC sent out to sixty -eight legal reserve 
life insurance companies holding mort 
than 90% of the total insurance outstand 


ny questionnaires asking for informatior 
m both home office and: field practice: 
where the sale of insu ance 1s involved 
Considerable attention is given in tl 

questionnaire to matters of training I 


agents, the advantages o1 disadvantages 


f branch managers as against the get 
ed agency system, quest f 1 
pensation and the career opportunities 
open to agents. Questions are asked a 
to the functions of home office agenc 
committees and the home office exe 
tives handling agency matters 

Examples of Questions 

Companies are asked to furnish ini 
mation on types of policies sold and th 
amounts of insurance written at standard 
and sub-standard rates. Sales contests 
receive attention and such other matters 


as asset shares, retroactive benefits 

policyholders, financing of general agents 
and branch managers. The home offic 
cost per policy of issuing and maintain 


ing an Ordinary insurance policy in fore 
during the first policy year and subs« 
quent years is gone into; also the cost 


of issuing non-taken policies and simila 
matters. 
Examples of questions asked are 


Describe the gener: il l 


with respect to supplying capita 
managers; state whether advar 
managers personally, such 
personal liability and having 

the use of the funds, or whethe 
merely placed in the custody 


ontrol over the use 


clarant 


Describe the practice of the de wit 
spect to expense allowanice- 
with respec to each ty 
state the 
1ade in the 
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Liven Uf there has been 


DIABETES 
tn your family - 


HERE is no cause for undue alarm 

even though your mother or father 
did have diabetes. Unless the disease 
occurred in both of your parents’ 
families, you probably are not pre- 
disposed to it. Nor is it inevitable 
that a person with such a diabetic 
heredity will develop an active case 
of the disease. In fact, by taking cer- 
tain precautions he may avoid it. 


Among predisposed persons diabetes 
is more likely to appear in those who 
are stout. Anyone who knows or sus- 
pects the occurrence of diabetes in his 
family history should be especially 
careful to avoid overweight. The ex- 
tensive records of one physician show 
that on'y 5% of his adult diabetic 
patients were underweight before de- 
veloping the disease. 





Early discovery is another protec- 
tion against the dangers cf diabetes, 
because in the beginning many cases 
are mild and not difficult to control. 
Physicians usually advise anyone 
with diabetes in the family to have 
periodic health examinations, 
including a urinalysis and a blood 
sugar test. 


The outlook today is extremely hope- 


ful for the person who develops dia- £5 


betes. Treatment is based, in part, 
upon a simple diet of common foods 


prescribed by a physician. The mod- 
ern diabetic dict is planned to keep = 
the patient at, or slightly below, the |::: 


normal weight for his age and height. 


In addition, insulin is usually re- |: 
quired to supply what the body |2:{' 
lacks. This combination has happily agg. 


METROPOLITAN LIFE 


FREDERICK H. ECKER, Chairman of the Board 


ONE MADISON AVENUE, NEW YORK, N.Y. 


Copyr t, 1939, Metropolitan Life Insurance Company 


full use of modern medical knowledge 





INSURANCE COMPANY 


done away with the old-time star- 
vation diet. 


The slower action type of insulin 
called protamine zinc insulin is wide- 
ly used today. This brings many pa- 
tients one step closer to normal living 
as it is usually taken only once a day. 


Today diabetes can be controlled if 


is made in time and patients co- 
operate with the physician during 
treatment. 


The Metropolitan free booklet 
“Diabetes” discusses some of the 
ways to guard against the disease, 
describes its signs and causes and 
the modern type of diabetic diet. 
A copy is available upon request. 
Address Booklet Dept. 1139-U. 


LEROY A. LINCOLN, President 




















This advertisement appears in the October 28th issues 
of Collier's and Saturday Evening Post; in Time, October 
30th; and in the November issues of Atlantic Monthly, 
Harpers Magazine and National Geographic Magazine. 


An advertisement on the same subject, addressed to 
women, appears in the November issues of American 
Magazine, Good Housekeeping, Hygeia, Ladies’ Home 
Journal, McCall's Magazine, Parents’ Magazine, Redbook, 
and Woman's Home Companion. 


The total circulation of all these magazines is more than 22,500,000. 
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1,200 In New 


In. Launching 


A tribute to the life insurance agent 
and to American life insurance was paid 
by William Allen White, editor, Em- 
poria, Kan., Gazette, when he said in 
his address which launched the annual 
message of life insurance this week: 
You salesmen who are before me today 
carry a precious package which is a 
uaventes that American ideals _ still 
sway this land; you are more than 
hustling salesmen, you are soldiers for 
a great cause, defenders of a free and 
happy land. Title of Mr. White’s talk, 


which was broadcast from New York 
City over a network of the National 
Broadcasting Co, was “Thrift and 


Democracy.” 
Joseph C. Behan, vice-president Mas- 
sachusetts Mutual, and the chairman of 
the annual message committee, was in 
New York City to introduce the speaker. 
Seneca M. Gamble, chairman of publicity 
for the Message, was also present. 
The Life Underwriters Association of 
New York City was host for the oc- 
casion and more than 1,200 persons 
crowded the ballroom of the Hotel 
Pennsylvania, a large delegation com- 
ing from Brooklyn. A ew moments 
before the Annual Message program 
went on the air Louis A. Cerf, Jr., im- 
mediate past president of the New York 
association, turned over the gavel to his 
successor, President Benjamin Alk, who 
introduced Mr. Behan. 

At the head table were these guests 
and officers of the New York associa- 
tion: 


Robert B. Skillings, educational vice-president; 


Maxwell L. Hoffman, executive secretary, Na- 
tional Association of Life Underwriters; James 
Elton Bragg, public relations vice-president; 


James A McLain, vice-president, Guardian Life; 
Vincent P. Whitsitt, manager and general coun- 
sel, Association of Life 
Cerf, Jr., immediate 
president, Merchants 
George H. Chace, vice-president, 


Insurance Presidents; 
past-president; 


Association 


Louis A. 
John Lowry, 
of New York; 
Prudential. 
r.. 
Lloyd 
Joseph C, 


Mutual; 


vice-president; 


president, Security 
Patterson, administrative 
Behan, chairman, executive commit- 
tee, Annual Message of Life Insurance; Wiil- 
liam Allen White, speaker; Benjamin Alk, presi- 
dent; Louis A. Pink, Superintendent of Insur- 
ance, State of New York; Henry James, presi- 
dent, Teachers Insurance & Annuity Associa- 
tion of America; Holgar J. Johnson, immediate 
past president, National Association of Life 
Underwriters. 

C. V. Starr, president, 
Robert L. Jones, treasurer, 
tion of Life Underwriters; Julian S. Myrick, 
trustee, National Association of Life Under- 
writers; Katharine Fisher, director, Good House- 
keeping Institute; Roger B. Hull, managing di- 
rector, National Association of Life Under- 
writers; George F. Sullivan, president, General 
Brokers Association of Metropolitan District; 
Seneca M. Gamble, chairman, publicity com- 
mittee, Annual Message of Life Insurance; S. 
Samuel Wolfson, treasurer. 


Russell, 


United States Life; 
National Associa- 


Thrift and Democracy 

What Mr. White said in his address 
was this: 

“In discussing thrift and democracy I 
suppose the first thing, and the wisest, 
to do is to define our terms. Let us 
take thrift. It is easy to say that thrift 
is foresight—saving pennies against a 
rainy day. But as we know thrift in 
the United States, thrift is the concrete 
evidence of man’s faith in man. It is 
all very well to lay by pennies, even 
dollars, even dollars multiplied by the 
hundred, by the thousand, and by the 
hundred thousand, but the act of saving 
alone is not thrift. Nor is the invest- 
ment of a man’s savings thrift if he ex- 


pects to gain greatly thereby and multi- 
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nnual 
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Some of those at big New York City luncheon which launched Annual Message of 


Life Insurance. 


Seated left to right, Joseph C. Behan, chairman of Annual Mes- 


sage; William Allen White, guest speaker; Benjamin Alk, president New York 


association. 


Standing, left to right, Holgar J. Johnson, immediate past president 


National Association of Life Underwriters; Louis H. Pink, New York Insurance 
Superintendent, and Seneca M. Gamble, chairman of publicity for Annual Message. 


ply his savings ten-fold or a hundred- 
fold. That is speculative investment and 
the man who is thrifty chiefly for gain 
runs the speculator’s risk. Thrift in 
this country, for most of us, a good 80%, 
consists in laying by our savings by the 
penny and by the dollar with the 
thought not of multiplying them to en- 
large our capital and so widen our bus! 
ness interests but rather the great pe 
ponderance of our national savines i 
for some kind of security for ourselves 
or for our heirs or 

“Not one of our 
speculative investor 


assigns. 
citizens in four is a 
even in his own 


business. The American masses are not 
dollar chasers. By far the most of us 
are wage carners, professional men, 
teachers, preachers, clerks, doctors, law- 
vers, engineers, small storekeepers, 
farmers, industrial artisans and their de- 
pendents. Now these people are not pri- 
marily interested in gain. Money is not 
the counter of success in the game of 
the preacher, the teacher, the lawver, the 
c or, the engineer. He asks and ex 
» ects no great fortune. He is sotisfres 
'n the aiinaesiii incidental to his job 
if he has the comforts, decencies and 
self-respecting home f 


1 
] 


environments of his 


Pink, Zimmerman, Myrick in Herald 
Tribune Annual Message Spread 


The New York Herald Tribune devot- 
ed an entire page Monday to articles 
and news featuring Annual Message of 
Life Insurance launching the week’s ob- 
servance. 

There were articles contributed by Su- 
perintendent of Insurance Louis H. Pink, 
Charles J. Zimmerman, president Na- 
tional Association of Life Underwrit- 
ers; Benjamin Alk, president Life Un- 
derwriters Association of New York 
City; Julian S. Myrick, manager Mutual 
Life, New York, and John Marshall Hol- 
combe, Jr., manager Life Insurance Sales 
Research Bureau. 

Superintendent Pink said that while 
there.is considerable discussion of Fed- 
eral supervision of insurance, he doubted 
if there is any trend in that direction 
or any public demand for it. One diffi- 
culty with Federal supervision, he said, 
is that it would not replace state super- 
vision but would merely add another su- 
pervisory body entailing additional and 
unnecessary cost upon policyholders. 

President Zimmerman of the National 
Association of Life Underwriters dis- 


cussed the obligation to defend the in- 
stitution against attack, stressed the 
service which the agent performs for the 
policyholder and the business as a whole, 
ial said, concerning critics of life in- 
surance: “We welcome any constructive 


criticisms from whatever source they may 
belief 


emanate. We are firmly of the 
that self-examination and self-regulation 
have been and continue to constitute the 
soundest procedure. We are 
the belief that government is best which 
is closest to those whom it governs. We 
are firmly of the belief that private en- 


terprise is the cardinal tenet of democ- 
racy.’ 

Benjamin Alk, president of the New 
York Association, reviewed the funda- 


mental bases for life insurance in the 
economic situation of the individual and 
paid tribute to agents in fulfilling needs. 
“Life insurance flourishes today,” said 
Mr. Alk, “because it has measured up 
to its responsibilities with strength, with 
integrity and with honor.” 
Julian S. Myrick told of the 
(Continued on Page 8) 
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firmly of 


Take Part 


Message 


fellow workers. But what he wants 
above everything else is to do his pro- 
fessional job well and then not to worry 
about how he shall be clad, what he 
shall eat and the way he shall face old 
age. This man, the typical head of the 
average middle class family, has no 
great talent for speculative investment. 
He knows by experience that when he 
tries to take a flyer, his efforts gener- 
ally have proved foolish. 
Thrifty Men Have Built Life 
Insurance 
“The real thrift of the American peo- 
ple is channelled in provident institutions 


created almost unconsciously but with 
amazing detail, that are set apart from 
the thrifty man’s ordinary gainful pur- 
suits. He has built up savings banks, 
building and loan associations, trust 
companies; and safest of all our finan- 


cial institutions is American life insur- 
ance. American life insurance shines at 
the apex of our devices for thrift. It 


is probably the most powerful, most ef- 
ficient, and most widely useful of all 
our democratic financial institutions. Life 
insurance in the United States has been 
built up little by little, day by day, vear 
by year, by the people themselves, They 
have used government and its benefits 
and restrictions only incidentally. Here 
is a democratic enterprise which em- 
bodies our thrift. When one examines 
its intricacies, its vast extent, its im- 
measurable benefits, its unwritten code 
of self-government, the way it rewards 


honesty and punishes ereed and neglect 
in its control and the way it has be- 
come a bulwark of American capitalism 
we may well be amazed at its growth, 
astounded at its stabili io. For here. 
quite outside of government, we have 
set up a potent econom‘c machine. It 


is a democratic achievement from top to 
bottom, democratic in its conception, 
democratic in its aims, democratic in 
its performance, democratic in its own- 
ersh’p and its management. 
n morrney Is More Than Covernment 
“No vaving defined thrift. let on 
democracy. One of our 
fatal blunders in discussing democracy 
is to assume that it is something hav- 
ing chiefly to do with government. We 
confuse democracy with universal suf- 


Cc mnie r most 


frage and with the other weapons of 
popular sovereignty. By these I mean 
the liberties guaranteed by the Bill of 


Rights, free speech, free conscience, free 
press, the writ of habeas corpus, the 
right of trial by jury, and the various 
ballot laws which set up our defense 
against the rule of tyrants. But all 
these, universal suffrage, the Bill of 
Rights, honest elections, the vast ma- 
chinery of parliamentary government are 
means to an end, not ends themselves. 
These things are the machinery of 
democracy which are established to aid 
men in what ?—in the pursuit of happi- 
They are not happiness itself 
Necessary to the pursuit of happiness 
they are, of course, but finally they are 
only means to an end. What is that 
end? I believe one of the fundamentals 
of human happiness is a sense of se- 
curity. Well—security in what? I should 
say it is security that comes to a man 
who feels that he is participating in the 
benefits of the civilization which accord- 
ing to the quality of his talents he has 
helped to create. 

“One pursuit of happiness is found in 
the enjoyment of economic freedom. 
Economic freedom guarantees a man the 
right to construct with his fellows in 
whom he has faith, honest business in- 
stitutions to safeguard him against want 


(Continued on Page 8) 
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Mutual Benefit Announces Those to 
Head New Agencies in New York 


A. V. Youngman, Lester Einstein and Benjamin D. Salinger 
Will Be General Agents; B. C. Thurman to Head Company- 
Managed Agency; Major Migdalski Brooklyn Manager 


Effective in January, 1940, the Mutual 
Benefit is establishing multiple agencies 
in New York City. Under the new 
arrangement the company will be repre- 
sented by three new sales agencies which 
are being created from the present single 
agency and which will be served by one 
central collection and service agency to 
be managed by Charles E. DeLong, pres- 
ent general agent for New York City. 

According to an announcement by H. 
G. Kenagy, superintendent of agencies, 





ARTHUR V. YOUNGMAN 


two of the three new sales offices are 
to be general agencies. A downtown 
general agency is to be headed by Ar- 
thur V. Youngman, present associate 
general agent in New York City. A 
midtown general agency is to be headed 





BENJAMIN D. SALINGER 


by Lester Einstein and B. D. Salinger 
of the DeLong agency management staff. 

In addition, a company-managed agen- 
cy will be maintained at 225 Broadway 
under the direction of Bill C. Thurman 
of the home office whose assignment as 
assistant superintendent of agencies in- 
cludes all agencies in the metropolitan 
area. The Brooklyn office will be main 
tained under the management of Major 
R. F. Migdalski 

The form of organization follows a 
plan outlined some years ago by General 
Agent DeLong and which also had the 
endorsement of members of the agency 
New York City representatives elected 
their future agency affiliations in a bal- 
lot taken last week and are conducting 


a production drive throughout the re- 
maining months of the year in honor of 
Mr. DeLong. 
Benefit of Chicago Experience 

Another factor in the decision to es- 
tablish multiple agencies in New York 
City was the favorable experience of 
multiple agencies in Chicago. Figures 
released by Mr. Kenagy indicate that 
since the establishment of the Cook and 
the Parsons agencies in Chicago in July, 
1937, both production and insurance in 
force have increased. During the period 
from August, 1937, to October, 1939, in- 
surance in force in the Chicago agencies 
territory increased 3.8%. Paid-for busi- 
ness has increased each year. The com- 
bined production of the two Chicago 
agencies in 1937 increased 16.8% over 
1936; in 1938 26.9% over 1936; in nine 
months of 1939 as compared with the 
similar period of 1938 paid-for produc- 
tion has increased more than 37%. 

The establishment of a company-man- 
azed agency is a new step for the com- 





LESTER EINSTEIN 


pany. According to present plans the 
agency will be not unlike the home 
office agencies of other companies and 
will serve as a testing ground for tra'n- 
ing and management plans and for the 
development of prospective agency man_ 
agement material. 

The present single general agency is 
the company’s largest, having more than 
$246,800,C00 of insurance in force and in 





B. C. THURMAN 





CHARLES E. DELONG 


recent years paying for about $17,000,- 
000 of business annually. The agency 
personnel includes about 100 full-time 
associates and in addition has extensive 
brokerage connections. The agency has 
been under the direction of Mr. DeLong 
since 1927. 
Some Background on Appointees 

Mr. DeLong has been with the com- 
pany since 1911 when he started as an 
agent in Albion, N. Y. Later he was 
appointed general agent at Syracuse and 
in 1927 came to New York as general 
agent with W. H. Beers. He has been 
sole general agent since 1931. 

Arthur V. Youngman entered the busi- 
ness with the Mutual Benefit in 1925. 
A substantial producer, he has assisted 
in management work, became associate 
general agent in 1938. He is a past 
president of the Life Underwriters As- 
sociation of New York City. 

Mr. Einstein has been in life insur- 
ance in New York since 1920 and for‘the 
past two years has been agency assist- 
ant in the DeLong organization. He 
has been vice-president and committee- 
man in the New York association of life 
underwriters. 

Mr. Salinger joined the DeLong agen- 
cy in 1935 as brokerage manager. He 
has been in life insurance since 1930; 
was awarded the CLU designation in 
1933; has been active in the New York 
association and been editor of The Bul- 
letin. 

Major Migdalski has been associated 
with the Mutual Benefit in New York 
since 1921 when he joined the Cerf 
agency as soliciting agent. His former 
career was in the U. S. Cavalry. He 
has been manager of the Brooklyn 
branch office since April, 1937. 

B. C. Thurman has been a member of 
the Mutual Benefit agency department’s 
field service staff for the past two years 
and assistant superintendent of agencies 
since May, 1939. All of his business life 
has been devoted to life insurance. He 
has had field experience and served as 
agency supervisor, manager and general 
agent. He is a Chartered Life Under- 
writer. 


Emery Sees Selfish Bloc 


After Insurance Control 
Commissioner Emery of Michigan 
sees peril to the institution of life in- 
surance from certain selfish quarters. 
Addressing the Battle Creek Life Un- 
derwriters Association, he said, after 
noting that disbursements to _ policy- 
holders and beneficiaries last year in the 
United States amounted to $3,500,000,- 
000, or a billion more than was pro- 
vided by Federal relief agencies: 
“There is a force which is persistent- 
ly attacking insurance, growing out of 
the eagerness of certain individuals to 
control this vast wealth, without regard 
for the safety of policyholders but with 
much regard for the advantages which 
they would derive personally.” He said 
also that “many attempts are being 
made to break down the agency system 
which has served so well and is the 
only means by which personal service 
can be rendered.” 





Piper Committee Holds 
Industrial Hearings 


ON PROPOSED AMENDMENTS 


Company Executives Oppose Commis. 
sion Differential Against Weekly 
Premium Business 


The Piper Joint Legislative Commit- 
tee held hearings in New York this week 
on proposed amendments to the New 
York Insurance Code which goes into 
effect January 1. The New York In- 
surance Department had made a num- 
ber of proposals to the Piper Commit- 
tee with regard to Industrial insurance. 
Some of these have already been enact- 
ed and others remain for consideration 
at these hearings. 

Among those heard by the committee 
on the proposed changes were Charles 
G. Taylor, Jr., second vice-president: 
Francis M. Smith, third vice-president, 
and M. E. Davis, assistant actuary, Met- 
ropolitan Life; Fred E. Nason, vice- 
president John Hancock; Carol M. 
Shanks, vice-president, and Bruce Ger- 
hard, actuary, Prudential; George A, 
Huggins, actuary, and Richard B. Ey- 
ans, director of agencies, Colonial Life: 
Leon Berney, representing the United 
Office and Professional Workers (CIO) 
Union, and Morris H. Siegel of the Pol- 
icyholders Service Bureau. 

Attending hearings were Superintend- 
ent Louis H. Pink; Thomas J. Cullen, 
first deputy superintendent; Paul R. 
Taylor, deputy superintendent in charge 
of Savings Bank Life Insurance; J. 
Donald Whelehan, deputy superintend- 
ent, and Nelson B. Hadley, formerly of 
the New York Department. 

Department Proposed Amendments 

Among the proposals by the New 
York Department was that differentials 
be established in first year commission 
rates to encourage the sale of monthly 
premium or Ordinary insurance where 
it can be substituted for weekly pre- 
mium. Heretofore there has been no 
statute limiting the expenses of Indus- 
trial insurance and an amendment has 
been prepared providing that on first 
year premiums no company shall pay 
any agent a rate of commission exclu- 
sive of collection and conservation com- 
missions in excess of (a) on monthly 
premium Industrial a percentage of the 
first year premiums equal to that pay- 
able as first year commission on Ordi- 
nary on the monthly premium plan; 
(b) on weekly premiums a_ percentage 
of first year premium equal to monthly 
premium less 5%. In other words, com- 
mission on weekly premium Industrial 
would be 5% less than monthly pre- 
mium Ordinary commissions. 

All the representatives of Industrial 
companics appeared against these dif- 
ferentials in commission. Mr. Taylor 
called this proposed amendment a mis- 
take. He held that the agent should 
not have money inducements to sell any 
insurance regardless of needs of the in- 
sured. Chairman Piper wanted to know 
how else the legislature could go about 
correcting the abuse of over-sellin 
weekly premium insurance. holding that 
evidently inany insured do not know 
that it might be to their advantage to 
buy monthly premium and get Ordinary 
insurance. Mr. Taylor contended that 
people have their own ideas about what 
they want to buy even regardless of 
advice. He called attention to the fact 
that the Metropolitan has set a limit 
of $499 in any one year on the amount 
of weekly premium insurance it will 
issue to an individual. 

Chairman Piper said there was a sad 
lack of education of agents on the part 
of the companies, but Mr. Taylor said 
that great strides had been made in the 
education of agents and that companies 
gave agents every opportunity to learn 
the business so that they could properly 
advise the public. Other representatives 
of the Industrial companies spoke along 
the same lines. 

To Take Up Surrender Charges 

At the afternoon session Chairman 
Piper said that none of the bills under 


(Continued on. Page 6) 
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Lewis Agency Merged 
With Rosenstein Agency 


EQUITABLE SOCIETY CHANGE 





Rosenstein Organization Now One of 
Largest for Company Here; 
Adds Three New Units 





The I. A. Lewis agency of the Equita- 
ble Society in New York City has been 
merged with the Abraham Rosenstein 
agency, located in the Equitable home 
office building. This consolidation com- 
ing soon after the addition of the Karsch 
avency to the Rosenstein organizat‘on, 
makes this one of the largest agencies of 
the company in the East. 

At time The Eastern Underwriter went 
to press Mr. Lewis had not definitely 
announced his plans for the future. 

Three new units are added to the 
Rosenstein agency under direction of unit 
managers David Perlberg, Frank T. Rab, 
who is a CLU, and Lawrence Kulla. 

Other members of the Rosenstein or- 
ganization are Leo Eisen as associate 
agency manager and assistant agency 
managers Sol Weissman, Paul Gale, 
Milton W. Heller and William J. Raf- 
tery. Mr. Heller and Mr. Raftery have 
been with the Rosenstein agency since 
its organization. 

The agency last year led the New 
York department in volume of paid bus- 
iness and at present is leading in paid 
premiums for 1939. 





Hunt and Kenagy Heading 
Nominating Committees 


George Hunt, vice-president New Eng- 
land Mutual, and H. G. Kenagy, super- 
intendent of agencies Mutual Benefit, 
will serve as chairmen of the nominat- 
ing committees, Life Insurance Sales Re- 
search Bureau and the Association of 
Life Agency Officers at their joint annual 
meeting in Chicago next week. 

Mr. Hunt’s committee will nominate 
five men to fill the positions on the Re- 
search Bureau board of directors which 
expire in the current year. Mr. Kenagy’s 
committee will nominate candidates for 
the three positions which will be vacated 
on his association’s executive committee. 





Canada Life Promotes 


Three in Home Office 


The Canada Life has announced the 
appointments of T. H. Gooch and R. A. 
Sanderson, formerly agency assistants, 
as agency supervisors, and of G. A. Wal- 
ter, formerly educational assistant, as ed- 
ucational supervisor. 





CONNELL TRIBUTE TO ORCUTT 


Louis E. Orcutt, Connell agency, Prov- 
ident Mutual, New York, is receiving the 
sympathy of his many friends following 
the recent death of his mother. 

In the Door Knob, weekly agency bul- 
letin, Clancy D. Connell turned editor 
this week to pay a well-earned tribute 
to Mr. Orcutt, who for fifteen years has 
been editor of the Door Knob. Mr. 

cutt has been with the Provident 
agency for close to twenty years. A 
CLU he has served as secretary-treasurer 
of the National Chapter. He has written 
the editorial material and advertising 
copy placed in trade papers by the Con- 
nell agency. He takes an active interest 
in the affairs of his church and com- 
munity. He is devoted to his home and 
tamily. Those are briefly the facts that 
Mr. Connell reveals in his tribute to his 
associate. 





30 YEARS WITH EQUITABLE 
Leanora B. Licht, associate general 
arent Equitable Life Assurance Socicty 
(M. T. Ford agency), 225 West Thirty- 
fourth Street, New York, will celebrate 
her thirtieth anniversary with the So- 
ciety on November 1. At that time many 
members of the Equitable head office 
and others will attend a luncheon in her 
honor at Hotel Pennsylvania. 

















SELLING 


WORTH 


The late Calvin Coolidge never 
over-talked. ' 


Consequently, when he did 
speak men usually listened. They 
expected brevity and wisdom. 
Once he made this observation: 


“He who sells a life insur- 
ance policy sells a certificate 
of character, an evidence of 
good citizenship, an unim- 
peachable title to the right 
of self-government.” 








ted) rudlential 
Insurance Y Company of America 


Home Office, NEWARK, N. J. 









































State Mutual Names 
Denny to Home Office 


TO BE DIRECTORS OF AGENCIES 





Louis A. Cerf, Jr., Appointed General 
Agent for Company at 90 John 
Street, New York City 
The State Mutual Life has appointed 
Robert H. Denny of New York to the 
home office agency department as direc- 
tor of agencies and named Louis A. 
Cerf, Jr., as general agent at 90 John 
Street, New York, to succeed Mr. Denny. 





ROBERT H. DENNY 


Stephen Ireland, vice-president and su 
perintendent of agencies, said the ap- 
pointments would become effective No- 
vember 1. 

Mr. Denny, who has been general 
agent for State Mutual in New York 
since 1936, first entered the life insur- 
ance business as an agent twenty years 
ago with L. A. Cerf, Sr., and in turn 





LOUIS A. CERF, JR 


vas advanced rapidly by Mr 
supervisor, educational director and dis 
trict manager. 

In 1928 Mr. Denny was appointed 
agency manager of the Edgar T. Wells 
agency, National Life of Vermont, and 
later promoted to associate state general 
agent for that company at Cleveland, O 
As a result of that training, he has had 
recruiting and supervising experience 
both in urban and rural territories, and 
through his identification with life in- 
surance organizations in tl field has 
been familiar with the development of 

(Continued on Page 12) 
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Agents’ Annuity Plan 


Premium Rates Given 
MUTUAL BENEFIT CONTRACT 
Company Tells About Deferred Annuity 
for Its Agency Force; Provides $10 
Monthly at Age 65 





Benefit 


The Mutual this week re- 
leased premium rates for its new 
Agents’ Retirement Contract recently 
announced to the field force. The an- 


nouncement was accompanied by a speci- 
men policy and other descriptive infor- 


mation about the new plan. 

The annual premium to provide $10 
monthly, beginning at Age 65, is $13.94 
for males and $16.25 for females at Age 
20 and steps up to $24346 for males 
and $283.84 for females at Age 60. Pre- 
mium rates for ages 30 to 40 are shown 
here: 

Annual Premium for $10 Monthly at 65 

Age at issue Male Female 

30 $21.38 $24.92 
31 22.39 26.10 
32 23.47 27.36 
33 24.62 28.70 
34 25.85 30.14 
35 27.17 31.68 
36 28.58 33.33 
37 30.11 35.10 
38 31.75 37.02 
39 33.53 39.09 
40 35.45 41.33 


Vice-President E. E. Rhodes in a 
letter to the company’s agents said that 
the plan was devised to meet the de- 
sires of a number of agents to make 
some financial provision for their old 
age. To accomplish this result the com- 
pany devised a form of deferred annuity 
beginning on the anniversary of the con- 


tract nearest Age 65. The contract will 
be issued only to general agents, to full- 
time soliciting agents and to the sal- 


aried office employes of general agents. 

Mr. Rhodes explained further: 
Maximum Annuity $200 a Month 
“The 


will be 


for which the contract 
thereof. An 
one 


monthly annuity 
a multiple 


than 


$10 or 
hold 
taken at 
under all 
exceed $200. An 
for 
present earnings would justify 


issued is 
individual 
They 


maximum 


may more contract. 
but the 


contracts on 


may be various times, 


annuity any 


one life cannot agent may 


thus first such ar as his 


amount 


apply at 
his earn- 
additional 


and as 


ings increase he can apply _ for 
amounts. 

“An premium 
every but the 
livery of the 


nor 


called for in 
payable on de- 
full, 
paid 


annual will be 


case premium 


policy need not be paid in 


need annual 
in full, the 


recognize the 


subsequent premiums be 


contract being so framed as to 
irregularity of an 


income. The 


agent’s com- 


mission company, however, does 
settlement of the 
than the 


monthly 


not care to accept in first pre 


mium an amount less annual pre- 
of $10. 
accompany the ap- 
reported to the 


Thereafter 


mium 
The 


plication 


required for a 
payment 
and be 


annuity 
initial should 
company by 
the general agent. instalments of 
any premium 
of the 


oftener 


may be paid at the convenience 
through the 


once in 


agent general agent; but not 
and 
$10. As pre 


will 


than each calendar month 


not for an amount of less than 


miums are reported, the 
therefor. The 


notices of 


company prepare 


and forward a receipt company 


but 


statement 


will not forward premiums due, 


it will, when forward a 
of the 


annuitant. 


requested, 


account between the company and _ the 


Premiums cannot be paid in ad 


vance.” 

Death benefit under the contract is a 
sum equal to the premiums paid with 
interest compounded annually at rate 
of at least 3%. The policy has a cash 
surrender value. In lieu of an imme- 
diate annuity the company will, at the 
request of the annuitant, issue either a 
cash refund annuity or a joint and sur- 
vivorship annuity. The death benefit 
and, after the tenth year, cash surren- 
der values are subject to the settlement 
options found in the company’s regular 


policies. If the general agent or agent 
ceases his service with the company be- 
fore attaining Age 62, the company may 
terminate the contract by payment of 
the cash surrender value. No commis- 
sions will be paid on the annuity or 


settlement plans. 





HEARD On The WAY 





United States Investor prints an eight 
column article attacking “our good 
friends in the insurance fraternity, life, 
fire and casualty,” which is decidedly 
irritating, not only because of the la- 
bored figure of speech, style and cir- 
cuitous way in which it is written, but 
because it does not elucidate clearly what 
it is that is annoying its editor. The 
article is headed “Keeping Up to Date 
on Insurance—a Call to Arms for Insur- 
ance Industry—Warnings from the Mo- 
nopoly Investigation which the Life, Fire 
and Casualty Fraternity Would Do Well 
to Heed.” One paragraph reads as fol- 
lows: 

“There’s no necessity of repeating here 
all that has taken place in Washington 
in recent months under the guise of a 
Congressional investigation. It is now a 


matter of history—infamous history at 
that.” 

The article is largely an attack upon 
the agency system. If the editor of 


United States Investor regards the his- 
tory of the American Agency System, 
as has been developed in Washmgton 
hearings, as “infamous” it is because he 
has not read the testimony. 

Morris Kramer, insurance editor of 
The Day, is author of a booklet, “An 
Expose of the Self Styled Insurance 
Counselor, and What You Should Know 
About Life Insurance.” Kramer handles 
the subject without gloves. 

The book is dedicated “to 
army of conscientious insurance agents 
who ply their daily tasks of bringing 
happiness to homes and financial security 
in old age.” It is illustrated with car- 
toons and photographs, the tenor of 
some being that many people are sorry 
because they have dropped existing in- 
surance and made substitutions which 
they regret. 


the vast 


Uncle Francis. 
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SEC Asks States For 


Views on Supervision 


SEC has sent to the Insurance Com- 
missioner of each state a letter enclos- 
ing a questionnaire asking the coopera- 
tion of the state officials in stating their 
views on how insurance regulation could 
be improved. 


The letter sent by Gerhard Gesell, spe- 
cial SEC counsel in the insurance in- 
quiry, follows: 


study of insurance 
conducting for the 


In connection with the 
which this commission is 
Temporary National Economic Committee, I 
am writing to invite your cooperation in filling 
out the enclosed questionnaire which requests 
information relative to the scope and character 
of legal reserve life insurance regulation. Copies 
of this questionnaire are being sent to the prin- 
cipal insurance official of every state. 

The commission recognizes that you are un- 
der no legal obligation to reply to this ques- 
tionnaire and realizes that it can obtain the in- 
formation desired only wth your voluntary as- 
sistance. Without a proper understanding of 
insurance regulation, however, it is impossible 
for the commission adequately to evaluate the 
information which it assembled with respect 
to the operations of the life insurance business. 
The commission’s sincere desire to be fully in- 
formed in this respect has prompted it to for- 
ward the questionnaire to you and the other 
officials because of your knowledge of this 
subject. 

You will note 
several topics 
state your 
to receive any 
desire to 


has 


that the last question suggests 
upon which you may _ wish _ to 
views. The commission will be glad 
additional comment or sugges- 





tions you offer regardless of whether 
they relate to tepics specifically covered by the 
questionnaire. 

Your courtesy and cooperation in filling out 
this questionnaire and returning one copy by 
November 20 will be greatly appreciated. 


UNDERWOOD BUFFALO MGR. 

Harold B. Underwood has been ap- 
pointed manager of Columbian National 
Life, with the Charles F. Joyce Co., 
Inc., Buffalo. He was district manager 
and general agent for Equitable Life of 
Iowa there for eleven years. 


GILMAN COLLAMORE DEAD 
Gilman Collamore, in the investiga- 
tion department of New York Life, died 
suddenly October 15 of heart disease, 


age 66. 


A GEN T 





War Clause Adopted 
By Berkshire Life 


Berkshire Life has adopted a_ war 
clause for use on policies of foreign 
born applicants, ages 50 and under, who 
have not received their final naturaliza- 
tion papers, and on the lives of all ap- 
plicants who, although native born or 
naturalized American citizens, are like- 
ly to travel or reside outside the conti- 
nental limits of the United States and 
Canada. 

The clause provides that in the event 
of death within two years after the date 
of issuance of the policy as a result, di- 
rectly or indirectly, of a state of war 
Or insurrection outside the continental 
boundaries of the United States, or if 
death occurs within five years of the 
date of issuance of the policy as a re- 
sult directly or indirectly, of engaging 
outside the continental boundaries of the 
United States in military or naval ser- 
vice in time of war, the amount pay- 
able under the policy will be a sum 
equal to the premiums paid under the 
contract, together with the cash value 
of any existing paid-up additions or diy- 
ident accumulations, less the amount of 
any indebtedness to the company un- 
der the contract. The continental boun- 
daries of the United States have been 
defined in the clause as including the 
waters within three miles of the coast 
line, but not including the Panama 
Canal Zone. 





Average Policy Bought In 
Savings Bank Is $831 


Reporting to the Savings Banks As- 
sociation at Hot Springs, Va., October 
18, Clarence B. Plantz, assistant vice- 
president New York Savings Bank, pre- 
sented some figures on results of sav- 
ings bank life insurance in New York 
State. He said in part: “Our insurance 
departments on September 30, after nine 
months’ operation, reported more than 
$5,500,000 in force on 6,699 policies. First 
year mortality has been even less than 
forecast by our actuary. There have 
been but three deaths, causing claims 
for $5,500. Premiums collected totaled 
$106,000. Indications are that this year 
will close with unimpaired guaranty 
funds of $175,000 

“Although applications may be _ taken 
in amounts up to $3,000, about 78% of 
the applicants took $1,000 or less. The 
average is $831. In considering the 
available market for savings bank life 
insurance it should be borne in mind 
that the appeal for low cost insurance 
is principally to those who have none 
and also those who desire more. It is 
significant that 47% of purchasers have 
no other insurance. About 25% more 
have weekly payment policies only. 
Public interest in life insurance costs 1s 
likely to increase.” He said about 10% 
of the savings banks in New York State 
are now engaged in savings bank life 
insurance. 


PHILIP HEWES’ NEW CONNECTION 

Philip Hewes, former executive secre- 
tary of Governor Cross, has become as- 
sociated with the Frank O. H. Williams 
agency of the Connecticut General in 
Hartford. 








Piper Committee 


(Continued from Page 4) 


review will be up for passage before 
January, 1941. He also said that the 
entire question of surrender charges on 
both Industrial and Ordinary _ policies 
will be considered later and a bill pre- 
pared changing the entire surrender 
charge set-up. 

Charles G. Taylor, Jr., said that the 


Metropolitan Life has notified the New 
York Department that after January 1, 
1940, on new Industrial policies there 
will be provision for surrender values 
at end of three years instead of at end 


of five years. 

Morris Siegel spoke several times. He 
was in favor of the 5% commission dif- 
ferential against weekly premium in- 
surance. 
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any Agents Attend Toronto Convention 


Approximately 1,400 were at the an- 
nual convention of the Ontario Life Un- 
derwriters Association in Toronto, Octo- 
ber 21. That figure was said to have 
established a new high record for at- 
tendance at any insurance convention 
ever held in the Dominion. The meet- 
ine was addressed by six American in- 
surance executives and two Canadian. 
The luncheon was attended by more 
than 1,000 company representatives from 
all parts of the province. 

The general tone of cheerfulness that 
obtained throughout the day was tem- 
pered for a few moments when chair- 
man of the association, J. S. P. Arm- 
strong, Dominion of Canada General, 
stepped upon the rostrum in his kilt uni- 
form to say good-bye before sailing for 
active service overseas. A captain in 
the 48th Highlanders, he expects to take 
his regiment over very shortly. As he 
appeared in the audience (having been 
cranted leave of absence only for the 
luncheon) those in attendance sang a 
military song which had been written in 
his honor. 

Cc. E. Bissell, Canada Life, acted as 
chairman of the convention in the ab- 
sence of Mr. Armstrong and will so 
continue for the association during his 
absence. Several weeks ago Mr. Arm- 
strong sought to resign that position 
owing to his full-time activities in the 
war service but his resignation was not 
accepted. 


Life Insurance Defined 
As Terminal Investment 


Life insurance is a true professional 
service to the public. To 
knowledge of life insurance is one thing; 
to be possessed by life insurance is quite 
another, declared Paul Speicher, presi- 
dent of Research and Review Service. 
The average man’s. problems never 
change in their fundament-ls, he added. 
“No matter what changes history may 
bring about, men still die unexpectedly 
regardless of whether they can afford 
to die. Men still must have income 
when they stop working. There could 
be no continuity of income without a 
‘terminal investment,’ which differs from 
a current investment. 

“There are six tests which indicate 
that the true ‘terminal investment’—life 
insurance — answers the purpose in 
every detail. These tests are: 

“It must offset weakness in the field 
of thrift. Life insurance gives a sane 
design for financial living. The strength 
and glory of life insurance lies in the 
combination contract. 

_ “It must adhere to a plan—and all life 
insurance adheres to a plan—plainly 
outlined on each policy. 

“It must be safe. Life insurance in 
all crises has proved itself the most 
solvent institution devised by the mind 
of man. 

“It must be able to achieve peak powe: 
at time of death no matter when that 


possess a 


comes. Any financial plan which does 
not regard death as a factor is vul- 
nerable. A bankrupt family is a far 


sadder sight than a bankrupt business. 
“Tt must liquidate automatically and 
without loss when death comes. It must 
pay off at par. 
“It must scientifically utilize principal 
and interest to provide adequate life in- 
come.” 





ACTUARY A. E. KING RESIGNS 

The Standard Life of London has an- 
nounced the resignation for health rea- 
sons of A. E. King from the position 
of manager and actuary. A. J. Mascall, 
secretary, has been appointed secretary 
and manager and A. R. Davidson, agency 
manager, has been appointed deputy 


manager and actuary. 


Keen Desire to Serve Assures 
Opportunities to Life Insurance 


Life insurance will continue to present 
vast opportunities owing to a combina- 
tion of two factors, said H. A. H. Baker, 
assistant general manager and superin- 
tendent of agencies for Great-West Life. 
These two established factors are: Com- 
panies are always endeavoring to give 
cood management; agents are recognized 
as giving conscientious and valuable serv- 
ice. 

Dealing with the outlook for insurance 
in Canada during the war period, Mr. 
Baker traced the trend in the Dominion 
during the World War. Insurance in 
force increased from $758,000,000 at the 
end of 1913 to $1,108,000,000 at the end 
of 1918, each year between showing an 
increase. In 1913 business written was 


$131,000,000 and in 1918 that item had 
reached $183,000,000. 

“IT am not making any predictions re- 
garding the present war period,” he add- 
ed, “but I think there are points in com- 
mon which could be considered and give 
us a fair idea of what to expect. Agents 
in Canada should consider at this time 
that money is now being obtained from 
new sources as a result of the war, such 
as army allowances, people on relief ob- 
taining employment, etc. That will open 
new fields for the life insurance sales- 
man. Agents should always have one 
thing in mind: their companies were be- 
hind them. Their head offices have kept 
three things in mind: responsibility to 
policyholders; responsibility to public; 
responsibility to agents.” 


Predetermined Goal Essential 


For Success, 


Holgar J. Johnson, past president Na- 
tional Association of Life Underwriters, 
told the convention that in order to be 
successful in life insurance one must 
first have an objective. “In establishing 
a predetermined goal, those engaged in 
the life insurance business must also be 
specific and must distribute the largest 
possible volume of life inurance compat- 
ible with their ability.” 

Mr. Johnson outlined a plan for build- 
ing a background that will make success- 
ful the attainment of an objective or pre- 
determined goal, dividing the plan into 
four factors: planning, organizing, co- 
ordinating and control. Dealing with 
each he said: 

“The planning. Our concepts of this 
are easily understood, for they deal with 
establishment of the best methods, the 
creation of standards of work, costs and 
scheduling of operation for the most ef- 
fective methods of performance. 

“Organizing. The concept here is that 
of establishing a business structure that 
facilitates accomplishment of the pre- 
determined objectives of the agency. Or- 
ganizing igs a means to an end and not 
an end in itself. No organization of a 
going agency can be said to be fixed and 
set, for it is a changing operation to 
meet changing conditions. 

“Coordinating has to do 


with estab- 


Says H. J. Johnson 


lishment of sound integration, coopera- 
tion and motivation. The building to- 
vether on a sound, workable basis of 
all members of the agency staff, office 
personnel and agents, for the ultimate 
accomplishment of the predetermined 
goal of the agency. 

“Control. This is one of the most im- 
portant elements and perhaps the most 
likely to run off at a tangent. It has a 
dynamic conception, for it is the force 
exercised by all which in operation tends 
to keep the agency and all its functions 
on the appointed course; to provide it 
with proper momentum; to determine its 
rate of progress and evaluate its results. 
Here too the general agent or manager 
has his greatest responsibility and fre- 
quently failure comes because manage- 
ment falls into the hands of technicians, 
whose abilities to deal with things and 
facts outweigh their capacity to deal with 
human beings.” 

Mr. Johnson sought to drive home the 
value of preparing a campaign to reach 
any objective in the sale of life insur- 
ance. Agents, he said, should set a vol- 
ume of business objective and then de- 
termine from experience the number of 
calls necessary to reach that objective. 
Time schedules should be mapped and 
adhered to rigidly. Agents also should 
train themselves for progress. 





Kibrick Picks Prospects 


From Toronto Newspapers 
Although he had been in Toronto only 
a few hours prior to opening of the 
convention, Isaac S. Kibrick of the New 
York Life’s Boston office, told the gath- 
ering that he had, from reading a To- 
ronto daily paper, picked at least thir- 





teen good, ripe prospects for life in- 
surance in Toronto. To substantiate his 
claims he cited a few of them. This 


incident was but a prelude to his in- 
ternationally known talk on “Finding 
Them Where They Are Not.” During 
his address he gave a number of amus- 
ingly illustrated experiences which he 
had been a party to since he entered 
life insurance. 

The average agent, he said, is not 
aware that prospects are all about him 
day and night. An agent must keen his 
eyes open at all times. Mr. Kibrick 
added that in many cases agents defeat 
their own purpose by making life in- 
surance appear as a complicated affair 
when, after all, it is quite simple. “Your 
argument to a prospective client can be 


given in a few words. Simply say this: 
‘Who is going to look after your family 
when you're gone.’ I’ve found it works 
quite often.” 

He remarked that while it is gratify- 
ing to snare big policies, agents should 
not pass up chances of completing 
smaller contracts just because of the 
profits available to themselves from bie- 
ger business. A good agent overlooks 
nothing, he said. In fact, when one 
looks about at the misery caused in fam 
ilies where the husband has died and 
left no insurance, no agent has to apolo- 
gize for writing small cases. He urged 
that the approach to clients should be 
clear. with the words as forceful as 
possible. 


Effect of War as Seen 
By Isaac S. Kibrick 


Isaac S. Kibrick, Boston agency New 
York Life, said that in his opinion the 
latter part of 1939 and the vear 1940 
will see a gig improvement in the sale of 
life insurance in Canada and the United 
States. He believes that increased busi- 





Hull Wishes Public 
To Know the Truth 


CRITICS HAVE WEAK FOOTING 


Distrust of Life Insurance Watered and 
Nurtured by Political Expediency; 
Time for Enlightenment 


The present world crisis has brought 
greater need for inspiration created by 
international gatherings, so that we may 
come to that recovery from the 
rough jolts of our idealism, which we 
have experienced since September 1, can 
be had most effectively through com- 
mon understanding and by mutual con- 
fidence and trust, declared Roger B. 
Hull. who spoke at the luncheon. Mr. 


Hull is managing director and gefieral 
counsel of the National Association of 
Life Underwriters. He emphasized the 





see 


value of public relations between the 
companies, the policyholders and_ all 
others. 


“Tn the fertile soil of economic depres- 
sion,” he continued, “the mind of an in- 
formed buying public has become con- 
fused, if not aroused, by the ingenious 
implications of self-styled experts and 
the ugly antagonisms of self-serving 
critics. These critics of our institution 
are simply taking advantage of the pub- 
lic’s current attitude watered and nur 
tured by political expediency. It has 
become popular to sneer at corporate 
ereed and the inherent wickedness of 
bic business. We have seen a great 
wave of criticism of all businesses, not 
just life insurance. 


Credits and Debits 
“T, for one, am not alarmed by the 
appearance of the ‘show me’ frame of 
mind on the part of the public. Nor am 
I apprehensive that it mav lead to our 
undoing or even to our discomfiture in 
the life insurance business, however 
high into official sanction this investi- 
eatory ‘show me’ attitude may reach. I 
am concerned, however, that we in the 
life insurance business shall begin to 
expand and expound the credits in the 
life insurance ledger, with which we can 
so comnletelv offset the debits our cur- 
rent critics have been emphasizing 
Tell the Public 
“Let’s become a little investigatory 
ourselves, dig up underlying facts about 
this business of ours and bring them to 
the attention of everv citizen. We know 
the facts and we should make every ef- 
fort to tell them to the public. Let’s 
welcome anv inquirv or investigation 
that will help us tell the world of the 
underlying soundness and sccurity of 
lecal reserve life insurance: of its in- 
herent mutualitv. and that the assets 
are really owned bv the neople them 
selves, Let us revaluate the ahilitv of 
the average nolicvholder to understand 
the simple fundamentals of life insur- 
ance, and then go out and clear away 
the confusions that have resulted from 
the half-truths and untruths printed and 
proclaimed bv our detractors. This is 
the onportunitv to show that we have 
administered a sacred trust honestly in 


the best interests of the sf licvhol lers.” 


ness could not be traced to the 
self but to the thoughts that have 
occasoned by the advent of war. “When 
we read reports of mass murder in Eur- 
ope, don’t you believe that we married 
men now think more keenly of our fam- 
ilies than ever before? Don’t we ap- 
preciate their security more than ever?” 
For this reason, Mr. Kibrick believes 
that many home builders who may have 
neglected insurance before, may turn 
now and put a little more thought into 
the provision of security and independ- 
ence for their families. 
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AN 
UNMISTAKABLE 
TREND 


The smart Life insurance 
agent of today is rounding out 
his income by the sale of Acci- 
dent & Health Insurance. The 
reason is obvious: Greater re- 
ceptiveness on the part of the 
public to Income Protection 
means easier sales and a quicker 
approach to the prospect’s life 
insurance problems. 


Recognizing this unmistakable 


trend the PREFERRED ACCI.- 


DENT offers to Gold Book 
readers its new and modern 
Practical Policy containing 


many liberal features at reason- 
able premium cost. Offer it to 
your best prospects and custom- 
ers with the assurance that 
PREFERRED’s 54 years of Dis- 
ability insurance experience will 
back you up. This is one of 
many accident policies issued by 
this company. 


The PREFERRED welcomes 
this opportunity of helping 
wide-awake producers who are 
not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 
know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not start off the Fall 
Season by getting complete de- 
tails on our Practical Policy 
and other contracts, which will 
be speedily furnished upon re- 
quest. 


You might as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


The 
PREFERRED 
ACCIDENT 


Insurance Company of New York 
80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 
President 








Supervised Convention 




















C. E. BISSELL 











C. E. Bissell, CLU, Canada Life, is 
chairman of the Ontario Life Under- 
writers Association in the absence of 
J. S. P. Armstrong of the Dominion of 
Canada General Insurance Co., who has 
enlisted for overseas duty. Vice-chair- 
man of the association, Mr. Bissell has 
assumed the responsibilities of Mr. 
Armstrong’s office, although he just pre- 
fers to refer to himself as vice-chair- 
man. Mr. Bissell supervised the an- 
nual convention of the Association in 
Toronto which was held last Saturday, 


October 21. 


Cumming Ridicules Idea 
Of Too Much Insurance 


Gordon C. Cumming told the Ontario 
Life Underwriters Association, in an- 
nual convention October 22, that he does 
not believe the statements that “there 
is too much insurance and too much 
money locked up in insurance reserves.” 
He is general manager of Monarch Life. 
He thinks that possibly agents are at 
the point of believing these claims and 
that it lessens their selling ability. Mr. 
Cumming would encourage thinking of 
insurance, not in its huge aggregate, but 
on a per capita basis. When this thought 
is brought home to prospective clients, 
with figures to substantiate the argu- 
ment, Mr. Cumming predicted that sales 
of individual agents should show mate- 
rial improvement. 





Ward Phelps at Toronto 
Names Three Weak Spots 


Holding high a policy, Ward Phelps 
proclaimed: “This is a unilateral con- 
tract, one under which the obligations 
are all on one side, and by this contract 
a great financial institution binds itself 
irrevocably to the future performance of 
the obligations which it must fulfill so 


long as I look after my end of the 
bargain. Is this a piece of paper? No. 


It’s a miracle!” Mr. Phelps is consult- 
ant to the Life Insurance Sales Re- 
search Bureau and was formerly with 
the Sun Life. He was on the program 
of the Toronto convention. 

Experience has shown, Mr. Phelps 
said, that many agents are not doing 
as good a job as they would like to do. 
This he traced to possibly three reasons: 
“We don’t work enough at the job; we 
don’t prospect as well as we might; our 
sales presentations are not as effective 
as they might be.” 


Agents Warned Against 
Entertaining Fictions 


Joseph M. Gantz, Cincinnati, agency 
manager Pacific Mutual Life, spoke at 
the Toronto convention on “Truth Ts 
Stronger Than Fiction.” He - said: 
“There are certain realities about the 
buying public and the people of Can- 
ada and what they are expecting of you 
and me in the insurance business. They 
are going to buy insurance in that meas- 
ure and it behooves us, by observation, 
to look into this problem from the 


Annual Message 


(Continued from Page 3) 


and to guarantee to his family a con- 
tinuance of his material blessings. Dem- 
ocracy, let me repeat, uses the ballot 
box and its defense mechanism, the Bill 
of Rights and its benefits, to protect 
citizens who would set up those institu- 
tions, those financial edifices quite apart 
from government which will relieve men 
from the agony of the harrow’s tooth of 
want and privation. Democracy in this 
enterprise becomes the citizen’s guardian 
servant, not his directing master. 

Not to Make Men Rich, But Happy 

“Tf we could stand in the perspective 
of another era and look at American 
life insurance as we have constructed 
it upon the foundations of our chartered 
liberties, what a monument we should 
behold. In the perspective of another 
day we should stare unbelieving at the 
way we have institutionalized and dem- 
ocratized the common man’s thrift, by 
capitalizing man’s faith in man, by 
building up this solid structure of demo- 
cratic capital consecrated to man’s se- 
curity. 

“We have achieved this economic mar- 
vel by using our mass wisdom manifest 
in the routine discipline of our civiliza- 
tion. We have raised up this edifice of 
democratic capital planned in a_ high 
vision and moulded in the common hon- 
esty of the American people. For what ? 
Not to make men rich, but to make 
them happy! 

“Life insurance .as it stands today is 
one of the distinguished achievements 
of the modern world. America’s wide 
use of life insurance gives that institu- 
tion here a difference in size that be- 
comes almost a_ difference in kind. 
American life insurance is in reality a 
front line trench of democracy. Our 
American life insurance brings self-re- 
specting old age to millions. It stimu- 
lates education. It removes the sting 
of poverty from widows and children. 
Tt maintains a level of consumers’ cash. 
It upholds the market for the inves- 
tor’s securities. It is the poor man’s 
nest egg and the rich man’s anchor to 
windward. All of us, the humble and 
the proud, the strong and the weak mect 
in life insurance in the universal need 
of support in crises and help in trouble. 
Here it is, American thrift democratized 
our democracy erecting upon its Ameri- 
can liberties, out of its genius for or- 
ganization, out of its aspiring heart, 
out of its shrewd purnoseful brain, an 
institution many celled, of many indi- 
vidual ownerships, an_ institution of 
many kinds but of one high aim, an in- 
stitution that is the core and heart of 
our economic life. This is one of our 
institutions which justifies liberty. 

A Product of Thrift and Democracy 

“Now consider for one moment the 
power and need of insurance. It sus- 
tains 70% of our people in a great mid- 
dle class—the bulwark of free goyern- 
ment. What other institution goes so 
far in the pursuit of happiness and in- 
deed the capture of happiness as this 
work of our hands, this tower of se- 
curity which we call life insurance, a 
product of thrift and democracy? I 
declared just now that in this achieve- 
ment America stands in a class by her- 
self. Let me explain: First, in the num- 
ber of her citizens working together to 
maintain it; second, in its beneficiaries; 
third. in its relation to the whole fabric 
of capital in our free economic dem- 
ocracy. As a job maker alone it turns 
into American business two and a half 
billion dollars every year, more money 
than any of the governmental resources 
of our official benevolence. As a source 
of our capital it fills and refills a vast 
pool of credit which is the life of Ameri- 
can business. This could have been 





viewpoint of the merchant and the 
buyer. 

“The buying public wants life insur- 
ance, if you will let them buy it in 
terms of their own families and in 
terms of their own problems. We too 
often speak of our product and do not 


adjust it in terms of the buyer himself.” 


done only in a democratic republic—the 
land of the free. It is a high noble 
adventure in man’s faith in man, an in- 
trepid adventure that only could have 
been sustained in the home of the brave. 

“This is the institution which yoy 
have to sell, ladies and gentlemen who 
are life underwriters, and a grand piece 
of goods it is. On the face of it life 
insurance looks like an investment for 
individual security. It really is more 
than that. It is an investment in the 
American democracy. You underwriters 
are assuring something more than the 
policies of our thrifty citizens. You are 
underwriting the stability of the Ameri. 
can government. You are guaranteeing 
the perpetuity of our free institutions, 
You are betting on the solidity of the 
democratic process. For all these things 
are tied up in the product you sell. The 
foundations of this country rest upon 
an equitable distribution of wealth, not 
share and share alike but to each man 
according to his talents. Probably no 
other institution in our American life 
provides so exactly the reward of a 
man’s qualities as life insurance. The 
test of a man’s foresight, wisdom, self- 
denial, and common sense may be made 
better by examining his life insurance 
policies than bv any other simple test 
of character. The unique and almost 
universal investment in insurance 
throurchout the American middle class, 
hich and low is one of the proofs that 
the democratic ideal is solidly anchored 
in our way of life. In that democratic 
ideal is anchored faith in the indi- 
vidual’s responsibility for his destiny. In 
that democratic ideal is embodied man’s 
faith in man which binds the sanctity 
of contract. In the democratic ideal 
which is typified by the wide spread of 
American life insurance, is found the 
true road to real prosperity. And don’t 
forget this: Poverty and freedom are 
easilv divorced. Prosperity and freedom 
dwell together. The widely diffused 
prosperity that comes out of American 
life insurance. is the cement in our 
foundations of freedom. 

A Tribute to the Agent 

“Now remember, you salesmen who 
are before me today, that you carry in 
your little black bags as you go out in 
the morning a precious package. It is 
more than a symbol of thrift and vision. 
It is a guarantee that American ideals 
still sway this land, that the American 
flag still waves, that freedom and pros- 
perity and justice are still the heritage 
of the American people. You need not 
put this in your sales talk but you must 
keep it in your heart, you must know 
that yours is a high calling, that you 
are more than hustling salesmen. You 
are as much as any man in uniform 
may be soldiers for a great cause, de- 
fenders of a free and happy land.” 

At the close of Mr. White’s address 
the New York audience saw the new 
moving picture produced by the Institute 
of Life Insurance called “Yours Truly, 
Ed Graham.” It was well received. 


Herald Tribune 


(Continued from Page 3) 


opment of life insurance as a social serv- 
ice, saying: “The institution of life in- 
surance is a century old in this country. 
Through all these years every effort has 
been made to strengthen its character, 
to increase its benefits and to improve 
the quality of service it renders to the 
nation. The agency forces of the coun- 
try are using every effort more actively 
to spread the living values of life in- 
surance to the end that individuals and 
the communities in which they live may 
be better protected so that life may be 
lengthened and its quality improved so 
that all people with life insurance may 
be assured of living more fully and with 
a larger degree of financial independ- 
ence.” : 

John Marshall Holcombe, Jr., told of 
the part that research is playing in the 
development of life insurance in this 
country. “Through research,” said Mr. 
Holcombe, “life insurance is selling bet- 
ter quality life insurance than ever be- 
fore.” 
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Savings Bank Insurance— 


Is Not Competition for 
Acacia Representatives 


Because — 


Acacia’s premiums are lower in most cases than those of New York Savings Bank life insur- 
ance and in many cases than those of Massachusetts Savings Bank insurance. 


Savings Bank life insurance is not sold by agents, the theory being if the agent is 
eliminated the insurance can be sold at lower rates. 


The Acacia plan proves it is possible to have the agency system; give the policyholder the 
service he needs, and at the same time give him his insurance at rates lower in 
many cases than those of Savings Bank life insurance. 


Acacia Believes In The Agency System 


IT BELIEVES that the desire created by the agent is almost entirely responsible 
for the large amount of life insurance in force with its untold benefits to our 


American homes. 


IT BELIEVES that the man who wants to provide financial protection for those 
he holds most dear or for himself needs the expert advice and professional service 
of qualified agents to help him plan his program and select the policy that will 
best suit his needs. 


In addition to its low rates Acacia returns to its policyholders the savings from economical 
management, wise investments and better-than-average mortality. 


Acacia Agents Are Partners 


Under the Acacia Agency plan the agent’s earnings are cumulative. He has a continuous 
interest in the policies he writes because he receives a monthly salary which in- 
creases in proportion to the business he keeps in force. 


ACACIA 





























Mutual Life Insurance Company |= 


William Montgomery, President 








ACACIA Bldg.—facing the Capitol of the United States—Washington, D. C. 
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Dr. Harold Frost Head 
Of Medical Directors 


WITH NEW ENGLAND FOR YEARS 





Served in Medical Corps of British and 
U. S. Medical Armies; Cragin and 
Wenstrand Vice-Presidents 
Frost, medical director, 
Mutual Life, was elected 
Association of Life In- 
Directors of America 
week. He is a grad- 


Dr. Harold 
New England 


president of the 
Medical 
York last 


surance 
in New 





Kay Hart, N. Y. 

DR. HAROLD FROST 
uate of Harvard Medical School, after 
which he served two years in Massa- 


chusetts General Hospital as an interne. 
He joined the medical corps of the Brit- 
ish Army in June, 1915, and when the 
United States entered the World War 
he transferred to the American medical 
corps. Upon his discharge from service 
he was made assistant superintendent of 
the Massachusetts Eye and Ear Infir- 
mary in Boston. He then went into pri- 
vate practice in Boston and later joined 
the New England Mutual on a part time 


basis. In 1928 he was made associate 
medical director of the New England 
Mutual and medical director in Feb- 
ruary, 1931. He is a trustee of the New 


Hospital. 

Cragin, medical director, 
Aetna Life, is first vice-president of the 
Association of Life Insurance Medical 
Directors: Dr. D. E. W. Wenstrand, med:- 
cal director, Northwestern Mutual Life, 
is second vice-president, and Edwin G. 
Dewis is secretary Dr. William M. 
Bradshaw, medical director, Mutual Life, 
was elected to the executive council of 
the association 


England Baptist 
Donald B 


BIDS FOR AMERICAN LIFE 


Various Companies Submit Lien Plans 
Ranging From 50% to 75%; Court 
Sets Hearing October 31 
Six bidders have offered plans for re- 
insurance of the American Life, Detroit, 
which will be submitted to the Ingham 
County Circuit Court at a hearing Octo- 
ber 31. The bidders are the American 
Mutual Life and the Central ow Des 
Moines; Federal Life, Chicag Ameri- 
can United Life, indiaenselia: Life In- 
surance Co. of Detroit and the Michi- 
an Life. 
~All the proposals are lien plans, rang- 
ing from 50% to indicating that 
American Life’s assets are not valued 
at anything like the book figures whose 
alleged accuracy was defended so stoutly 
by that company’s management when it 

ught to avoid receivership. 
The Texas receiver is arrayed against 


Le bes, J 
75%, 


the Iowa Commissioner and receiver in a 
test suit seeking to determine whether 
more than $3,000,000 of the company’s 
assets deposited in Iowa are general 


assets or a trust to meet obligations of 
the old American Life of Des Moines. 











Juvenile Risks Are 
Reviewed By Doctors 


PAPER BY WALTER E. THORNTON 


Association of Life Insurance Medical 
Directors Discusses Underwriting of 
Juveniles; Size of Contracts 
Discussion of juvenile insurance took 
up most of one at the conven- 
tion of the Association of Life Insur- 
ance Medical Directors when they met 
here last week. The principal paper on 
the subject was delivered by Walter E. 
Thornton, second vice-president and 
medical director, Lincoln National Life 
The discussion was led by Pearce Shep- 
herd, assistant actuary, Prudential, and 
Samuel J. Streight, medical director, 

Canada Life. 

In reviewing the underwriting end of 
juvenile insurance Dr. Thornton said: 

“We now have bases upon which we 
can erect a rational system for the 
handling of juvenile cases. Not all the 
details I shall list are now a part of 
the routine of my company but those 
not now in use are under scrutiny and 
bear the recommendation of the Medi- 
cal Department. . 

“The agent is instructed to solicit 
juvenile business only from the stable 
and substantial elements of his territory 
in order to minimize ulterior motivation, 
mortality and legal complications. He 
may include only those children whc 
are apparently healthy and well cared 
for. These have superior immunities 
and are least exposed to infection. Ap- 
plications from many types of foreign 
born families and from races notoriously 


session 


speculation minded, are to be frowned 
upon. We depend much upon the agent’s 
report as to the economic and social 
status of the family, as to the environ- 
ment and living habits and as to the 
appearance and activities of the young 
applicant. 

“We accept risks from birth. We 
depend upon our information-collection 
mechanisms, upon our underwriting pro- 
cedures and upon the type of policy to 
avoid the serious early mortality of the 
general juvenile population. 

Making the Contract 

“We will contract only with a parent, 
guardian or other suitable adult acting 
on behalf of the child when the age is 
less than 15 years. We prefer a natural 
parent for this purpose and scan all 
other cases very carefully for anti-selec- 
tion or other ulterior motive At at- 
tained ages 15 and over we will contract 
direct with the applicant. In some jur- 
isdictions we run the risk of disaffirmance 
but the risk is slight and not costly. 

“Tt would be of advantage to increase 
somewhat the average size of policy. 
With us most of the contracts are for 
$1,000, though amounts up to $3,000 are 
common. An application for over $5,000 
is exceptional at the younger ages. Cases 
for amounts above the level are liable 
to be highly speculative and must be 
individualized. Ordinarily the applica- 
tion should not exceed the total carried 
by the beneficiary, if insurable. Proba- 
bly a better rule is to limit the amount 
to half such sum. 

“The selection information conveyed 
upon the application form should include 
not only a recital of the illnesses with 
details as to dates, diagnoses, durations 
and attending physicians, but also the 
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Newark, New Jersey 


Dear Sirs: 


LIFE 
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ur Supplemental Agreement Service | 





The Uutual Benefit Life Insurance Company 


When my husband died eight yeers ego, it was & question in 
my mind whether I could keep my fenily of four children” 
together, but the fact thet I was receiving life insurance 
at. the time caused me to try to keep the family intact. 


We heve also kept our home, end even made great iuprovements 
in it,until now we have the modern conveniences to help 
meke life easier. Had it not been for the insurence our home . 
would heve been sold. Because of the income benefits I 
received from your company I hove been able to give my 
children the things they needed end elso the things they 
desired. je heve elweys hed © car to go wherever we wanted. 
We could live healthily with proper food snd wise medical 
“care, though it wes seldom needed. I vas able to give the 
children books end music for their culturel enjoyment. 


This spring one of my children graduated from college end 

will go on to medicel school next yeer. another has completed 

her first year of college, and still enother will begin college 
_ im the fell. It is thus through life insurance benefits that 

I he¥e. been able t> keep my children and sifo to give them 

whet they needed to fit them for life, 


I eennot thenk you enough for ell you heve made possible. 


lest gretefully yours, 






FOUNDED Er 3 IN 1845 
The Mutual Benefit 


INSURANCE COMPANY 


ARK, NEW JERSEY 


1d 2 » 
lie WSwWrance secure 


STATEMENT BY A 
VICE PRESIDENT OF THE COMPANY 


om Route 4, York 
pean Pennsylventa 
June li, 1936 
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family history so far as tuberculosis js 
concerned and a list of the siblings with 
notations as to age, sex and amount of 
insurance carried or applied for. This 
last is an effort to find the case singled 
out for insurance and therefore proba- 
bly anti-selective. 
Physical Examinations 

“Because of the excessive mortality of 
the early years and because of its char- 
acteristics, children to attained age 5 
years should be medically examined. We 
insist that for companies of our size 
and type, the Chief and Alternate sys- 
tem of examiners is of pronounced ad- 
vantage in juvenile as in all other forms 
of insurance. It is made the duty of 
the examiner to place a professional esti- 
mate upon the social and economic level 
of the family and upon the environment. 
With infants he inquiries as to the de- 
tails of the pregnancy and labor and 
also as to the past medical history and 
particularly as to the first few days or 
weeks of life for it may be assumed 
that untoward events of this early period 
may cast a shadow, at least as far as 
the fifth year. 

“The examination proper is almost en- 
tirely a medical inspection. The child 
is completely undressed if under age 5 
and the procedure starts with appraisals 
as to the general care bestowed upon 
the applicant, the color, nutrition, vigor 
and tissue tone. The height and weight 
are determined. Very young children 
are measured more easily when placed 
in the prone position. Special attention 
is given to a search for such develop- 
mental malformation as are to be found 
by inspection and palpation, also for evi- 
dences of paralysis, and for hints of 
subnormal mentality, for instance ab- 
normal proportions of the head, undue 
composure or lack of interest or late 
development of such activities as sitting 
up, walking or talking. Persistent rhyth- 
mical movement is highly suggestive. The 
examination closes with auscultation of 
the heart and a count of its rate. This is 
all that is indicated in the average nor- 
mal case. Of course, the discovery of 
impairment modifies the procedure but 
we cannot afford more elaborate pedi- 
atrical examination as a routine. Because 
of the small average policy, the money 
available for the examiner’s fee is re- 
stricted and we must be fair in exacting 


from him only such services as are 
absolutely necessary. Applicants over 
age 14 are subject to the adult form 


of examination. 

“When the application and the various 
reports indicated reach home _ office, 
family physician blanks are dispatched 
routinely to cover any attendances with- 
in the last three years, although issue 
may not be held for their return. 

“We use the services of the inspection 
companies according to the formula we 
apply to all business which means that 
on account of the small amounts in- 
volved, we inspect with relative infre- 
quency unless some question arises as 
to applicant or family upon which an 
inspection might throw light. : 

“Among children over five years of 
age, the general mortality is very low 
and non-medical types of application are 
quite suitable. Here inspections are used 
more freely. The inspection companies 
have constantly improved the blanks and 
have trained the inspectors until the 
modern report is quite a marvel of effi- 
ciency.” 


JAMES MADE SUPERVISOR 


Sales Manager of Pathe Corp. With 
Reynolds Pomeroy Agency, Prov- 
ident Mutual, New York 

Robert B. James, formerly sales man- 
ager of Pathe Manufacturing Corp., New 
York, has been appointed supervisor of 
the Reynolds Pomeroy agency of Prov- 
ident Mutual Life here. Mr. James en- 
tered life insurance in 1922 as an agent 
in the Forty-second Street branch © 
New York Life. In 1924 he was trans- 
ferred to the Detroit branch of that 
company, operating as an agent in Flint 
until 1928 when he returned to his pre- 
vious connection in New York. He left 
New York Life in 1936 to become sales 
manager of Pathe. 
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EBINCIES LENT SEO * 


— when the above engraving of Hartford was 
used on every Phoenix Mutual policy, all 
letters, records, and even the policies them- 
selves, were laboriously inscribed by hand. 
There were no typewriters. No telephones. 
And no electric lights. 

Then, the assets of the Phoenix Mutual 
were just over $6,000,000. Today they are 
over $248,000,000. Then, the insurance in force 
was $56,000,000. Today it is over $670,000,000. 

In the last ten years alone, including six 
of the worst depression years in history, the 
“in force” of the Phoenix Mutual has gained 
$125,000,000 — over twenty per cent. 

Natural pride in this fine record is 
increased by the knowledge that such 
progress also proves once again the 
soundness of the pioneer agency plan 
adopted many years ago by the 


Phoenix Mutual. 





When this plan was originated, it was 
believed that a small, compact group of care- 
fully trained men would be more effective 
than a large, loosely-controlled group with 
even average ability. 

Then it was believed that policyholders 
and their friends would appreciate the better 
service that these more capable men would 
be able to render, and would show their 
appreciation by continued patronage and by 
recommending the Phoenix Mutual to others. 

Now these theories have become proven 
facts. Now the truth is known! 

This year, next year, and for many 
years to come, the Phoenix Mutual 
will continue to devote its energies to 
the production of an increasing quan- 
tity of quality business by a compact 
group of men of whom the great 


majority are successful. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


of Hartford, Connecticut, Organized 155] 
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IDEAS that CLICK 


By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 108 


A catalysis, as students of chemistry 
know, is a chemical change brought about 
in a compound by a factor that itself re- 
mains stable. The factor is called a cat- 
alyst. 

Benjamin Alk of the Ben Hyde agency, 
Penn Mutual, New York City, says that 
he has found a catalyst which makes it 





Bill, this is not @ social call! 


possible for him to merge business with 
his social contacts in the statement: “Bill, 
this is not a social call.” Mr, Alk says he 
got the phrase from another agent. 

An experienced producer and a suc- 
cessful one, Mr. Alk is president of the 
Life Underwriters Association of New 
York City and vice-president of the Na- 
tional Chapter Chartered Life Under- 
writers. In his early years in the busi- 
ness he avoided the people he already 
knew and sold cold canvass, until one of 
the big producers at a Penn Mutual con- 
vention asked him quite bluntly: “What’s 
the matter; don’t you like your friends? 
If you believe you are doing a man a 
real service when you sell him life in- 
surance, why deny that service to your 
friends and give it only to strangers?” 

From that time on Mr. Alk has in- 
cluded his friends on his prospect list. 
Either he has sold them personally or he 
has seen to it that they bought from 
somebody else. When he picked up the 
phrase, “Bill, this is not a social call,” he 
found the whole approach to his friends 
was made easier. Here’s one way he 
follows up that approach: 

“Bill, this is not a social call. You 
have known for a long time that I am in 
the life insurance business and it may 
be that you have used my name to keep 
other agents away. If you have, I’m not 
going to let you get away with it any 
longer. For I owe it to you and to your 
wife and family to see to it that you 
make the best possible use of life insur- 
ance. So let’s start right now and talk 
the whole thing over.” 

Another approach Mr. Alk uses on his 
friends is this: “Bill, this is not a social 
call. You know that I have been in the 
life insurance business for a long time 
but I have never approached you on the 
subject of life insurance because we have 
always met on a social basis. But I don’t 
know that you have talked to men who 
know their business and I feel that I 
have an obligation to be sure that you 
are making the best possible use of life 
insurance to help you accomplish your 
dreams and ambitions. So let’s talk 
about it.” 


State Mutual 


(Continued from Page 5) 
life insurance as a social and economic 
force. 

Forty-two years old, Mr. Denny is a 
native of Illinois, though he took his 
lower school training in Pauls Valley, 
Oklahoma, and his collegiate work at 
the Central State College in that state. 
He entered the army as private in April, 
1917, and served both with the A.E.F. 
in France and with the Army of Occu- 
pation in Germany. He was advanced 
during the war to lieutenant of infantry 
in the regular army. 

In announcing the appointment Mr. 


Ireland said: “We are particularly for- 
tunate in having a man thoroughly fa- 
miliar with our practices and plans.” 


L. A. Cerf, Jr., in Business Here for 
Twenty Years 


Mr. Cerf, nationally known as a mem- 
ber of the Million Dollar Round Table, 
entered the life insurance business in 
1919 as an agent with his father, L. A. 
Cerf, Sr., and was later advanced to 
branch manager. For ten years he was 
manager here for the Fidelity Mutual 
Life. He resigned recently and has spent 
the past several months with the DeLong 
agency of the Mutual Benefit as a per- 
sonal producer. 


Mr. Cerf is immediate past president 
of the Life Underwriters Association of 
New York City and has been secretary- 
treasurer of the Life Managers Associa- 
tion of Greater New York. Born forty- 
two years ago in St. Louis, Mr. Cerf 
attended Choate School and Princeton 
University. He is at present secretary 
of the Princeton class of 1919. He served 
in the French Army in France in 19]7 
and later in the United States Navy. 


The State Mutual maintains two other 
general agencies in New York, one un- 
der Gerald H. Young at 225 Broadway 
and the other under Timothy W. Foley, 
100 East Forty-second Street. 











New Tools... New Opportunities 
for New England Mutual Fieldmen 


wn enthusiastic acclaim for 
the new plans revealed at 
the series of coast-to-coast regional 
meetings just concluded, New 
England Mutual’s field force 


swings into high. New tool num- 


ber one is... 


Salary Savings! 
Here is a broadly flexible plan that 
carries out the Company’s belief 
that this form of protection should 
be made available to employees of 
small, substantial businesses as well 


as those of large corporations. 


Monthly premium payments, a 
feature of the Salary Savings Plan, 
may also be utilized now by indi- 
vidual policyholders. Another new 


tool is... 


Pre-Approach Program! 
From now on, no New England 
Mutual representative needs to 
worry about gaining interviews un- 
der favorable auspices. After pains- 
taking tests, the Company has de- 
vised a set of “master keys” that 
have proved invaluable in opening 


all sorts of “stubborn doors.” 


This extremely practical service is 
already in wide demand by full- 


time agents. 


Plus Powerful Prestige! 


There is still more new material in 
addition to the foregoing, but, after 
all, year in and year out, there is no 
sales tool to equal the liberal policy 
contracts and the unsurpassed re- 


cord of this century-old Company. 





New ENGLAND MUTUAL 
Life Insurance Company of BOSTON 


GeorGE WILLARD SMITH, President 


Agencies in Principal Cities from Coast - to - Coast 








* FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED 


IN AMERICA * 
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S, S. Wolfson Berkshire 
Booster Drive Leader 


SECOND YEAR IN THIS CAPACITY 





tion-wide Campaign of Berkshire Life 
= From October 16 to November 
30; Its Importance Stressed 





The nation-wide production drive of 
the Berkshire Life of Pittsfield known 
as Berkshire Boosters Campaign was 
auspiciously launched October 16 under 
the chairmanship of S. Samuel Wolfson, 
general agent of the company in New 
York. This is Mr. Wolfson’s second 





S. SAMUEL WOLFSON 


year as director of the campaign and 
he is considered the logical choice for 
this high honor in view of the outstand- 
ing success of the 1938 booster campaign 
a year ago. The goal in the present 
drive which runs November 30 is $4,- 
000,000 of new paid-for business. 

Initial impetus was given to the 1939 
booster plans at meetings of Western 
and Eastern general agents of the Berk- 
shire Life held respectively on Septem- 
ber 28 in Chicago and September 30 in 
Pittsfield. Quotas were assigned and 
plans laid carefully to make the second 
annual production effort an outstanding 
success. At the time Managing Director 
Wolfson had this to say: “I know and 
you know that we are judged by the 
success of our agents. Their successes 
are our successes and it has been said 
that great abilities are developed in 
times of considerable trouble and stress. 
Most of us have come through with fly- 
ing colors in the past, and I am confi- 
dent that once again the general agents 
and their field forces will bring our cause 
another great victory. This is about as 
difficult an assignment as has ever been 
thrown into the lap of any man but I 
have faith in our ability to come through 
and I know you will.” 

Currently the Berkshire Sun, house or- 
gan of the company, gives considerable 
attention to the Berkshire Booster cam- 
paign. A letter from Fred H. Rhodes, 
president of the company, to Chairman 
Wolfson is reproduced in which the 
Berkshire’s chief executive expresses his 
sincere personal appreciation for Mr. 
Wolfson’s willingness to serve a second 
year. Harrison L. Amber, vice-president, 
emphasizes the importance of the na- 
tion-wide effort and pledges the 100% 
cooperation of the home office in making 
it a success. Lewis B. Hendershot, man- 
ager of agencies, develops the theme of 
Be Better Counsellor” and Herbert C. 
Dunkley, assistant actuary, tells about 
the new Guarantor policy which will un- 
doubtedly figure prominently in the sales 
ot insurance by Berkshire agents during 
the drive. 

, Announcement is also made of the 1940 
Rhodes club convention to be held March 
10 to 13 at Miami. 


Would Fight Federal 
Encroachment Moves 


ZIMMERMAN ATTACKS CRITICS 
Duty of Business Says National Presi- 
dent to Oppose Undermining Insti. 
tution Structure 
Speaking before more than 1,000 un- 
derwriters at the Monday morning An- 
nual Message week breakfast at Chi- 
cago, Charles J. Zimmerman, president 
of the National Association of Life Un- 
derwriters, warned his listeners not to 
confuse public acceptance, as evidenced 
by the 64,000,000 Americans who own 
life insurance policies, with public un- 
derstanding of life insurance. Lack of 
understanding, said Mr. Zimmerman, 
was responsible in large part for at- 
tacks that are being made against it. 
He cited the TNEC investigation and 
other attacks that are being leveled 

against the institution. 

Mr. Zimmerman forecast that out- 
come of the TNEC investigations would 
probably lead to attempts to put life 
insurance under Federal control or su- 
pervision, raising of the question as to 
whether the American Agency System is 
for the best public interests and prob- 
able entry of the Federal government 
into the life insurance business. 

He said the National Association’s 
aims during the year just starting would 
be a continuation of the effort to in- 
crease prestige for the agents, elimina- 
tion of unit and part time agents from 
the business, securing for agents higher 
income and the establishment of some 
plan whereby agents may have retire- 
ment benefits through a means to which 
thev will have contributory interest. 

“The TNEC inquisitors,” said Mr. 
Zimmerman, “have made it clear that 
they intend to ask Congress for Fed- 
eral control and regulation. If they do 
that our duty as life underwriters is 
clear. We must oppose such a move 
with all our strength.” 





MAKE 1940 CONVENTION PLANS 





Eastern Life Agents To Be at Holly- 
wood, Fla., from Jan. 11-21; Hold En- 

thusiastic Agency Dimner in N. Y. 

At a dinner of agency leaders of the 
Eastern Life of New York last Thurs- 
day evening at Cafe Loyale, Fifth Ave- 
nue, N. Y., it was announced that the 
1940 convention will be held at the Holly- 
wood Hotel, Hollywood, Fla., running 
from January 11 to 21 with the emphasis 
on the educational side of the business. 
Another announcement made by Harry 
Yarin, vice-president and superintendent 
of agents, was that the Eastern is placing 
war risk riders on all policies written on 
the lives of non-citizens of the United 
States. 

This meeting, one of the largest and 
most enthusiastic held by the Eastern, 
was featured by the talks of six general 
agents in the Greater New York terri- 
tory. They included Samuel Merkin, re- 
cently appointed; N. B. Waldman, Ben- 
jamin Altman, Dr. L. Perlman, H. Danel- 
son and David Alpin, All expressed their 
determination to make gains in their 
paid-for production between now and the 
year-end. Much interest centered on the 
address by Louis Lipsky, president of 
the company, who stressed the individ- 
uality, loyalty and family spirit which 
exists in a small company such as the 
Eastern. 





MRS. J. C. McNAMARA, SR., DEAD 

Mrs. John C. McNamara, mother of 
John C. McNamara, Jr., and William D. 
McNamara, well known New York life 
insurance men, died at her home at Bea- 
con, N. Y., Friday of last week. Mrs. 
McNamara is survived by one other son, 
Francis J. McNamara, and two daugh- 
ters, Mrs. Lewis J. Smith and Miss May- 
dele NceNamara. 





EIGHT PLUS MONTHS 
Alexander F. Gillis agency, Provident 
Mutual, Newark, has had eight plus 
months in paid for business in 1939. 





WHY -HOW-WHAT 


WHY—The Connecticut Mutual’s new booklet 
“Profits and By-Profits” illustrates why 
the plan is so popular by actual ex- 
amples of profits made. 


HOW—Valuable chapters on the subject of 
Prospecting, Follow-Up, and other es- 
sential steps in the Direct Mail process 
show how to obtain maximum results. 


WHAT—The 16 letters shown in the booklet 
cover many insurance needs and give 
flexibility to the Direct Mail Plan. 


Profits and By-Profits” is another 
Connecticut Mutual tool designed 


to help the salesman sell. 


CONNECTICUT 





LIFE INSURANCE COMPANY: HARTFORD 
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Honor Sanborn At Boston A fair; 
Elliott Roosevelt Chief Speaker 


gathering in the 
Boston Life 
with 400 over 


Before the largest 
fifty years’ history of the 
Underwriters Association, 


capacity denied admission to the Parker 
House luncheon here today, Elliott 
Roosevelt, second son of President 


Roosevelt, addressed a keenly attentive 
and appreciative audience at the open- 
ine of the 1939-40 season under Presi- 
dent George Paul Smith, CLU, New 
York Life, taking for his topic, “As a 
Young Man Sees It.” 

This six foot-three son of the Roose- 


velt family flew from Fort Worth, 
Texas, where he has a chain of radio 
stations, to assist the ~.~ Associa- 


tion in honoring his friend, Paul C. San- 
born, Connecticut Mutual Life. and new 
national trustee from New England of 
the National Association of Life Under- 
writers. In St. Louis recently Elliott 


Roosevelt addressed the Million Dollar 
Round Table, the chairman of which 
was Mr. Sanborn. 

Announcement was made of the An- 
nual Message of Life Insurance opening 
October 23, for which Walter H. Boi- 
reau, general agent, Berkshire Life at 
Boston, is in charge, directing the essay 
campaign for this area. It was an- 


nounced informally by Mr. Sanborn, who 
introduced the guest speaker, that for 
the February meeting of the Boston As- 
sociation, Charles T. Davies of Pennsyl- 
vania and Montana would be guest 
speaker, taking for his subject, “Why I 
Bought Life Insurance.” 
Why Men Buy Insurance 

Seated at the head table with Presi- 
dent Smith and Mr. Sanborn were 
Frank B. Summers, New York Life, re- 
tired national trustee of National As- 
sociation of Life Underwriters; Clar- 
ence W. Wyatt, CLU, John Hancock, 


national committeeman, N. A. L. U.; 
Fitzhugh Traylor, CLU, Equitable So- 
ciety, first vice-president; Owen D. 
Murphy, John Hancock, second vice- 
president; Winslow S. Cobb, Jr., New 
England Mutual, treasurer. 


At the close of the address of the day, 
the sound film, “Yours Truly, Ed Gra- 
ham,” was shown to those who desired 
to have first hand knowledge of its possi- 
bilities for use to build prospect good 
will outside the business. 

Mr. Roosevelt, presented by Mr. San- 
born as a Groton graduate, and returned 
to Boston after nine years’ absence, as 
“an outstanding national radio commen- 
tator and one of the best-informed young 
American businessmen” said in a broad- 
cast over a sixteen-station hookup: 

“Why is it that people work for years 
and save for years to make money, and 
then, if they are successful in making 
money, they have worn themselves out 
physically so that the enjoyment of that 
accumulated wealth is impossible of ful- 
fillment? Either men die in harness 
before their time comes up, or else they 
former 


remain mere shells of their 

selves, spending huge sums: for doctor’s 
bills for ailing hearts and what not. 
Then when they die they leave these 
sums of money to others to enjoy. 
What is the protective instinct in man 
that makes him so desirous of safe- 
guarding others from going through 
what he had to go through? 


“The answer, of course, is a simple 
one and one that can answer many of 
our present-day problems. Fundamental- 
ly, we all would rather serve others 
than we would ourselves. Man is a 
very simple beast, and all that he really 
wants is a bed to lie in, and plenty of 


food and drink. But with the acquisi- 
tion of power, he is able to watch the 
effect of his life on others, and there 


is no keener moment of joy in any of 
our hearts at any time than when we 
are able to give something to someone 
else. And that very fact, I think, is 
the reason why most of us don’t have 
very good sense when we go about the 
purchase of insurance, because it is very 


much like when we go to buy Christ- 
mas gifts for the members of our own 
family. We don’t know what they like 
best, and so we usually get someone 
else to pick out the present for them, 


or if we do make the purchase our- 
selves, we usually let the saleslady or 
gentleman in the store tell us what to 


buy, and then we keep the fingers of 
both hands crossed on Christmas Day, 
waiting to hear whether someone else’s 
judgment was any good. 

Public’s Careless Insurance Attitude 

“Now we wouldn’t conduct our own 
business affairs that way as a general 
rule. We couldn’t afford to. But when 
it comes to buying life insurance we 
shrug our shoulders and say, ‘Well, I 
bought the best policy I knew about and 
if I’ve made a mistake, it’s just too 
bad.’ So you see, the majority of us 
are really just children when it comes 
to your line of business. On your shoul- 
ders hangs a tremendous responsibility 
—the responsibility of giving us the 
best buy possible and also the re- 
sponsibility of not letting the enthusiasm 
to make a sale, and to sell just as much 
as possible, run away with your knowl- 
edge of what would be right, and what 
would be fair, for ‘we, the people’ to 
spe ond. 

“And that brings me to another point 
which I believe is extremely interesting 
a attitude that the public has with 

gard to the insurance man. You know, 
some people have a sign up outside their 
offices saying: ‘No peddlers or insur- 
ance salesmen allowed in here.’ In 
other words, the average insurance sales- 
man is really looked on almost as a 
pariah of society, feeding off the fat 
of others. I have never been able to 
understand this attitude, or why it exists, 
except for the fact that like all other 
businesses, the insurance business today 
has more than its quota of unsuccessful 
salesmen who come in and take up your 
time, talking about a business which 
they know nothing about, and care less. 
All they’re interested in doing is get- 
ting your name on the dotted line and 
getting out of there before you can 
change your mind. 

“T think that this attitude toward in- 
surance salesmanship on the part of the 


general public is a mistaken one that 
can be easily overcome, because I be- 
lieve that some day the full import of 


the part that insurance companies play, 
not only in insuring us, but in helping 
to keep the wheels of industry turning, 
and thereby keeping our opportunities to 
earn a living going—some day that pic- 
ture will be made known to the public 
in phrases which all of us can under- 
stand. 

What Interests Average Man 
You know, when I read about a com- 
pany with a billion dollars’ worth of as- 
sets and millions and millions invested 
throughout the nation, it means nothing 
to me. It’s only when I know that Bill 
Jones’ farm next door has received a 
loan from that billion-dollar institution, 
and that whereas it could have fore- 
closed that loan because of the non-pay- 
ment on the indebtedness, it didn’t, but 
took into account the fact that Bill 
Jones was a decent member of socicty, 
and that he was trying to pay off his 
indebtedness, and so therefore, they rode 
along with him. Then I realize that the 
billion-dollar institution has a warm 
understanding, and is a living human 
being in itself. 

“The business institutions of today are 
coming more and more to the point of 
realization that the day has passed when 
the general public is only interested in 
being sold something. The general pub- 
lic wants to know whether their dollars 
just go and sit in a bank and become 
what is popularly termed today as frozen 
dollars or ‘idle money,’ or whether those 
dollars that they entrust to the hands 
of gigantic concerns are turned to use- 





ful tasks—tasks which either directly or 
indirectly affect their jobs—tasks such 
as investing in sound basic industries 
whose products are used in the manu- 
facturing of articles which they buy in 
their daily lives and which, in turn, em- 
ploy many men, who in turn also pur- 
chase the products of the sweat from 
the brow of the man actually purchas- 
ing from that particular company. 

“All these things interest the general 
public today because we have gradually 
come to a realization in this country 
that ‘I can’t get along without you and 
you can’t get along without me.” We 
have to sink or swim together. Either 
you will have to employ me through 
private industry or you will have to dig 
into your own pocket and support me 
with a dole or some WPA project. 

Plea for Unselfishness 

“T have watched with great interest 
in the last few years the struggle that 
has gone on and the misunderstandine 
that has existed between the forces of 
private industry and the forces of the 
Federal Government under the present 
administration. Now, I am naturally as- 
sociated by blood with the man who 
epitomizes the theories of the New 
Deal, and yet I want to say that I am 
neither an Anti-New Dealer nor a New 
Dealer. I have disagreed with many of 
the things that our government has done 
and I have agreed with many more. I 
do not hesitate to say now, to all of 
you, that I think the struggle between 
business and government has been one 
of the most unfortunate things that 
could have happened to us in our desire 
to keep our form of government. I will 
not place the blame on any one per- 
son’s shoulders because I believe that it 
lies on all of our shoulders together. 
We are all equally guilty, no matter 
which side of the struggle we have been 
on. We have had our own ideas and 
we have said, ‘I am right and you are 
wrong,’ and there has been no give and 
take. There has been vituperation and 
invective used, which has caused bad 
blood to exist where bad blood could not 
afford to even come into the picture. 

“We are a nation that enjoys freedom 
of speech—freedom of speech has been 
most woefully misused over here. Our 
very foundation, upon which we built 
the right to free speech, has been 
threatened because of the unrestrained 
use that people have turned it to. 

“IT pray for only one thing, and that 
is that the great leaders of industry and 
business throughout this land will make 
their voices heard along with all the 
workers and all the laborers within our 
boundaries, to tell the leaders of our 
government ‘We will not stand for dis- 
agreement, disunion and political activity 
of any kind or nature now.’ Further- 
more, the leaders of industry must real- 
ize that the future of this country can- 





not be jeopardized and must not be 

jeopardized in order to increase the 

profits to be derived by industry. 
“May I sav to you, the citizens of 


these United States—exert your power, 
exert your influence, to stamp _ out 
selfishness of private enterprises, to 
stamp out greed for money on the part 
of private industry, to stamp out greed 
for power that can be acquired by politi- 
cians in the time of trouble that lies 
ahead. May the hand of the Almighty 
smite down those who would launch this 
nation on any precarious. enterprise 
which may line their pockets, but may 
also drag us toward the precipice of 
war. On the heads of such people will 
drip the blood of the youth of our land. 
Let us all look before we leap, in all 
our actions and opinions, and pray to- 
gether that we may have a safe con- 
duct through the Valley of the Shadow 
of Death. And may we all live to see 
in the very near future, one hundred 
and thirty million souls united in one 
cause—pledged ‘To stamp out all isms 
from our land except Americanism’.” 





TWISS GIVEN DINNER 
Clyde H. Twiss, Portland, Ore., north 
district manager for Metropolitan Life, 
has completed twenty-five years of serv- 
ice. Members of his staff gathered at 
a dinner to celebrate the event. 


Influence of Canadian 
Institute Nation-Wide 


WILLIAMSON MAKES INAUGURAL 


Keen Interest in Advanced Course; Un- 
just Criticism of Business Em- 
phasizes Education Need 
LB be fag a Canada Life, presi- 
dent of the Life Insurance Institute of 
Canada, made his inaugural address in 
Toronto. He spoke of the organization’s 
close affiliation with the Chartered Insur- 
ance Institute of Great Britain and quot- 
ed from a message received by him from 
its new president, Norman M. Walker, 
who, as one of his first official duties, 
sent greetings to the Canadian body and 
extended a hearty invitation to Cana- 
dians to visit the British headquarters 
should any of them have opportunity, 
Mr. Walker told of the 1939 annual con- 
ference which was held in the new con- 
ference hall of the institute, the first 
since the hall was opened by King George 
V. The conference was opened for the 
first time in history by the Lord Mayor 
of London. Also, for the first time, the 
president of the institute presided at a 

banquet in the historic Guild Hall. 


Influence National 


Mr. Williamson said that in 1914 there 
were 250 members in the Canadian in- 
stitute and that now there are 1,518. The 
institute is extending its influence 
throughout Canada. Of the 928 candi- 
dates who wrote examinations this year, 
57% were located in cities outside of 
Toronto. 

Referring to the syllabus, Mr. William- 
son directed particular attention to the 
interest taken in the advanced course. 
In 1936 thirteen candidates passed the 
examinations and received their diplomas 
in that year; twenty- five more received 
diplomas in 1937, thirty in 1938 and this 
year forty-five. Of the 113 graduates 
eghty are from offices outside Toronto, 

President Williamson made some com- 
parisons with the work of the Life Of- 
fice Management Association in the 
United States and suggested that possi- 
bly some of the Canadian students “are 
attempting too many examinations in one 
year and so losing the advantage gained 
by a tnorough study of each subject on 
the syllabus. May I, therefore, empha- 
size the point that the value of our ex- 
aminations lies not in the mere fact of 
passing them but in the training and 
knowledge acquired in the process of 
preparing for these examinations and, 
therefore, that the students who have 
thoroughly applied themselves to master 
the subjects involved are more likely to 
be marked for promotion by their re- 
spective offices than those who attempt 
to skim through the examinations with 
the least possible preparation. 


Defense Against Critics 


“In these days of so-called insurance 
experts, self-interested in most instances, 
a broader knowledge of all phases of our 
business is important, and even essential, 
to our young men in order that they may 
be in position to discuss intelligently the 
unfair and quite dishonest statements 
made from time to time and even printed 
in periodicals and books, intended to dis- 
credit the companies and to disturb the 
insuring public, the chief motivation be- 
ing a substantial fee to the so-called ex- 
pert insurance adviser. You, the younger 
men of our institute, who will tomorrow 
be the executive officers of our com- 
panies, will be best able to discuss in- 
telligently the criticisms of your busi- 
ness if you are well versed in all the 
departments of life insurance. 

“You are given splendid facilities for 
equipping —— thoroughly for your 
vocation. I doubt if in any other busi- 
ness, or in any other section of our busi- 
ness, more attention is given to making 
available a full and complete course of 
study at so small a cost to the individual. 
I recommend to the young men and also 
to the young women in this business that 
you take advantage of the many facilities 
your educational committee has made 
available to you.” 
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It Pays to Advertise 
Intelligently 





Competition in the sales field is 
keen. Vision and determination, 
teamed with plans and action are 
essential to achievement. 





But plans and action are stumbling 
blocks for many salesmen who must 
shoulder the entire responsibility 
singlehanded. 

Massachusetts Mutual salesmen 
have the assistance of the company’s 
tested and proved Direct Adver- 
tising. The results give eloquent 
testimony that it pays to advertise 
intelligently. 

Every letter and folder builds 
prestige for the salesman by name. 





LIFE INSURANCE COMPANY 
Springfield, Massachusetts 





Bertrand J. Perry, President 
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Mind of Public Left 
Open to Confusion 


FERTILE FIELD FOR CRITICS 
Engelsman Tells Pittsburgh Producers 
Where Companies and Agents Have 
Missed Good Opportunity 
Why considerable unjust criticism has 
leveled at life 
attention of the 
held there 
ber 25 by Ralph G. Engelsman, New 
York, general agent Penn Mutual, who 
said in the course of an address on 

selling: 

“People believe 
understand ; 
which is confusing 
been an axiom of mine 
can explain what you have to say in 
such simple terms that a 10-year-old 
boy can understand it, you do not un- 
derstand it yourself. Generally we are 
mentally lazy and speak before we think, 


insurance was 
Pitts- 


Octo- 


been 
brought to the 


burgh Sales Con 


eress 


that which they can 
they are suspicious of that 
to them. It has long 
that unless you 


and even when we do think we seldom 
think clearly, 

“ a > = ° 

Let’s turn from successful insurance 
men to just successful men. It has been 
my observation that successful men in 
any field have just one thing in com- 
mon; they had the courage to stay in 


whatever business = were in for a 
long time. They have a sales idea which 
appeals to them saistleitl arly, and usually 


it is based on just one thought: knowl- 
edge that there are only three ways of 
mak'ng money; by men working, money 
working, charity or relief, and when the 
earned income ceases one or the other 
two must step in All have a_ funda- 
mental needs basis for their sale, the 
sales procedure, which they follow with 


regularity. 
Manner of Doing Job 
“The next thing I have found is a 
determination to do a job that is based 
on a simple understanding of the r 
quirement for any success, and that is 


consistent, persistent effort. You must 
see a certain number of people every day, 
and you facts and know 


must face the 
whether you are seeing 


You may ask, ‘Is it as 


them or not 
simple as all 


that ?’, and my answer is ‘Yes.’ 
“But now we are beginning to under- 
stand what our blem is. Our prob- 


lem is to see that the American 
get a clear picture of what we 
offer—a simple picture. That’ 
panies’ job; that’s our job.” 


people 
have to 
s the com- 


LINCOLN NATIONAL IN FLA. 


Lincoln National Life has entered 
Florida and plans to have general agen- 
cies in Jacksonville, Miami and St. 


Petersburg. 


TNEC Hearing 


(Continued from Page 1y 


branch 1 











ugents and lanagers; furnish illustra 
is the operation of such plan with re- 
pect to: (a) a recently appointed branch man- 
ger; (b) a recently appointed general agent 
state the estimated total cost, including both 
e cost t he declarant and cost to general 
agents, of selectin d training agents for the 
ale dar year 193 showing separately if pos 
ible direct cost ! cost allocated from general 
xpense; exy n in detail the method by which 
st was cor ited; state the unit cost of 
t and tr an agent computed on 
( of the f bases. (a) Divide the 
t of sele training agents for the 
ir 1937 by t number of agents appointed 
iring the year. (b) Divide the cost of selecting 





gents for the year 1937 by the 














t ! s during such year 
" we under cr with the declarant at 
tl ck f € 138. 
State ther t irant has since Jan 
1 1, ref ssisted in refinanc 
ing, othe , the wal or extension, any 
alances owed the by general agents, 
branch imagers, ¢ f so, describe fully 
the nature of such j 
State whether the has a minimum 
1 or a ur gs policy in re 
ss" t ot + oie if é yart-ti € agents; 
if describe such policy and sts ate for the 
ndar year 1938 the number of agents to 
vhom n ur ala or it were guar 
teed, the number of su ts receiving 
compensation not in € of the amount of 
such minimum salary earnings 
and the total amount paid by the 
declarant. - 


James A. Fulton Speaks 
To Insurance Women 


TALKS ON ASPECTS OF SELLING 
Tells League of Insurance Women Here 
That Good Salesmanship Today In- 
cludes Client-Building 
Fulton, president of the 
of New York, who entered 
the life insurance business as an agent 
in the field, addressed the first Fall 
meeting of the League of Insurance 
Women in New York City, telling them 
that the same principles that affect men, 
affect women in the sale of life insur- 
ance. He said that women must plan 
their operations in business for the long 
pull, the same as men must do; that he 
has known women who through enthusi- 
asm for the business and with the good 
will of their associates have done a fine 
job at first but soon drifted out of the 


James A. 
Home Life 


business entirely. 

The meeting of the league held in the 
Women’s City Club, Rockefeller Cen- 
ter, was opened by the new president, 
Helen Wolfsohn of the Equitable So- 
ciety. Bertha Loheed, Fidelity Mutyal, 


announced the program and turned the 
meeting over to Mrs. Lillian Joseph of 
the Home Life of New York, who in 
turn introduced President Fulton. Mrs. 
Joseph is the leading woman producer 
and also stands high among all agents 
in her company. 

Mr. Fulton traced the development of 
life insurance sales technique since the 
days when he was an agent. After cit- 
ing figures based on the old law of 
averages Mr. Fulton said: “My thinking 
told me that the answer was not more 
salesmen, but fewer salesmen and better 
salesmen getting better interviews. I 
realized that many poorly trained agents 
working on the law of averages were 
only building up sales resistance to 
everyone in the business. Statistics 
showed that successful agents sold the 


same people over and over again and 


LIFE INSURANCE 
RENEWALS 


RENEWAL PURCHASE CO. 
Room 4901 70 Pine St., New York 


PURCHASED ON 
EQUITABLE BASIS 





Telephone WHitehall 4-315! 








made their living from that group.” The 
trend in the field of life insurance sell- 
ing today, concluded Mr. Fulton, is to- 
ward a professional status for the life 
insurance agent and the spread of in- 
dividual and family security on the basis 
of client-building. 


Several guests were present at the 
meeting, including men as well as 
women. 


Brooklyn Man Managers Panel 


Discusses Social Security 

The formula for figuring primary in- 
surance benefits under the amended So- 
cial Security Act and ways in which the 
act should be used as a base for per- 
sonal insurance programs were discussed 


by a panel of three men before the 
meeting of the Life Managers Associa- 
tion of Brooklyn last week. President 


Tack Warshauer presided at the meeting 
Program chairman is Alfred J. Johann- 
sen of the Northwestern Mutual. The 
three on the panel were John W. Brat- 
ton of the Travelers, A. Van Camerik 


Metropolitan, and an agent, Kenneth 

Wells of the Johannsen agency. 
Principal idea brought out was that 

the changes in the act had created a 


large new group of marginal buyers with 
small incomes who might now be able 
to complete their programs for family 


protection and retirement income, Some 
other new groups of prospects cited 
were these: 


Unmarried women who will 
ably not 


before 65; 


employed prob 


work to Age 65: men who want to 


who 


from 


men want to provide 
time children 


who want to 


retire 


protection for their wives 


ire 18 until widow is 65; men 
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income for themselves at retirement 


increase 
and for their families in case of an untimely 
death. 


The panel emphasized that the main 
difference between Social Security and 
life insurance is that no man _ knows 
what his benefit will be under the Fed- 
eral plan. In talking about it, the agent 
has only a formula to show. The public 
is not aware of the benefits but it is 
interested to learn. The agent’s job is 
to show the prospect what the act will 
do for him in order to stimulate his in- 
terest in building security. 


An interesting report was that 216 
letters sent out about Social Security 
from one agency resulted in thirty-two 
inquiries and three actual sales within 
a few days. 


BUILDS ON N SOCIAL $ SECURITY. 


Bert Zahn _— Brecifien Supervisors 
Reviews New Amendments; Sug- 
gests Sales Ideas 
sales suggestions in 
made by Bert Zahn. 


particular 
supervisor 


Two 
were 


Alfred G. Correll agency, New England 
Mutual, Brooklyn, as a part of his in- 


amended So- 
Act before the Brooklyn 

Association last week 
Zahn suggests using the 
benefits and old age 
benefits as a foundation on which to 
build. He savs that for many men the 
beginning made by Social Security makes 
a family income or retirement program 
within reach. Secondly. for the married 
men without children Mr. Zahn _ points 
out that they should provide an income 
for their widows which at least equals 
the amounts which the act provides for 
widows with children. 

Mr. Zahn broke down in detail the 
provisions under the act which provide 
family income. He explained how to cal- 
culate primary insurance benefits using 
the 40-10-1 formula and stated that $85 
a month is the largest benefit which can 
be paid under the act at present. He 
cautioned that in figuring “average 
wage” the average must be figured not 
according to the number of years the 
insured worked but according to the 
number of vears from January, 1937. 

“The Social Security Act gives an 
agent an opportunitv to learn what a 
prospect is earning,” he said. Reason 
for studying the act was emphasized in 
Mr. Zahn’s statement: “We as agents 
have to know the answers if the pros- 
pect brings it up.” 


DAWSON TO BE SPEAKER 

At the next regular luncheon meeting 
of the Life Supervisors Association of 
New York November 4 at Hotel Mar- 
tinique, the guest speaker will be C 
Preston Dawson, general agent New 
England Mutual. Mr. Dawson’s subject 
will be “Pension Trusts as They Apply 
Today.” 


formative talk about the 
cial Security 
Life Supervisors 
First of all Mr. 


new family income 








The Life Underwriters Association of 
New York City estimates September 
sales in its territory at $37,492,000 com- 
pared with $38,267,000 in September, 1938. 
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New lans Announced 
By New England Mutual 


TOLD AT REGIONAL MEETINGS 





Salary Savings and Monthly Premiums; 
25 Year Family Income Policy; 
Pre-Approach Program 

Announcement of its new Salary Sav- 
ings and Monthly Premium plans, and 
4 field-tested pre-approach program, fea- 
tured the eight regional meetings held 
by the New England Mutual Life dur- 
ing the past six weeks. Eight hundred 
leading fieldmen and their wives assem- 
bled at outstanding convention spots 
throughout the country to meet and ex- 
change ideas with fellow leaders and 
members of the home office staff. 

President George Willard Smith in his 
ereeting pointed out the increasing con- 
sciousness of the importance of security 
which has been brought to men and wom- 
en in America by recent developments 
and the plight of peoples in foreign lands. 
“Despite our deep concern with events 
in these historic days,” he said, “our first 
interest must be to give our intensive 
thought to preparing programs of per- 
sonal and family security for the thou- 
sands who need our services today more 
than ever before—programs made possi- 
ble by this great institution which the 
wars, pestilence and depressions of a 
century have failed to shake.” 

Home Office Delegation 

In addition to President Smith, mem- 
bers of the home office staff taking part 
in the discussion programs of one or 
more meetings included Vice-Presidents 
George L. Hunt and Walter Tebbetts; 
Dr. Harold M. Frost, medical director; 
Dr. Frederick R. Brown, associate med- 
ical director, and Drs. Francis H. Mc- 
Crudden and Olin C. Hendrix, assistant 
medical directors; Charles F. Collins, 
agency secretary; James P. Hall, agency 
supervisor; Everett C. Lewis, supervisor 
of the application department; Robert 
J. Lawthers, head of the benefit depart- 
ment; David W. Tibbott, director of ad- 
vertising, and John Hill, editor of The 
Log. 

President Smith on Company Gains 

Reporting that the company’s gain in 
insurance in force during the first nine 
months of 1939 amounted to $24,430,000, 
Mr. Smith added that since 1929 assets 
have increased 84%, and during the nine 
years since the beginning of the de- 
pression, insurance in force gained 28% 
“Our new-business record during this 
nine year period has also been outstand- 
ing,” he stated. “While production in 
1932 and 1933 showed some of the ex- 
pected decline, since then our yearly to- 
tals of new business have reflected very 
satisfactory gains, and each of the four 
years since 1934 has established new high 
records for the company’s entire history.” 

An enthusiastic reception was given to 
the announced adoption of the Salary 
Savings Plan and monthly premiums. 
Recognizing the widespread preference 
for budgeting expenditures on a monthly 
basis, these plans have the strong appeal 
of enabling salaried people to “save out 
of income” almost automatically. The 
Salary Savings Plan shares in the grow- 
ing spirit of coopertion between manage- 
ment and employe in most business or- 
ganizations. By helping the employer to 
make it easier for his employes to put 
aside a reasonable amount for protection 
and retirement income, the plan is a 
direct benefit to both, and offers an ex- 
panding opportunity to the underwriter. 

Another innovation well received at 
the meetings was the company’s new 
Pre-approach program, “A Tested Cam- 
Paign to Open Stubborn Doors.” This 
Program embraces a series of letters 
which have proved their value in actual 
Operation under typical conditions. It 
will be available to all full-time repre- 
sentatives. 

Announcement was also made of the 
addition of a twenty-five-year policy to 
New England Mutual’s ten, fifteen, and 
twenty-year Family Income Plan. 

Preview of Advertising 
_ A preview of the company’s advertis- 
ing plans, in which the prestige of 


Life Agency Head of Hoey 
& Ellison Dies Suddenly 


Otto Sarony Co. 


H. E. BARDENHEUER 


The sudden death of H. Ernest Bar- 
denheuer last Friday morning at_ his 
home in Douglaston, L. I., came as a 
shock to his many friends in the insur- 
ance business because he had been carry- 
ing on his usual duties as vice-president 
and manager of Hoey & Ellison Life 
Agency, Inc.,. New York City. Funeral 
services were held Sunday evening. He 
was forty-six years old. 

Born in New York City, Mr. Barden- 
heuer was a salesman in different lines 
before he entered the life insurance busi- 
ness in 1923 under the late C. B. Knight. 
In 1926 he became assistant manager of 
Hoey & Ellison Life Agency, Inc., and 
manager in 1928. He is survived by his 
widow and one daughter. 





agents and the necessity of competent 
underwriting counsel in meeting protec- 
tion needs will be emphasized, aroused 
much interest at the meetings. The first 
of a series of advertisements, entitled 
“T Sell Life Insurance,” is currently 
appearing in national magazines. Others 
will follow at intervale during the com- 
ing months. 

Other features of the meetings were 
discussions of the programming kit, “Co- 
ordinated Estates,” and the four-volume 
training course, “Career Underwriting,” 
which were introduced by the company 
earlier in the year. Round table sessions 
of general agents and supervisors pro- 
vided opportunity for full exchange of 
ideas on recruiting and training prob- 
lems. 

Where Meetings Were Held 

The Chicago meetings were held at 
Edgewater Beach Hotel, Milwaukee, 
Minneapolis and St. Paul agencies taking 
part with Chicago representatives. Agen- 
cies on Pacific Coast met at Del Monte 
Hotel, Monterey Bay. At General Brock 
Hotel, Niagara Falls, agencies represent- 
ed were William H. Beers, Rochester; 
Earle W. Brailey, Cleveland; H. Peter 
Gravengaard, Toledo; Charles A. Hink- 
ley, Buffalo; A. C. Utter, Detroit; Henry 
P. Wickes, Syracuse. At Excelsior 
Springs were Denver, Des Moines, Kan- 
sas City, Omaha, St. Louis, Springfield 
and Topeka agencies. Eleven New Eng- 
land agencies and Albany met at the 
Oyster Harbors Club, Osterville, Cape 
Cod. Agencies of Atlanta, Birmingham, 
Chattanooga, Greenville, Houston, Mem- 
phis, Montgomery, Nashville, New Or- 
leans, Raleigh, Savannah and Tampa met 
at Asheville, N. C. 

At the Greenbrier in White Sulphur 
agencies represented were Cincinnati, Co- 
lumbia, Indianapolis, Louisville, Parkers- 
burg, Pittsburgh, Roanoke. 

Last meetings were this week in At- 
lantic City attended by five Manhattan 
agencies and those in Brooklyn, Newark, 
Scranton, Philadelphia, Baltimore, Rich- 
mond and Washington. 





State Mutual Issues 
Three New Contracts 


COMPLETE PROTECTION PLANS 


Designed to Form Fitting Complement 
For Income Received rough 
Operation of Social Security 


State Mutual Life has added two new 
contracts to its portfolio. Called the 
“65's,” these contracts provide double 
protection to retirement age, when the 
protection need disappears, at a low level 
cost. They are dissimilar mainly in their 
premium paying periods. Styled to work 
in with income through the Social Se- 
curity Act, the new contracts are also 
pract.cal for the applicant excluded from 
the act 

In announcing the policies, President 
Chandler Bullock says: “Without excep- 
tion they give the lowest cost permanent 
protection we have ever offered, and are 
outstanding in our line of life and en- 
dowment policies. The liberal cash 
values, and the fact that our standard 
settlement privileges are available at 
age 65, provide maximum retirement 
benefits.” . 

Mr. Bullock added that besides low 
cost protection, the “65’s” offer a liberal 
conversion privilege to age 50. Dividends 
are paid the first year and addition of 
double indemnity and disability waiver 
is permitted. The ages for which the 
contracts were originated are 20-49. Both 
men and women are eligible. 


YOUNGMAN NEWARK SPEAKER 








Says Federal Government in Its New 
Social Security Amendments Is Ad- 
vertising Program Service 

Arthur V. Youngman, associate gen- 
eral agent, Mutual Benefit, New York 
City, addressed the Life Supervisors As- 
sociation of Northern New Jersey at a 
dinner meeting in Newark October 17. 
His subject was “1939 Social Security 
Amendments—An Opportunity For Life 
Insurance Underwriters.” Mr. Young- 
man said: “The greatest advertiser in 
the country, the United States Govern- 
ment, is promoting our program serv- 
ice,” referring to the new amendments 
which put the emphasis on family in- 
come benefits. 

“Public interest and ignorance of de- 
tails in the new survivorship benefits is 
an ideal opportunity for prospecting in 
the best program groups,” said the 
speaker. “The necessity for coordinating 
existing life insurance with Social Se- 
curity benefits in the lower income 
groups, say under $7,500, gives a reason 
for getting prospects to whom you can 
render this necessary service from your 
centers of influence.” 


PEORIA CONGRESS OCT. 27 





Speakers Include Ernest Palmer, Theo- 
dore Green, Charles T. Davies, Roger 
B. Hull, B. J. Stumm 

Chester T. Wardwell, general chair- 
man sales congress committee, Life Un- 
derwriters Association of Peoria, has 
announced completion of plans for the 
annual congress there October 27 and 238. 
B. J. Stumm, president Illinois Associa- 
tion of Life Underwriters, will talk on 
the state association; Director of Insur- 
ance Palmer will deliver an address en- 
titled “What’s Ahead.” Theodore Green, 
million dollar producer for Massachu- 
setts Mutual at Oklahoma City, will 
speak on “How I Get the Business,” and 
Charles T. Davies, Philadelphia manu- 
facturer and large policyholder, on “Why 
I Bought Life Insurance.” 

William M. Duff, president Edward A 
Woods Co., Pittsburgh, is down for an 
address, “Building a Career,” and Leo 
E. Roethig, manager Waterloo, Iowa, 
district, Metropolitan Life, one on 
“Progress Year by Year.” Roger B. 
Hull, managing director and_ general 
counsel National Association of Life Un- 
derwriters, has chosen as his subject, 
“What Are the People Saying ?” 

K. E. Williamson, Peoria, will conduct 
the managers and general agents ses- 
sion and Mr. Hull will hold a school of 
instruction for local association officers. 


Missour Sup’t Hits 
At Federal Meddling 


PLANS CONTROL OF “EXPERTS” 





Speaks at Annual Convention of Frater- 
nal Congress Which Elects Jones H. 
Parker President 

Missouri Superintendent of Insurance 
Lucas spoke against Federal control and 
regulation of insurance before the Mis- 
souri Fraternal Congress which met in 
St. Louis October 19. He believes the 
insurance problems of any particular 
state can be handled much better by 
the people of that state than by a group 
operating from Washington. The di- 
versity of insurance practices in various 
parts of the country would make central 
control difficult and unsatisfactory. 

Superintendent Lucas criticized the 
practices of self-styled insurance coun- 
selors, whose methods the Missouri De- 
partment is studying with a view to 
regulate and control their actions. The 
Superintendent also spoke at a meeting 
of the St. Louis Association of Insur- 
ance Brokers and disclosed that he is in 
favor of a law requiring examination 
to determine qualifications for license 
at agent or broker. 

Jones H. Parker of St. Louis, a for- 
mer‘ state representative and the na- 
tional great commander of the Macca 
bees, was elected president of the Frater 
nal Congress. 
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PROFESSIONALISM 
ALESMANSHIP 


American 


EXPANDING 

IN LIFE S 
The new directory of the 
College of Life contains 
1,688 names of met all 
requirements for the Chartered Life Un- 
designation. In addition to 
other candidates 


Underwriters 
those who have 
derwriter 
this there are 
who up to the present time have made 


many 


substantial progress toward the degree, 
there 2,311 credit for 
one or parts of the 
This directory is a significant record of 
the growth of this toward 
higher education in life The 
first year that examinations for the de- 
eree were held was in 1928 when twenty- 
designation. 


have 
examination. 


being who 


more 


movement 
insurance. 


one were awarded the 
Surveys conducted in some cities have 


shown that holders of the CLU designa- 


tion earn on the average substantially 
more than life insurance agents lack- 
ing the higher educational equipment. 
The holders of the degree are also 


shown to be good material for advance- 
ment to higher positions in the business 
for approximately one-half of those who 
met the full requirements of the 
general agents or managers, 


have 
college are 
assistant 
district 


general agents or 


sales promotion men, 


assistant 
manacer,rs, 
superintendents or supervisors. 


Geographically, holders of the degree 


range throughout the entire country, 
every state being represented in the lat- 
est list with the exception of Nevada 
and Wyoming. 


Of cities, New York leads with 159, 
Chicago next with 144, Philadelphia 117, 
Los Angeles 79, Boston 51, Cincinnati 
44, Washington, D. C., 43, Baltimore 39, 
San Francisco 36, Pittsburgh 35 and 
Seattle 33. 


By company representation, the 


Northwestern Mutual leads with 1%, 
closely followed by the Equitable So- 
ciety of New York with 150. Other 


CLU’s grouped by companies are Massa- 
chusetts Mutual 91, Prudential 77, Mu- 
tual Benefit 73, New York Life 67, New 
England Mutual 64, Penn Mutual 63, 
Mutual Life of New York 48, 
Provident Mutual 48 Connecticut Mu- 
tual 45, John Hancock 44, Metropolitan 
41 and Travelers 36. 


Aetna 51, 





JUVENILE LIFE INSURANCE 

Increasing popularity of juvenile in- 
was again demonstrated at the 
last week of the Associa- 
Insurance Medical Directors 


surance 
convention 
tion of Life 


of America when it was discussed by 
many speakers following an erudite re- 
view by Walter E. Thornton, second 
vice-president and medical director, Lin- 
National Life. Strangely 
this is the first time in the history of 
the Medical Directors that a formal 


paper upon the subject was presented. 


coln enough, 


During the course of his research Dr. 
Thornton found that as early as 1706 
policies were being issued at ages as 
low at 12 years by the old Amicable of 
England. In 1721 the London Assur- 
issuing policies at age 10. 
the writing 


ance 
For the most part, however, 
of juvenile insurance was largely in the 
of burial clubs and friendly so- 
cieties. Eventually, the Industrial com- 
panies became prominent as carriers of 
risks and the first English In- 
(which was formed in 


was 


hands. 


juvenile 
dustrial company, 
1849), accepted these risks as part of a 
policy which insured the entire family. 

Company for the 
at age 


The Pennsylvania 
Insurance of Lives wrote policies 
8 as far back as the year 1812, but the 
business had no real vogue for more 
than half a century after that. It was 
in 1875 that the Prudential introduced 
a policy paying $10 at age 1 last birth- 
and grading at older attained ages 


first bill 


day 
to $60 at age 12. The 
legislature involving juvenile 
was in New York State. How- 
for the next thirty years this busi- 


intro- 
duced in 
risks 
ever, 


ness was largely written by Industrial 
companies and fraternal organizations. 
3enefits were confined to return of 


premiums with interest at younger ages 
or to relatively small amounts. 

Early in the ’20’s the Ordinary com- 
panies began to realize the opportunities 
existing for these risks among the higher 
middle and upper strata of the popula- 
tion. By 1936 more than 200 companies 
were writing contracts at ages below 5 
years. However, in the discussion of 
juvenile insurance by the Medical Di- 
rectors the designation “Juvenile” means 
persons who have attained an age less 
than 21 years. 





Lewis C. Harris, who is with A. W. 
Van Winkle & Co., insurance and real 
estate firm of Rutherford, N. J., and 
Mrs. Harris celebrated their fiftieth 
wedding anniversary recently. 

* -* * 


Dr. William R. Ward, medical direc- 
tor, Mutual Benefit, last week was made 
acting president of the Welfare Federa- 
tion in Newark. He has been a trustee. 








John H. Eglof and Daniel J. Bloxham 


John H. Eglof and Daniel J. Bloxham run the two schools for agents main- 
tained by the Travelers, both having a background of many years of practical field 


training with the company. Mr. 
instructor, is head of the school for 
anniversary, 


Eglof, 
casualty agents. 
having started as a special agent at Albany. 


mathematics and surveying 
He is observing his twentieth 
The Travelers made him 


formerly a 


an instructor in 1923, agency assistant with educational duties in 1925, and he’s now 


supervisor of agency field service. 


life agents’ 
McNeal. 


His 
agents are C. Edwin Blake and Homer D. Sherwood. 
school and his faculty includes Reid Hartsig, M. 
In 1914 he was an agent in Ovid, 
branch when he took leave of absence in 1918 to do YMCA war work. 


assistants in the 
bad 


school for casualty 
Bloxham heads the 
. Jones and James E. 
and was managing the Erie, Pa, 
Returning. 


m. ¥s; 


he became Travelers agency instructor for the life, accident and group departments 


at the home office, 


winning advancement in 1930 to his present post of supervisor 


completed schools the Travelers 











of agency field service. In their most recently 
graduated 78 young men. 
Mary Maybelle Cowan, daughter of Fred L. Bross of the 


Mr. and Mrs. Charles H. 
married October 20 to Dr. 
Cruzan, son of Dr. and Mrs. J. V. Cru- 
zan, both of Oklahoma City. Mr. Cowan 
conducts a general insurance agency and 
is current secretary of the Oklahoma 
Fire Underwriters Association. 
x * x 

Miss Jeanette Dorland, daughter of 
Mr. and Mrs. Raymond P. Dorland of 
Glen Ridge, N. J., will be married No- 
vember 18 to Reed Bonney, son of Mr. 
and Mrs. Robert D. Bonney of Glen 


Cowan, was 


Winston V. 


Ridge. The ceremony will be performed 
at 8:30 p. m. at the Glen Ridge Con- 
gregational Church. The_bride-to-be’s 


of Davis, Dorland & 
York City’s leading 


father is secretary 
Co., one of New 


insurance brokerage houses. 
* ¥ & 
Lester A. Rosen has accepted the 


chairmanship of the life insurance divi- 
sion of the New York and Brooklyn 
Federation of Jewish Charities and will 
head the division’s activities in the 1939 
appeal of the two Federations on behalf 
of their 116 affiliated health and welfare 
institutions, it was announced by George 
z. Medalie, campaign chairman. Mr. 
Rosen is with the Union Central here 
and a member of the Million Dollar 
Round Table. At the same time, Mr. 


Medalie announced that George P. 
Frenkel of George Frenkel & Co., and 
Clarence K. Whitehill of the Clarence 


Whitehill Agency, will serve as co-chair- 
men of the General Insurance Division 
in the Federation campaign 

x * * 


Agency Superintendent Edward W. 
Hartney of the Chicago office of the 
Royal-Liverpool Groups has been re- 
ceiving congratulations of his business 


associates and friends on the occasion 
of his fortieth anniversary which dates 
from October 21, 1889, when he entered 
the service of the Liverpool & London 
& Globe in the Western department at 
Chicago. 


Loyalty Group 


has been appointed chairman of the 
public observations committee of the 
New Jersey State Elks Association. He 


is past exalted ruler of Orange Lodge 
and also past most loyal gander of the 
New York City Pond of the Blue 
Goose. 

* * * 

Edmund Zacher, son 

Zacher, president of the Travelers, and 
Priscilla Spalding were married at All 
Souls Church, Lowell, Mass., last week. 
They will live in Rochester, N. Y. Mr. 
Zacher is with Eastman Kodak Co. 

* * * 


of L. Edmund 


Maxwell H. Mayer, borough agent in 
New York City of the Ocean Accident, 
is running for Middlesex County (N. J.) 
clerk on the Republican ticket. Mr. 
Mayer has been prominent in local pol- 
itics in his home town for some years. 


x * x 
Peter M. Fraser, vice-president Con- 
necticut Mutual Life, has been elected 


Newington Home for 

In the past year 283 
house patients have received care at 
this home and the number of physical 
therapy patients has increased from 18- 
580 to 27,181. 


president of the 
Crippled Children. 


* * * 


Mrs. James A. Doyle, of Caldwell, 
N. J., president of the Insurance Women 
of New Jersey, has been elected to suc- 
ceed herself as president of the West 
Essex Chamber of Commerce. 

* * ok 

Fred M. Pierson, East Orange, N. J, 
who was with the Prudential for thirty- 
eight years, and Mrs. Pierson, observed 
their ‘golden wedding anniversary Oc- 


tober 3. 
* * * 
Don Bates, Durham & Bates, Port- 
land, Ore., has returned from a trip 


abroad, including a month in the Philip- 
pines where he opened a branch office 
for his firm at Manila to write all forms 
of marine insurance. 
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First Month of War in Great 
Britain 

British insurance magazines now ar- 
riving in this country are full of infor- 
mation on the war's effect upon the 
business. The Review of London’s lead- 
ing article in one issue this month is en- 
titled “The First Month of War” and 
extracts from it follow herewith: 

“We gather from the insurance press 
in neutral countries that our friends 
overseas are interested and anxious to 
learn of the influence of the war on 
British insurance. Well, nothing really 
startling has happened so far, nor was 
anything startling expected to happen, 
considering that insurance interests had 
had practically a full year to prepare 
for the issue that has now arisen. As 
the war goes on, however, it is inevit- 
able that its influence will be felt more 
and more, and that in the end perma- 
nent changes may take effect in admin- 
istration and underwriting. Reference 
to the drastic changes that have already 
taken place, which in peace time would 
have taken years to accomplish, is made 
in the circular letter from Alex. Mac- 
Donald, this year’s pres‘dent of the In- 
surance Institute of London, which we 
published last week. 

“The most outstanding is perhaps the 
decentralization of the management 
which has taken place, by the scatter- 
ing throughout the country of head of- 
fice organizations of world-renowned 
companies. It is looking rather far 
ahead just at the moment, but it may 
be that the experience gained in war 
time may, in peace time, cause a per- 
manent decentralization of administra- 
tive and accounting, if not of underwrit- 
ing or executive departments, to be 
made. If not limited to insurance it 
might lead to a better and_ healthier 
spread of population and _incidenta!ly 
help to lessen the congestion in the 
reat towns, also to the benefit of acc‘- 
dent and motor underwriters. The great 
difficulty would seem to be that of pre- 
serving the education system on a de- 
centralized basis, and it may be that 
the younger men and women should be 
retained in the towns and only the older 
ones permanently transferred to the 
Garden Cities of the future. 

“However, that may be a Utopian 
dream at present. What we are imme- 
diately concerned with is the war, and 
how it affects the insurance business. 
Marine underwriters will remember that 
interesting article by E. Froelich, man- 
ager of the Swiss Reinsurance Co., in 
the January issue of the Marine Unde-- 
writer, in which he discussed the ‘shock’ 
period in marine war risks insurance. 
Mr. Froelich voiced the common: belief 
of marine underwriters when he said 
that: ‘It is to be expected that the 
damage caused by the use of shock 
tactics in the opening phase of the war 
would be very considerable indeed.’ It 
is common knowledge now that that 
period passed without ‘shock’ tactics be- 
ing applied—apart from a not very suc- 
cessful U-boat campaign—to other than 
the courageous but unfortunate people 
of Poland, unless indeed we are to ac- 




















cept the belief expressed in some quar- 
ters that the war proper has not yet 


started in earnest and that we must 
prepare for another ‘shock’ period. 
There is, however, no evidence to show 
that that new period would be _ eco- 
nomically more disastrous or create 
harder problems for British insurance 
than those it has already had to face. 
Downward Trend in Rates 

“Backed by government cooperation 
and a consolidation of the marine mar- 
ket, British marine underwriters are 
smoothly attending to the insurance of 
the water-borne traffic against war risks. 
There has, of course, been some fluctua- 
tion in war risks rates, both in this 
country and overseas. In the main, how- 
ever, there has been a declining trend 
in rates as the navy has made effective 
its command of the high seas and as 
the convoy system has been got proper- 
ly working. That is a very valuable 
gain, as moderate war risk premiums 
are one of the most valuable contribu- 
tions to the effort to prevent more than 
a very limited inflation, to avoid in later 
years the grave dislocat'on of the eco- 
nomic life of nations from this source 
—a dislocation that was so evident after 
1918 

“Marine insurance has naturally at- 
tracted most attention in the past month 
and fire and accident insurance has re- 
ceived but scant attention. Fire under- 
writers, however, will have their own 
problems. The price level will have to 
be carefully watched and the public in- 
duced to adjust their fire insurance 
values, where necessary, while the evac- 
uation scheme may cause new problems, 
both in the evacuated and the receivin’ 
areas, under comprehensive household- 
ers’ policies. 

“Some accident insurers have com- 
menced writing air-rcvid injuries insur- 
ance, apparently with a substantial 
amount of success, but motor underwr't- 
ers especially will be grextly affected by 
petrol rationing. The scheme may have 
come too late to have a great influence 
on this year’s prem‘um ircome but it 
will have a wider influence in a_ full 
year if private car owners to any great 
extent lay up their cars. The question 
of premium rating will also have to re- 
ceive urgent attention. Before Septem- 
ber 1 there was a strong fvel'nge that 
motor car insurance rates might have to 
be raised, as the liabilities of under- 
writers were continually rising and the 
safety first campaign had failed to pro- 
duce sufficiently countering results by 
way of any appreciable reduction in 
road accidents. 

“Now that the Ministry of Transport 
has ceased issuing road accident returns 
underwriters are thrown back on their 
own claims records to find out what the 
accident position is now. In the first 
weeks of severe black-outs the accident 
rate undoubtedly rose, but since then it 
may have fallen, owing to a reduction in 
the amount of road traffic of mechanized 
vehicles. Wistful motorists have already 
commenced arguing for a reduction in 
motor insurance rates, but it is doubt- 
ful whether evidence is as yet available 


one way or the other to enable the in- 
surance companies to make a decision 
in the matter, especially as at least some 


rates were known to be too low and the . 


improvement in claims experience there- 
fore would have to be substantial before 
any question of lower rates would arise. 

“The great agricultural program may 
perhaps in time make live stock and 
other agricultural insurances rather 
more important in this country than has 
been the case so far; it has a much 
more important place in continental in- 
surance business than it has here. A 
thought may be spared for aviation un- 
derwriters. With civil aviation almost 
at a standstill their business seems mo- 
mentarily to have ceased, though para- 
doxically enough that may be consid- 
ered a blessing by some underwriters, 
who, with their reinsurers, have in the 
immediate past paid rather heavily for 
their support of the perhaps somewhat 
over-hasty expansion of civil aviation 
that has been such a feature of the 
twenty-five years since the last war. 

“We mentoned in a recent article that 
certain shadow arrangements existed 
both here and in Germany by which 
business reinsured with enemy companies 
was mutually reinsured between the 
companies concerned. In a_ prolonged 
war, leading to a shortage of clerical 
assistance, there may be a _ temptation 
for direct-writing companies to continue 
along these lines, but in the main the 
service of independent reinsurance com- 
panies is so widely recognized that they 
should be able by appropriate stressing 
of their services to prevent any sub- 
stantial loss of business on that score. 

“Even if the authorities here and 
abroad succeed in avoiding much infla- 
tion their reinsurances should in any 
case benefit substantially from the 
greater volume of premiums under exist- 
ing reinsurance treaties. It remains to 
be seen to what extent the claims ex- 
perience will rise, but reinsurers may at 
least take comfort from the fact that 
they have by good fortune been per- 
mitted some eight or nine years of un- 
interrupted good results in their major 
branch, fire insurance, so that they 
should be prepared for a period of com- 
parative adversity. It is, however, as 
yet too early to say to what extent the 
claims experience will deter‘orate if at 
all. It may indeed be that the experi- 
ence gained in the last war enable the 
nations to continue their civil life, with 
the necessary adjustments, so much 
nearer peace-time life, that major social 
upheavals lead‘ng to an increase in the 
moral hazard may be avoided.” 

* * * 


British Cargo Pool Claims 


The marine correspondent of the Post 
Magazine and Insurance Monitor pre- 
sents some interesting information with 
respect to cargo claims filed with the 
British War Risks Cargo Pool. Says 
that British magazine: 

Some few days ago the management 
of the War Risks Cargo Pool disclosed 
their requirements in respect of docu- 
ments to substan‘iate underwriters’ 
claims on the pool for total and partial 
losses. It must be admitted that some 
of these requirements came as a sur- 
prise to the market in that they are far 
more comprehensive and _ far-reaching 
than the documents upon which under- 
writers normally settle marine total and 
partial losses. Naturally, a number of 
the documents are common to both total 
and partial losses, e.g.: 

(i) War risk policy and/or certificate en- 

dorsed by the assured. 

(2) Marine policy or policies or certificates. 

(3) Statement of basis used in arriving at 
the insured value. 

(4) Invoices or copies. 

(5) Sale contract. 

(6) Form of transfer of interest or subroga- 
tion to be signed by the claimants and 
endorsed over to the War Risks Cargo 
Pool Management, Ltd., by a member. 
In this case for total losses Form No. 
C.2 applies, while Form C.2a relates to 
partial losses. 

(7) Summary of Claim (Form No. C.1). 

(8) In the case of total loss a full set of 
bills of lading duly endorsed, whereas a 


copy of the bill of lading will suffice 
for partial loss. 

It is stipulated that no claim can be 
settled without the production of at 
least one stamped signed original bill of 
lading and, apparently, in the case of 
deficient bills of lading, a special form 
of indemnity—Form No. C.3—must be 
completed. Claims for total and partial 
losses must be supported by particulars 
of any other insurances effected against 
war risk: 

Claims for partial loss must be sup- 
ported by: 

(a) Survey report. 

(b) Certificate of sound 

and any of the documents relating to 


value, account sales 


the sale, together with vouchers cover- 
ing survey fees and any extra charges. 

War risks placed with the War Risks 
Cargo Pool were regarded as_ reinsur- 
ances, and it is safe to say that it was 
not generally contemplated that the 
managers of the cargo pool would insist 
upon some of the documents mentioned. 
It was, of course, always well recog- 
nized that as regards values and the 
amount payable the special provisions of 
the pool must and should apply. At the 
same time, one has not to be unduly pes- 
simistic in anticipating a little difficulty 
with merchants who, holding an under- 
writer’s policy, naturally look to him 
for prompt settlement against the cus- 
tomary documents. It is regretted that 
the market generally was not posted 
earlier in order that claimants could be 
notified immediately losses occurred of 
the wider requirements of the War 
Risks Cargo Pool. In those instances 
where claims are not payable by the 
offices issuing the policy, underwriters’ 
representatives may find themselves em- 
barrassed when they come to insist upon 
some of these documents from claim 
ants who cannot be expected to know 
the relative position of underwriters and 
the War Risks Cargo Pool. 

The foregoing remarks are not writ- 
ten in any carping spirit, but rather in 
the hope that the managers of the Pool 
will exercise a little latitude should diffi- 
culties arise later—naturally, provided 
that they are satisfied that the rules of 
the Cargo Pool as to valuation and the 
amount payable have not been broken. 

It is expected that the documentary 
requirements as regards claims will be 
interpreted reasonably, provided that 
any valid reason for the non-production 
of these documents is explained fully in 
writing when the claim is presented. On 
the other hand, the circular states un- 
equivocally that the delay consequent 
upon the return of particular documents, 
such as bills of lading and war risk 
certificates despatched abroad, will not 
be regarded as a valid reason for their 
non-production, 

The circulars conclude with a request 
that members should not make any set- 
tlements in the meantime, with the 
warning note that such settlements do 
not necessarily entitle members to re- 
imbursement by the pools. 

Claim Forms for War Risks Cargo Pool 

Since writing the foregoing, a few of 
the forms have been circulated, and from 
a cursory glance the details to be sup- 
plied on claim form C.la are far more 
than a reinsurer usually would require 
Fortunately, to date, the losses which 
have fallen upon war insurances rein- 
sured with the pool (which in turn is 
protected by the government in respect 
of King’s Enemy risks) are few and _ the 
cause of loss known with certainty. Con 
sequently there is no reason to expect 
difficulties in settlement beyond those 
of obtaining all the documents specified 

Form C.la is intended for ordinary 
cargo claims, separate forms being pre 
pared for gold, ete.; articles sent by 
post; goods carried by the owner of a 
vessel or aircraft without a contract 
carriage; grain and/or 
sugar shipped under optional bills 
lading; increased value. It was a sound 
idea to print the pool provisions relat 
ing to the valuation in the form having 
regard to the stipulation that where 
freight and other charges are “neither 
paid nor payable” the sum insured must 

(Continued on Page 24) 
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Joint Committee On 
War Risks Proposed 


BY FOREIGN TRADERS’ HERE 
Withdrawal of Insurance Against Cap- 
ture or Seizure by Allies Arouses 
Some Criticism 


Proposal for a joint committee of fot 
eign traders and marine war risk un 
derwriters to discuss problems of mu 
tual interest was favorably received by 
exporters attending a meeting held 
Tuesday in New York under the auspices 
of the Export Managers Club. The sug- 
gestion followed an exchange of ques- 
tions on the subject of the underwriters’ 
recent decision to withdraw seizure and 
capture protection from all trade routes. 
The exporters asked that such a joint 
committee work out a proposal undet 
which the United States Government 
could assume the risk of seizure or cap- 
ture by the British or French. 

R. W. Cauchois of Johnson & Hig 
gins, insurance brokers, voiced his ap- 
proval of such a joint committee, as did 
also J. W. Morrow, head of the marine 
department of the Home of New York. 
The subject was referred for study to 
the National Foreign Trade Council. 

The opinion was expressed that as 
underwriters insure against seizure by 
the Germans claims for cargo carried in 
the American ship City of Flint will be 
paid by underwriters here. 

In a bulletin to members the Na 
tional Foreign Trade Council this week 
discussed reasons why protection against 


seizure of cargoes is considered neces 
sary by shippers. Says the bulletin 

“Some shippers have expressed the hope 
that our government’s action will provide bet 
ter protection trom seizure, either through rep 
resentations by the State Department in the 
interests of American foreign trade to the allied 
belligerents to ecure more pecifie definitions 
of policies of seizures by the nations involved, 
or by government war risk facilities, now pro 
posed in Congress. They feel the need for such 
cooperation by the government Other shippers 
recall that in the last World War _ possibilities 
of seizure were eliminated through getting an 
‘O. K.’ on each shipment from the British 
officials at the American port of exit Such 
facilities, they hope, will be set up again, if the 
Situation requires such action.” 


New St. Louis Fire Company 


Preliminary legal steps toward the in 
corporation of a new fire insurance com 
pany to be known as the Midwestern 
Fire & Marine and to maintain home 
offices in St. Louis are now in process. 
The new concern will write fire and 
marine insurance on the joint stock plan 
under the laws of Missouri. The com- 
pany is to have $200,000 capital, divided 
into 40,000 shares of $5 par value. It is 
to have a board of directors of twelve 
and the persons agreed upon to consti- 
tute the first board of directors are 
James C. Jones, Jr., Joseph H. Grand, 
Frank Y. Gladney, Web A. Welker, Wil- 
liam G. O’Donnell, Frank X. Jones, H. 
W. Sellman, Vincent L. Boisaubin, Har 
ry Rhodes, Lon Hocker, Jr. Elmer 


Schoor and Edward W. Lake. 





NATIONAL FIRE SPECIAL 

The National Fire of Hartford Group 
has appointed J. G. Macdonald as spe- 
cial agent for New York State exclusive 
of New York City and suburban, to 
assist the National’s fieldmen in the east- 
ern, central and western territories, 
working out of Albany, Syracuse and 
Rochester. A native of Hartford, Mr. 
Macdonald has had several years’ ex- 
perience as underwriter and fieldman. 


CONN. AGENTS MEET NOV. 16 

The Connecticut Association of Insur 
ance Agents will hold its annual meeting 
on Thursday, November 16, at the Hotel 
Taft in New Haven. 


HONOR HENRY A. CAREY 


Ithaca, N. Y., Agent Guest at Dinner on 


25th Anniversary; Has Achieved 
Fine Record 


agency of Henry A. Carey Co., 


The 


Marsuy «& MCLENNAN 


Incorporated 
INSURANCE 


164 West Jackson Boulevard, Chicago 





Inc., of Ithaca, N. Y., celebrated its 


twenty-fifth anniversary last’ Friday. 
About seventy-five company officers, 
special agents and local agents gath- New YORK BUFFALO PITTSBURGH CLEVELAND COLUMBUS 
= at a ae that fgg _ pay DETROIT INDIANAPOLIS MILWAUKEE MINNEAPOLIS DULUTH 
ribute to Mr. arey. e was born in 
Saranac Lake. N. Y.. and attended Cor- PHOENIX SAN FRANCISCO Los ANGELES PORTLAND SEATTLE 
nell University, graduating with the de- VANCOUVER MONTREAL BOSTON ST. Louis LONDON 


Bachelor of Laws. Shortly aft- 
erward he formed his own agency which 


vree of 

















is widely and favorably known in New 
York. 
EK. E. Mueller of 


N. J. Fieldmen Honor 
William Tate of Closter 


Buffalo, N. Y., acted 
as toastmaster, and the speakers were 
Thomas L. Maxcy, agent at Elmira, N. . 
Y.; F. W. Stein vice-president of the William Tate, local agent at Closter, 
Glens Falls; John Kremer, vice-presi N. J., was guest of honor at a dinner 
dent of Insurance Co. of North America; given recently for him by a group of 
LeRoy T. Brown, secretary of the Con New Jersey fieldmen at the Red Coach 
tinental, and others. Tavern, Closter, to mark his seventy 


In addition to the foregoing there fifth birthday. Some of those present 
were present A. E. Gilbert, vice-presi- have been associated with Mr. Tate for 
dent of the Hanover Fire; A. R. Ross, nearly forty years and he was presented 
manager Eastern department of Crum with an engrossed testimonial signed by 
& Forster; A. C. Wallace, vice-presi- all present, and also with a handsome 


watch. 

Replying to the tributes paid him Mr. 
Tate said that he prized highly the tes 
timonial, which stated that he had serve: 
his companies and the public faithfully 
and well. Mr. Tate is a director of the 
First National Bank of Closter. Asso- 
ciated with him is William Byrd, who 
has been with the office cightcen years. 


dent of the Agricultural, and others. 
Mr. Carey responded feelingly to a 

presentation gift of a handsomely bound 

set of Baldwin’s Annotations on New 


York State Laws. 


HARRY D. BURKHART DIES 
Special Agent Harry D. Burkhart of 
the Security of New Haven, serving in 


western Pennsylvania and West Vir-  Thoses attending the dinner included the 
ginia, died suddenly October 19 while following: 
on a business trip to Cleveland. He Paul Thompson, John N. Ochs, Edward 


was a native of New York Cit» where W. McComb, Henry Borchers, George 
he entered insurance with the Sun In H. Martin, Samuel Gray. William F. Ohl 
surance Office Prior to joining the Jr., C. A. Fortman, Charles G. Houghton, 
Security he covered western Pennsyl Gilbert E. Stecher, Maxwell J. Giedlin, 
vania as special agent for the United S. R. Howard, W. H. Labagh, A. Mac- 
States Fire. He lived at Mr. Lebanon, Arthur Schneider, J. Wil- 
Pa., and is survived by his widow and Burman, Walter 
two children. 


Kechnie, Jr.. : 
lard Seitz, Norman E. 
Schryver. 








STANDARD INSURANCE COMPANY 
OF NEW YORK 


Statement June 30, 1939 
_......----.----91,500,000.00 
... 1,534,021.37 
aicaniiccaiasbnentie 204,656.75 
spieenianiininaieae 3,170,746.29 
spesiniasbaueaides 6.409,424.41 
* New York Insurance Department Valuation Basis. 
On the basis of June 30, 1939, Market Quotation for all bonds and stocks 
owned, t Company's total Admitted Assets would be $6,493,229.15 


and the Surplus would be $3,254,551.03. 
Geo. Z. Day, Pres. A. J. Couch, Vice-Pres. S. C. Kline, Secy. 


Capital 
Premium Reserve 
Other Liabilities ................ 
Net Surplus 
*Total Assets 





“TWO STANDARDS” 


An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 


Statement June 30, 1939 
RE oe mais ee ae re $1,000,000.00 
Claims and Claim Expense Reserve...... 1,855,949.71 
Premium Reserve ....................... leek ae 1,524,124.00 
MUI MIND, aos saccade cere 298,804.21 
Net Surplus ............ i a iin ea 1,084,891.69 
*Total Assets 5,763,769.61 


* New York Insurance Department Valuation Basis. 
On the basis of June 30, 1939, Market Quotation for all bonds and stocks 
owned, the Total Admitted Assets would be $5,888,482.89 and the Surplus 
would be $1,209,604.97 


New York Office: 80 John St. Chicago Office: Insurance Exchange 
Geo.Z.Day,Pres. J.F.Nubel,Vice-Pres. A.J.Couch, Resident V.-P. 














Loyalty Group President 


Honored on Anniversaries 


COONEY 


JOHN R. 


The dinner recently given to President 
John KR. Cooney of the Loyalty Group 
at the Essex House, Newark, in cele- 
bration of his twenty-fifth anniversary 
with the Firemen’s and his fifth anni- 
versary as president was a fine affair 
attended by more than 100 officers and 
directors of Loyalty Group companies. 
Vice-President William B. Rearden was 
toastmaster, making introductions, read- 
ing congratulatory telegrams and _ rclat- 
ing his intimate acquaintance with Mr. 
Cooney and his first-hand knowledge of 
Mr. Cooney’s dynamic personality and 
outstanding accomplishments. 

The principal speakers were Vice- 
President Herbert A. Clark of the 
Western department, Chicago; W. E. 
Wollaeger, president of the Concordia, 
and vice-president of other Loyalty 
Group fire companies; Ernest C. Lum, 
director and general counsel; Howe S. 
Landers, president of the Metropolitan 
and Commercial Casualty insurance com- 
panies, and Percy S. Young, director 
and chairman of the executive com- 
mittee. 

Full credit was given to President 
Cooney for the progress made by the 
Firemen’s and all Loyalty Group com- 
panies during his five years as_ chief 
executive. High tribute was paid not 
only to Mr. Cooney’s clear vision and 
outstanding ability as a leader and or- 
ganizer but emphasis was placed upon 
his warm and joyful personality. 

At the conclusion, Mr. Young pre- 
sented to President Cooney a fine port- 
rait, recently painted by a well known 
artist, on behalf of the directors and 
officers, with the expressed desire that 
it be placed in the companies’ board 
room, 
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Insurance Institute Annual Meeting 


(Continued from Page 1) 


Bureau. Mutual Automobile Insurance 
Co., Columbus, for casualty; Lewis B. 
Merrifield, Jas. S. Kemper & Co., Phila- 
delphia, for fire; John F. Winn, Metro- 
politan Life, New York, for life; Roger 
E. Kellogg, Atlantic Mutual, New York, 
for marine, and Alan E. Boles, General 
Reinsurance Corporation, New York, for 
surety. The latter is the son of the 
president of the General, and is head of 
its bordereaux department. 

Seated on the dais with President Falls 
and Superintendent Pink were E. C. 
Stone, William J. Graham, John J. King, 
William D. Winter, James Victor Barry, 
Edson S. Lott, John S. Thompson, 
George S. Van Schaick, Clarence Lud- 
lum and Albert G. Borden. 


Kingdon on Education 
President Frank Kingdon of Univer- 
sity of Newark said that education and 
business of the present day are not two 
entirely separated activities. Both are 





EDWARD R. HARDY 


Secretary- Treasurer 


parts of the process of building America 
and both will prosper as they succeed in 
enriching the lives of the people. Each 
needs the other in the total pattern of 
the community. Education faces two 
facts, he said: human beings and the 
world in which they have to live. Its 
job is to bring them together effectively. 
Educational philosophy and program for 
the past few years have related public 
schools and colleges to the actual lives 
that people have to live in the practical 
environment in which they find them- 


selves. Education’s modern goal is to 


release the natural powers of our stu- 
dents and to make our educational life 
itself an intimate part of the whole com- 
munity. 

Except for the routine work which has 
been simplified by machines, the opera- 
tions of contemporary business are grow- 
ing more and more technical, he said. 
Communities grow more complex, and 
one notes the increasing penetration of 
Government regulation. A new social 
consciousness is abroad, raising questions 
in many directions, and demanding that 
business have new and higher levels of 
intelligence, which means more expertiy 
trained minds as well as appreciation of 
social consciousness. Thus education and 
business can interact on one another to 
the mutual advantage of both. The skill 
of education is to bring minds to their 
maximum power, and business needs the 
finest mental equipment it can get. It 
must work close to the active experience 
of the community and education needs 
some of its realistic interpretation. The 
finest talent of our people must be devel- 
oped for the benefit of the whole com- 
munity. 

Education is the highest form of com- 
munity insurance, the conservation and 


development of its human resources; and 
in no field is education more necessary 
than insurance with its enormous social 
implications. It must meet the social 
demands and carry on with the greatest 
intelligence and skill. The more wide- 
spread and thorough the education the 
more confidence the public will have in 
insurance. 

President Kingdon was introduced by 
President Falls of the Institute. The 
only other speaker was Insurance Super- 
intendent Louis H. Pink of New York 
\who spoke on the value of education. 


Hardy Reports on Year’s Work 


In his annual report on activities of 
the Insurance Institute for the year 1938- 
39 Secretary Hardy said in part: 

“The membership. remains about the 
same, with the exception of the count 
of the associate members which changes 
violently as large graduating classes are 
added and large numbers of previous 
classes are dropped because they do not 
care to continue their membership. 

“The present membership of the In- 
stitute is as follows: Associates, 745 
(gain of 131); corporates, 108 (loss of 2); 
corresponding, 1 (no change); fellows, 
185 (loss of 1); honorary, 16 (loss of 2); 
organization, 20 (no change). 

“The number of registrations for ex- 
aminations for this year and two preced- 
ing years is as follows: 1937, 2,686; 1938, 
3,487 ; 1939, 4,169. 


Graduates 


“Another record was broken this year 
in the number of graduates, which 
reached 380, an increase of 146 over the 
previous year. Each branch showed an 
increase, but the largest jumps were in 
fire and surety, the latter caused by the 
completion of the two-year surety course 
by large groups in two centers. The 
increase in the fire branch was, I think, 
caused by the fact that the students are 
no longer daunted by the inland marine 
requirement which was put into effect a 
few years ago. It is to be hoped that 
this increased number of graduates 
means a better equipped body of men 
and women to carry on in the business 
of insurance. Certainly with all the com- 
petition existing today, only the best 
trained person will succeed. 

“The 380 graduates are distributed 
among the branches as follows: Cas- 
ualty, 102; fire, 144; life, 53; marine, 7; 
surety, 74. 

“Of the 380 certificates granted, 120 or 
31.6% were granted with the degree of 
‘magna cum laude’ and 135 or 35.5% with 
the degree of ‘cum laude.’ 

“The 2,401 students graduated from the 
Institute during the past nine years are 
divided as to branch as follows: Cas- 
ualty, 499; fire, 1,119; life, 555; marine, 
42; surety, 186. 


Presentation of Cert ficates 


“The practice established some years 
ago of sending the certificates to an ex- 
ecutive officer of the company on whose 
staff are one or more graduates and 
asking that officer to present the certifi- 
cates personally has been followed this 
year. This is a service which the execu- 
tives are very glad to perform and in all 
cases letters were received testifying to 
this fact. 

“The Institute gives examinations in 
nine courses, which are listed below. The 
last three courses mentioned are at pres- 
ent given only in New York City. The 
Institute now gives examinations in the 
following courses: Casualty, Parts I, II, 
III; fire, Parts I, II, III; inland marine ; 
life, Parts ; II; ocean marine, Parts I, 
II, III; surety, Parts I, II; fire insur- 
ance accounting; aviation; qualification 
course for applicants for insurance brok- 
ers’ licenses for the State of New York. 

“The demand for correspondence 
courses remains about the same from 
year to year, the students taking them 
numbering between 300 to 400. The num- 
ber this year was 346 and the students 
were located all over the United States 
and in several foreign countries. The 


courses start this Fall during the week 
of November 6 and to judge from the 
number of registrations already re- 
ceived the demand will be about the 
same as in previous years. 


Inquiries About the Courses 


“Inquiries regarding the courses have 
been pouring in ever since early Summer 
and as usual it is interesting to note 
where they come from. Last year I be- 
lieve I said we heard from the entire 
United States with the exception of Ida- 
ho and Wyoming. Well, we have heard 
from those states this year, but we 
haven’t had any inquiry from Delaware, 
North Dakota, Nevada and Utah. The 
other forty-four states and the District 
of Columbia are evidently interested in 
the courses and we have also had letters 
from Aruba, Canada, Hawaii, Mexico, 
Puerto Rico and Sweden. That inquiry 
from Aruba sent the staff to the map 
and we have been feeling exceedingly 
well informed as that small island has 
been featured in the news recently. 


» Study Groups 


“The small study group seems to be 
an increasingly popular way of making 
the Institute courses available throughout 
the country. One in McMinnville, Ore., 
and another in the office of Marsh & 
McLennan in Los Angeles were actively 
at work during the year, and this Fall 
several others are starting the courses 
one in Toledo, another in Charleston, W. 
Va., and still another in the office of the 
Bituminous Casualty Corp. in Rock Isl- 
and, Ill. The Insurance Institute of 
Missouri in St. Louis, which has been 
engaged in insurance educational work 
for some little while, has this year de- 
cided to give our courses and we hope 








Brooklyn Brokers Hear 


« 
Talx on Auto Insurance 

The regular monthly luncheon meet- 
ing of the Brooklyn Insurance Brokers 
Association was held Wednesday at the 
Hotel Bossert and presided over by J. 
E. Fries. Charles J. O’Donnell, assist- 
ant vice-president of the Brooklyn 
branch of the Morris Plan Industrial 
Bank of New York, addressed the meet- 
ing on “Recapturing Automobile Pre- 
miums.” 

President Fries on behalf of the As 
sociation expressed his delight upon the 
selection of Samuel Feller as the re- 
cipient of the annual gold medal pre- 
sented by the General Brokers Associa- 
tion, who in the opinion of the commit- 
tee performed the greatest service for 
the insurance brokerage business during 
the past year. 

Alex Goldberger, vice-president and 
editor of “The Bulletin,” urged the mem- 
bers to support this monthly publication, 
which is the “mouth-piece” of the as- 
sociation, by sending in editorial con- 
tributions. 

Those elected to the nominating com- 
mittee to present the slate of officers 
for the ensuing year were as follows: 
M. Nathanson, Fred Schmidt, H. Lester 
Heistad, Victor Gauthier and N. Lee 
Colin. 





Royal Exchange Group 
Moves Boston Office 


Announcement is made by Edward W. 
Elwell, United States manager of the 
Royal Exchange Group, that due to in- 
creased New England business and need 
for greater office space the Boston 
branch was moved on October 23 to 
larger and more modern quarters at 40 
3road Street in Boston. The Boston 
branch, in charge of Walter J. Helm, 
supervises the fire and casualty busi- 
ness in Massachusetts, New Hampshire, 
Maine, Vermont and Rhode Island for 
the four companies in the Royal Ex- 
change Group; Royal Exchange Assur- 
ance, Provident Fire of New Hampshire, 
Car & General and State Assurance. 

The Royal Exchange Assurance, or- 
ganized in 1720, will celebrate its 220th 
anniversary on January 10. 





LAURENCE E. FALLS 
Re-elected President 


they will have a successful year with 
them. 

“During the year conferences were 
held in Atlanta, Baltimore, Hartford (as 
a center for all New England), New 
York and Philadelphia, in regard to the 
educational work. The object of these 
small conferences was to afford an op- 
portunity for those doing the work in 
the different centers to express their 
opinion regarding the courses and to 
make suggestions for future develop- 
ments.” 


Over 350 Attend Dinner 
Honoring Henry Siemer 


Henry Siemer, chief inspector for the 
New York Fire Insurance Exchange, was 
presented with an_ illuminated scroll 
signed by the 350 guests who attended 
the testimonial dinner given in his honor 
last Thursday night at the Downtown 
Athletic Club in New York. He also 
received a combination electric clock 
and barometer desk set. The dinner was 
sponsored by The 85 Club, which is com- 
posed of rating and schedule men of 
insurance company, agency = broker- 
age offices. Mr. Siemer is one of the 
leading schedule rating experts in New 
York City. 

Fred Mayes of Pendleton & Pendleton 
acted as toastmaster. ere oe were 
in charge of Joseph A. Colatrete of 
Brown, Crosby Co., assis ae by Robert 
F. Boyd, John J. Cooney, Walter Hei- 
thaus, Joseph M. Schmitt and B. W. L. 
Semmes. Speakers included William J. 
Ward, Harold M. Hess, Frank J. Dono 
van, Spencer T. Stack, P. E. Brown, 
D. S. Duncombe, Paul Rohrberg, Fred 
Green and William J. Gaffney. 


HEAR DUKE POTTER 

Wellington (Duke) Potter, well-known 
local agent of Rochester, N. Y., dis- 
cussed the relative merits of co oper ative 
insurance enterprises ~ stock insur- 
ance sold through local agents and brok- 
ers at a luncheon tc of the Insur- 
ance Board of St. Louis at the York 
Hotel on Wednesday, October 25. Earlie 
in the week he spoke before the annual 
meeting of the Missouri Association of 
Insurance Agents at Excelsior Springs 
Mo. 


MONTCLAIR WEDDING 


Wearing her mother’s wedding dress 
of old ivory satin, Miss Frances Pier- 
pont Kopper, daughter of Mrs. Robert 
P. Barbour, Montclair, N. J.. was mar- 
ried on Friday evening to Charles Nor- 
man Sumwalt, Jr., son of Mr. and Mrs. 
Charles N. Sumwalt of Montclair. The 
Rev. Dr. Luke M. White, rector of St 
Luke’s Episcopal Church, officiated. The 
bride was given in marriage by her step- 
father, who is United States manager of 
the Northern Assurance. 
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President F. D. 
chatting with John C. Conklin, 
National Fire of Hartford at a dinner 
pany more than twenty-five years, on 
ford, 2 seated were present. Both Mr. 


Maryland Agents Elect 
Lazenby President 


CONVENTION AT AN NAPOLIS 
Retiring President Cochwen Says Middle 
Dept. Has Rescindcd Increase on 
Extended Coverage 


Announcement that through the ef- 
forts of the Maryland Association of 
Insurance Agents the Middle Depart- 
ment had rescinded the increased rate 
of 10 cents on extended coverage cn- 
dorsement on risks written outside of 
Baltimore, retroactive to June 30, when 
the increase from 6 cents became ef- 
fective, was announced by Mr. Cochran, 
the retiring president, in his report to 
the a last week at Annapolis. 
Mr. Cochran expressed the thanks of 
the association to the Middle Depart- 
ment for its cooperation with the asso- 
ciation and the agents of Maryland. At 
the same time the retiring president 
said that in the future agents of the 
State of Maryland writing insurance in 
altimore will receive an additional 5% 
in commission on such business. 

Several speakers discussed the tend- 
ency on the part of the Government to 
enter into competition with private busi- 
ness. General Counsel Walter H. Ben- 
nett of the National Association ex- 
pressed opposition to the Federal Gov- 
ernment being in the insurance business 
when he spoke on the Commodity Credit 
Corp. and corn loan insurance fund plan 
His objection also applied to the states 
being in the business. 

Governor Opposes Gov’t in Business 

In this connection Governor O’Conor 
expressed the opinion that the Govern- 
ment should not invade the fields of pri- 
vate business and Maryland has no de- 
sire to enter into the field of insurance 
or impose any unfair or unnecessary re- 
strictions. He said the stat: is more 
anxious to cooperate. 

Commissioner Gontrum expressed the 
belief that the place to supervise the in- 
surance business is in the states. “We 
must so supervise the insurance business 
in the states,” he said, “and the insur- 
ance men engaged in the business must 
so conduct their business that there will 
be no demand by any group of people 
for supe rvision of the insurance business 
by the Government of the United States.” 

The importance of a real knowledge 
of the business was stressed by A. W. 
Spaulding of the Hartford A. & I. 

Selling also was the subject of A. E 
Redding of the Aetna Casualty & 
Surety. If the sales aids provided are 
used intelligently, he said, they will 
bring about the results the agents and 
companies seek. 

The Maryland Association elected the 


Layton, left, and Executive Vice-President S. T. 
chairman 


Maxwell, right, 
of the honor service employes of the 
given by men who have served the com-* 
October 18 at Hilltop House, East Hart- 
Layton and Mr. Maxwell qualify. 


following officers Friday at the conclu- 
sion of its annual meeting: president, 
Joseph D. Lazenby, Annapolis; chair- 
man of executive committee, Belt Town- 
send, Chestertown; executive-treasurer, 
George S. 
Cash, Westminster (re-elected), 
retary, William M. Scott, Baltimore. 
Regional vice-presidents are Howard N. 
German, Easton, first district; J. Ver- 
non Coblentz, Frederick, second district; 
Guy T. Warfield, Jr., Baltimore, thi-d 
district; Charles C. Slayton, Annapolis, 
fourth ‘district, and J. E. Legg, Salis- 
bury, fifth district. 


Robertson; treasurer, T. B. 


and sec- 


Dwight C. Rose and Charles Hughes 
Speak at Risk Research Meeting 


Members and guests of the Risk Re 
search Institute, Inc.. New York. were 
treated last Thursday to a luncheon ad 
dress by Dwight C. Rose, partner in 
the investment firm of Brundage, Story 
& Rose and president, Investment Coun 
sel Association of America. They also 
heard Charles Hughes, head of the actu- 
arial department in the New York In- 
surance Department. who pinch-l‘t for 
Superintendent Pink, give the depart- 
mental attitude on the funds trusteed 
in this country bv foreign owned do- 
mestic companies for the benefit of = 
icyholders. Reassuringly Mr. Hughes 
declared that such funds invested we 
are under the control of the Depart- 
ment and are unqualifiedly safe. He 
also explained that the new insurance 
code of New York State provides that 
foreign companies must have United 
States trustees—banks or trust com- 
panies, not individuals—in control of 
their funds; that deeds of trust must be 
filed with the Department. Trustees, un- 
der the code’s provisions, cannot let any 
of such assets out of their possession 
without the Superintendent’s permission. 

Investment of Trust Funds 

Clarifying the Department's position 
on funds of foreign owned companies 
Mr. Hughes outlined that if trustees 
should desire to transfer such funds 
they must be immediately replaced by 
securities of equal value. Interest on 
investments up to $50,000 per quarter 
can be sent to the home office abroad 
only with the permission of the Depart- 
ment. As to the investment of trust 
funds Mr. Hughes said that a foreign 
company cannot own more than $400,- 
000 in foreign securities ($400,000 being 
the minimum capital requirement of fire 


and marine companies domiciled in New , 


York State). The new code broadens 
the investment channels of New York 
companies as it permits an investment 
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YOU MAY MEET A FOOL! 


is the title of Alliance national advertising for October. 
The advertisement is illustrated by a driver approach- 
ing a hairpin turn in the road. 
a fool may swerve into him within the next five 
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.. blaring horns and blinding 
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Alliance Collision Insurance is recommended 
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of 10% of their total bond holdings in 
Canadian securities. Heretofore thes¢ 
companies could not own foreign securi_ 
tics, Mr. Hughes said. 

Speaking specifically on foreign 
owned domestic companies Mr. Hughes 
said: “There are about thirty-two such 
companies in this state and they are 
subject to the same laws as if they 
were owned by domestic insurance cor- 
porations.” Responding to a question 
regarding premium receipts Mr. Hughes 
said that free funds cannot be sent 
abroad without permission. Such funds 
are controlled by rules and regulations 
of the New York Superintendent. 

The speaker made clear that the re- 
quirements regarding trusteeship of 
funds apply to casualty as well as fire- 
marine companies foreign-owned. 

Goetz Introduces Rose 

John G. Goetz, Risk Research man- 
aging director, introduced Mr. Rose, who 
lost no time in giving the investment 
experience of the twenty-five largest 
fire insurance companies from 1903 to 
1938. The charts which illustrated his 
talk indicated the relationship of com- 
mon stock ownership to accomplishment 
by these companies, those with the most 
common stock in their portfolios show- 
ing the best experience. 

Speaking of policyholder 
Rose said in part: 

“The records of experience which we 
have been examining, both the theoreti- 
cal Dow-Jones selections and the ac- 
complishments by the leading fire insur- 
ance companies, show quite conclusive- 
ly that over the past thirty-eight years 
stocks have shown substantially better 
investment results than bonds. The pri- 
mary reason for the long term upward 
trend in industrial stock prices may be 
found in the substantial reinvestment of 
earnings by these companics. 

“The future performance of these two 
major classes of investments is then 
fundamentally de pendent upon the rela- 
tion of the net earnings which business 

(Continued on Page 42) 


Says Big Bill 


(Continued from Page 19) 


safety Mr. 


be reduced by those amounts in event 
of loss, whether total or partial. 

The underwriters must make declara- 
tions that the claim has been examined; 
that to the best of their knowledge and 
belief the particulars are correct and 
the claim recoverable. These are fol- 
lowed by the inquiry—strangely humble 
it seems—“whether War Risks Cargo 
Pool Management, Ltd., is prepared to 
reimburse us for the amount claimed.” 

According to the detailed procedure 
for presentation and settlement of claims, 
the person presenting the claim form to 
the pool will be notified in due course 
when the pool will be prepared to settle. 

Specimens of the letters of subroga- 
tion for total and partial loss are now 
available, but it should be noted that 
these are intended to be signed by the 
original assured, the rights so received 
being then transferred by the original 
underwriters to the pool. In view of 
the general practice of underwriters to 
take letters of subrogation, it seems 
somewhat unnecessary expense to print 
and circulate these forms, especially as 
legally they are not essential, for pay- 
ment invests underwriters with the same 
rights. It is not denied, however, that 
it is useful to have specific subrogations, 
as it brings home to the claimant his 
responsibilities. Form C.3 is an indem- 
nity for non-production of certain docu- 
ments coupled with an undertaking to 
obtain the documents without delay. 

It is a matter for conjecture whether 
these forms will be a basis for those 
covering claims on the Government War 
Risks Office. If so, claimants will realize 
that in the normal course underwriters 
deal with their legitimate marine claims 
with expedition and the minimum of dif- 
ficulty. 
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This Man ~ ¢ Helps Your Business 


When your America Fore 
fieldman calls, he comes 
prepared to help you in- 
crease your business. He 
brings new. ideas and a 
knowledge of current 
underwriting conditions 
which can be of great 
value to you. 


Consult with him as 
though he were your part- 


ner, for what benefits you 
benefits him and the 


companies he represents. 
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Ontario Fire and Casualty Agents 
Hold Annual Meeting at Toronto 


S. O. Mason Re-elected President; Agents’ License Fees Dis- 


cussed; Rogers on Department Action on Agency Appli- 
cations; Stailing Talks on Value of the C. U. A. 


By F. J. Jordan 


S. O. Mason of Welland, Ontario, 
was re-elected president of the Ontario 
Fire and Casualty Insurance Agents As 
sociation at the close of the nineteenth 
annual convention at Toronto last week 
While accepting the additional term M1 
Mason hinted that he could not possibly 
accept the othce for a third term next 
vear due to the pressure of personal 
business Immediate past president ts 
Yr. FE. Clendinnen of Ottawa, with past 
Presidents J. S. Dowling, Cecil Bethune, 
a and J. Innes Carling 

The association adopted a new system 


Rose 


this year, on the recommendation of 
the nominating committee, in the selec 
tion of vice-presidents, The association, 
to suit its own purposes, has the 
province divided into five zones. It was 
decided this year to have a vice-presi 
dent representing each zone Those 
elected to the vice-presidency were, zon 
l, A. W. Dunlop of Kingston; zone 2, 
W. H. Shaver of Midland; zone 3, Ford 
Cosgriffe of Hamilton; zone 4, J. Me 
Clary Moore of London, and zone 5, 
\. R. M. Ritanit of Sudbury Chis ts 
the first time that the association has 
had on its board of vice-presidents a 
representative from northern Ontario 
Charles Priestman was re-elected sec 
retary-treasurer to begin his twentieth 
term 


Members of General Council 


General council of the association for 
the 1939-40 term was appointed as fol 
lows For Belleville, Ont., \\ | Me 
Dougall; Bowmanville, J. J. Mason; 
Brantford, A. A. Shultis, E. N. MeCo: 
mck and lan Dowling; Caledonia, Jas 
MeGregor; Chatham, D. E. A. Rispin 
nd KR. E. Small; Collingwood, C. T 
Stephens; Cochrane, S. 1 Bradley ; 
Cornwall, M. D. Cline; Fort William, 
W. H. Laverts Galt, T. T. Aitkin; 
(ceorgetown, E. C. Thompson; Hamilton, 


\. E. Bliss, R. P. Tolemy and A. W. E. 
VanSomeren; Kapuskasing, C. Saville; 
Kingston, A. J. Meiklejohn; Kirkland 
Lake, W. Ramsay; Kitchener, A. H. 
Seibert and F. K. Staebler; Lindsay, KR. 
1. Daw; London, C. C. Hunt, G. W. 
Robinson and E. H. Welles; Niagara 
Falls, J. Ruley; North Bay, T. J. Pat 
ton; Orillia, H. J. Overend; Oshawa, E. 
L. Whitely and L. Peacock; Ottawa, J. 
\. N. Mercier, C. T. Kirby and J. D. 


Gardner; Owen Sound, RK. Patterson and 


C. W. Peacock; Pembroke, L.S. Mackie; 
Port Arthur, R. C. Adison and A, P. 
Freed; Sarnia, J. A. Ellinor; Sault Ste. 
Marie, Elmer West; St. Catharines, C. 


Horne; St W. Coulter; Sud 
bury, J. W. 
H. Denton; 
ronto, George M 
Thompson, FF. H 
Cooper. 

By a unanimous vote it was decided 
at the closing session of the convention 
to hold the 1940 again in To 
ronto. It was further decided that now, 
more than ever, the agents needed such 
an organization as the association and 
there will be no let-up in the associa 
tion’s activities on behalf of agents dur- 
ing the war period. Neither is it plan 
ned to discontinue any meetings or con- 
ventions 


Thomas, 


Trenton, DD 
Orr; 
Larkin 


T. Fraser; To 
W indsor, \. kK 
and EF. H. 


session 


Agents’ License Fee Discussed 
There was discussion regarding 
what was believed in some quarters to 


some 


be an exceptionally high license fee for 
agents in the province \t present, 
agents pay anywhere from $5 to $25 per 


year for a license with the fee based 
on the population of the various centers 
in which they have the'r office. Three 
years ago the fee was raised by the On- 
tario Superintendent of Insurance at the 
request of the associatton from a_ flat 
rate of $3 per agent. It was believed 
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Parkinson; Tillsonburg, C. , 


at that time, however, that this low li 
cense fee permitted the entry into the 
business of undesirable agents, who were 
in and out of the picture from time to 
time and showing no signs of stabilizing 
themselves in the insurance business. 

Now, however, fees in the higher 
brackets are considered to be more bur- 
densome than helpful, although there 
were many at the convention who still 
favored them. One suggestion was put 
forward, however, and this dealt with 
the possibility of having a stiffer fee 
for insurance offices and only a nominal 
fee for the agents themselves. This, it 
was stated, was the case in the State 
of Michigan. 

The suggestions for any possible re- 
vision in license fees for agents will be 
dealt with thoroughly by the association 
executive committee during the coming 
year. 

Regulation of Agency Appointments 

In the fiscal year just ended 253 per- 
sons in the province of Ontario have 
been denied the right to enter or con- 
tinue in the business as agents for fire 
and casualty insurance companies, stated 
Arthur W. Rogers, agency officer for 
the Province of Ontario. A new ap- 
pointee to the Department of Insurance 
for the Province of Ontario, Mr. Rogers 
has been in office for only a matter of 
six months or so and first was intro- 
duced to provincial agents at convention. 

In dealing with efforts of the Ontario 
Department of Insurance to improve the 
tvpe of agent in the business today, Mr. 
Rogers stated that the department in 
the last vear handled approximately 15,- 
000 applications for licenses as agents 
for all classes of insurance business. 

He stated that the Advisory Board on 
such matters held sixty-five meetings in 
the fiscal period just closed and re- 
viewed 662 applications for fire and cas- 
ualty insurance alone. This compared 
with 581 for the previous vear, 

As a result of the hearings 535 appli 
cations for license were granted by the 
Superintendent of Insurance, 118 were 
declined and nine withdrawn by the ap- 
plicants, or the recommending company. 
In addition sixty applications were with- 
drawn prior to the hearings, twenty-six 
by the recommending companies and 
thirty-four by the applicants. During 
the year there were also sixty-six agen- 
cies terminated by the recommending 
companies, resulting in an automatic 
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suspension of the licenses of those 
agents. Thus 253 persons were dened 
the right to enter or continue in the 


business of fire and casualty insurance 
as agents. 

Mr. Rogers added that the outbreak 
of the war has necessitated certain 
changes in the Ontario Department of 
Insurance and the department has been 
instructed that for the duration of the 
war it will have to retain as far as pos 
sible members of the attorney general's 
department for legal work. In_ the 
meantime, he added, T. L. Flahiff, a 
solicitor in the attorney general’s de 
partment is to act as chairman of the 
advisory board in the department of the 
Ontario Superintendent of Insurance. 

Fire Prevention Efforts 

Steps being taken by the Ontario Fire 
and Casualty Insurance Agents Associa 
tion, working together with the Domin- 
ion of Canada Fire Prevention Associa 
tion, to keep Canadian fire losses down 
were outlined to convention bv T. E 
Clendinnen. He is past president of 
the association and the representative 
of the Federation of Fire Insurance 
Agents and Brokers on the executive 
committee of the Dominion Fire Preven- 
tion Association. 

Perhaps the most important step 
taken by the D. F. P. A. in the past 
year, he stated, was the formation of 
an advisory film committee having as 
its object the preparation and produc- 
tion of sound motion pictures suitable 
for Canadian audiences. Chairman of 
this committee is Dominion Superintend- 
ent of Insurance G. D. Finlayson. Other 
organizations represented on this com- 
mittee are National Council of Women, 
Association of Canadian Fire Marshals, 
Dominion Association of Fire Chiefs, 
Canadian Teachers Federation and the 
Motion Pictnre Distributors and Ex 
hibitors of Canada. 

The purpose of the films is to educate 
the public as to what constitute fire 
hazards and methods of fire prevention. 
Plans are being made to show the films 
wherever possible throughout the Do- 
minion. 

President’s Address 

The Ontario Fire and Casualty Insur- 
ance Agents Association experienced a 
healthy increase in membership during 
the fiscal vear just ended, stated S. O. 
Mason of Welland, Ontario, in his presi- 
dential address. Membership during the 
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TT" slogan of the National Association 

of Credit Men takes on added significance 
to insurance men since the issuance by the 
Association of its Insurance Statement. The 
statement, which is in reality an insurance 
questionnaire, has been widely distributed 
among credit men and keeps before them the 


importance of insurance in relation to credit. 
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General Brokers Ass'n Stirred by 
Leroy Lincoln’s Talk on SEC Probe 


Metropolitan Life President Sees Federal Supervision Threat; 
Conway Toastmaster; Greenbaum Keynoter; Sullivan 
Airs Mutual vs. Stock Competition; Feller Honored 


Wallace L. Clapp 


The fourteenth annual dinner of, the 
General srokers Association of Metro- 
politan District, Inc. held Wednesday 
evening in the grand ball room of the 
Hotel Astor, New York, will go down 
in history as one of the most successful 
ever staged by this organization. Nearly 
850 insurance people attended, including 
the largest list of guests on the dais 
(fifty-six) the association has ever had. 
Not only were all living former Super- 
intendents of Insurance with one excep 
tion present but the entire membership 
of the special legislative committee for 
recodification of the New York insu 
ance code, headed by KR. Foster Piper, 
its chairman. In addition Superintend- 
ent of Insurance Louis H. Pink brought 
his entire staff of deputies and depart- 
ment heads, and leading insurance 
brokerage and agency associations were 
represented by their key men. 

The General Brokers Association were 
fortunate this year in having as_ their 
principal speaker Leroy <A. Lincoln, 
president of the Metropolitan Life, con- 
sidered by many as the spokesman for 
the life insurance fraternity at this time 
His presence and the significance of his 
message gave added interest to the 
evening’s proceedings. High spots. of 
his address are given on this page 

Nathan Greenbaum Keynoter 

For the past ten years Nathan Green- 
baum, executive committee chairman of 
the association and chairman of the din- 
ner committee, has extended the open- 
ing welcome at these annual affairs. 
Again in this role Mr. Greenbaum struck 
a new note when he said at the outset 
of his remarks that this year, more than 
in any other, the fraternity has good 
cause to celebrate the occurrence of “an 
event of the utmost significance to all 
of us.” The speaker was referring to 
the recodification of the New York in- 
surance law which becomes effective Jan- 
uary 1, 1940. Mr. Greenbaum pointed 
with pride to the presence on the dais 
of practically everyone who had a hand 
in shaping this profoundly important 
task—the culmination of the work of 
many years and many minds. 

He then pointed to another element 
which, he felt, made this year’s annual 
dinner unusual: the growing interest on 
the part of insurance brokers in the field 
of life insurance, and likewise the grow- 
ing interest of life insurance companies 
in the insurance brokerage fraternity. 
On this new trend Mr. Greenbaum said: 

“There has been an increasing realiza- 
tion that the field of insurance properly 
embraces every form of insurance and 
that it means life insurance as well as 
fire and casualty. 

“Brokerage has, both in practice and 
insurance law, been recognized as a pro- 
fession—a profession of service. The 


up-to-date and progressive broker aims 
to serve his clients in all their insurance 
needs, Such service cannot be complete 
unless the broker is pesettalie: of an in- 
telligent understanding of life insurance. 
That is the reason we have invited to 
night the most outstanding personality 
in the field of life insurance, Leroy A. 
Lincoln, president, Metropolitan Life.” 


Dinner Committee and Julius A. Cohen 
Praised 

Mr. Greenbaum indicated that his wel 
coming address would not be complete 
unless he expressed the pride and satis- 
faction of the association in the splendid 
work of its dinner committee. He also 
paid special tribute to the work done by 
Julius A. Cohen as chairman of the in- 
vitation committee and said: “Frankly, 
without his extraordinary energy and 
enterprise this dinner would no‘ be what 
it is tonight.” Mr. Cohen, third vice- 
president of the association, is chairman 
of its joint legislative committee. Mr. 
Greenbaum gave advance information 
that Mr. Cohen would probably succeed 
him in 1940 as dinner committee chair- 
man. P 

This brought Mr. Greenbaum to the 
introduction of the evenine’s toastmas- 
ter, Albert Conway, former Superintend 
ent of Insurance and now Supreme 
Court Justice of Kings County, who was 
greeted with much applause. 

This is the ninth year that Justice 
Conway has —— over the annual 
affairs of the General Brokers’ Associa- 
tion, and it was his honor to introduce 
on this occasion President Lincoln. of 
the Metropolitan, Appropriately refer- 
ence was made to Mr. Lincoln’s distin- 
euished service as counsel in the New 
York Insurance Department under Jesse 
S. Phillips, then Superintendent. Tt was 
in the vears of the World War and he 
handled ably the manv problems which 
it occasioned. Justice Conway also spoke 
of Mr. Lincoln’s father, a distinguished 
lawyer who was the author of a book 
on the constitutional history of the State 
of New York, by way of indicating his 
family background and fitness for the 
high office he now holds. The final 
touch to his introduction was to quote 
from a personality story about Mr. Lin- 
coln which appeared in the April 3, 1936, 
issue of The Eastern Underwriter. 


SEC Investigation Lincoln’s Theme 

It was predicted before the dinner 
that Mr. Lincoln would center his at- 
tention on the hearings conducted by 
SEC investigators into insurance com- 
pany practices, that his talk would be 
along the lines of his notable address 
before the American Life Convention. 
This was exactly his procedure, and he 
held close attention as he described the 
manner of taking testimony and the ease 
with which the investigators overlooked 
favorable aspects of life insurance and 
featured instead “critical angles.” He 





minced no words in declaring that the 
SEC is trying to set up a Federal sys- 
tem of supervision of insurance compa- 
nies. Furthermore, they would like to 
see the elimination of the middleman, 
in his opinion. 

Urging that the institution of insur- 
ance must face unitedly this threatened 
government enc roachment into its busi 
ness, Mr. Lincoln called upon insurance 
producers “to sit up and take notice of 
the activity in Washington.” He felt 
they should rise in protest not only for 
their own protection but for their cli- 
ents who have placed confidence in “the 
one business which came through the 
depression with flying colors.” One of 
his significant statements was: “I be- 
lieve our institution must be preserved 
as a phase of individual self-reliance. 
If we are to preserve our Democracy 
in this country one way to do so is to 
preserve the self-reliance of every in- 
dividual.” 

At the outset of his talk Mr. Lincoln 
drew a comparison between the intelli 
gent, fair manner with which the New 
York Insurance Department and_ the 
state legislative committee has conduct- 
ed its studies and hearings on recodifica 
tion of the insurance code and the SEC 
“studies” into insurance company prac- 
tices. He had only praise for the man- 
ner in which the code was revised and 
brought up-to-date: for the legislative 
committee’s recognition of insurance 
companies as great service institutions. 
_ Mr. Lincoln pictured the Washineton 
investigation as “vastly different” from 
the New York State code hearings. 
President Roosevelt’s original idea was 
a study of the investment funds of in- 
surance companies which, to him, showed 
a certain kinship to investment funds 
in that these companies invest as trus- 
tees the savings of millions of policy- 
holders. In Mr. Lincoln’s opinion the 
President had in mind bringing to light 
only facts relating to insurance com- 
pany investments, not a general probe 
of the business from one end to another. 
But after the TNEC was set up and the 
SEC was designated to conduct the probe 
it became apparent that their objective 
was to take over the job of looking after 
the insurance business. 


Metropolitan First Company Examined 

The speaker gave his General Brokers’ 
audience a first hand description of SEC 
visits to the home office of the Metro- 
politan Life, the first company to be 
examined. Investigators, mostly youne 
men just out of college, were permitted 
to examine the company ’s files, a privi- 
lege Mr. Lincoln never felt they had a 
right to exercise. They spent a month 
in the office, overlooked nothine—even 
delving into Mr. Lincoln’s personal file. 
They promised they would go over their 
findings with him but Mr. Lincoln said 
“they never kept that promise. 

\t the opening hearing the then chair- 
man of the SEC, William O. Douglas, 
announced that the sole interest was in 
the facts—and a thorough examination 
of those facts to indicate how the com- 
panies employ the economic power they 
hold. But Mr. Lincoln pointed out that 
such testimony as they have presented 
has been on the critical side. He is 
curious to know what happened to all 
the information they must have found in 
company files of a complimentary nature 
to life insurance. 

The Metropolitan’s president took 
pains to differentiate between the tactics 
of the SEC investigators and the very 
fine way in which the Congressional 
members of the TNEC handled them- 
selves. He indicated that Chairman 
O'Mahoney and his associates had shown 
both consideration and understanding, 
that they had publicly stated that the 
TNEC study was not an attack on the 
reserves of life insurance. But Mr. Lin- 
coln was outspoken in his displeasure 
over the conduct of the SEC during the 
hearings particularly on the day when 
Industrial agents of the Metropolitan tes- 
tified on “forged ballots” in electing 
company directors. No opportunity, he 
said, was given the next day to “self- 
respecting members of our agency force” 
to deny that such methods were prac- 
ticed. Applause greeted his statement 


= 


that the thirteen agents who gave the 
“forged ballot” testimony were dis- 
charged because under oath they had 
indicated their faithlessness to the 
Metropolitan. 

The speaker next referred to the hear- 
ings of last June as being an effort to 
prove that a collusive agreement exists 
between companies. The probe was di- 
rected at the exchange-of-information 
meetings which companies held in order 
to thresh out and review rates and ex- 
perience on certain classes of business. 
Mr. Lincoln upheld the value of such 
exchange of information and said that 
Superintendent Pink would have a right 
to criticize the companies if they had 
not sought to get together and swap 
information. 

Lincoln’s Own Experience on Stand 

Finally the Metropolitan’s president 
came to his own experience on the wit- 
ness stand last August. Morris H. Siegel 
testified just before him, “probably as a 
backdrop for my testimony,” said Mr, 
Lincoln. He was not in the room when 
Mr. Siegel testified. But he took par- 
ticular pleasure in giving his opinion of 
insurance counsellors wh'ch was the first 
question put to him. 

In closing Mr. Lincoln called attention 
to the questionnaire which has just been 
sent to state insurance departments seek- 
ing information as to their methods of 
company supervision. He wondered if 
it was not the forerunner of the SEC's 
plans for replacing state supervision by 
Federal control of insurance. Outspoken 
in his championship of state supervision 
the speaker referred to the “glorious his- 
tory of supervision in New York State 
which has been of distinct value to the 
insurance business.” He called attention 
to the flexibility of state supervision, 
particularly helpful in the recent depres- 
sion years; reminded his audience, which 
included the entire staff of the New York 
Department, of the amount of money 
which the state would lose in taxes if 
Federal supervision ever superseded that 
of the state, and hammered this point 
home: If we_ ever have concentrated 
supervision in Washington we will never 
have the same intelligent handling of 
our problems as now exists. 

William H. Hotchkiss was the only 
living former Superintendent of Insur- 
ance not present at the dinner, illness 
keeping him away, and he was missed. 

President Sullivan’s Address 

Following Mr. Lincoln Justice Conway 
introduced President George F. Sullivan. 
Chief feature of his address was _ the 
attention he paid to the place of capital 
stock insurance in the economic system 
of this country and its relative value as 
compared with mutual insurance. He 
said the attitude of the insurance broker 
toward the stock vs. mutual question was 
one of the most important problems now 
confronting the fraternity. Of equal im- 
portance, he said, was the “necessity for 
a self-regulating organization within our 
profession.” 

Speaking on the first named Mr. Sul- 
livan compared stock vs. mutual com- 
panies to the world struggle between 
different ideologies and said: “It seems 
to me to be unorthodox and the cause 
of confusion in our minds. Perhaps one 
of the reasons for this is that human 
relations today are principally conduct- 
ed through the medium of the written 
word of the press and the spoken word 
of the radio. This has brought about 
the habit of classifying ideas and stock- 
ing labels on them. These labels soon 
include many diverse and_ opposite 
thoughts, ideas and policies.” 

With this thought in mind the speak 
er presented a picture of mutual insur- 
ance where assessable and non-assess- 
able companies write part of their busi- 
ness through agents and brokers and 
party direct, and where mutual compan- 
ies maintain a steady dividend rate ir- 
respective of the actual profit earned 
during any given period and accumulate 
what some think to be huge and un- 
necessary surpluses. On the other hand, 
some mutuals who adhere closely to the 
principle of mutualitv, pay dividends 
which more closely reflect actual profits 
and maintain only small surpluses, levy- 
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Scott Foresees Large Increase In 
Canadian Fire Premiums Due to War 


The present war emergency brings 
many new problems and variations of 
old problems to the fire insurance agent, 
stated W. J. Scott, K.C., fire marshal 
for the Province of Ontario at the an- 
nual convention of the Ontario Fire and 
Casualty Agents Association at the Royal 
York Hotel in Toronto last week. 

To meet the strain of wartime busi- 
ness the fire agent has to be even more 
capable and fully trained and alert to all 
his responsibilities. 

“Speaking particularly from the angle 
in which I am interested,” the fire mar- 
shal added, “that of keeping down On- 
tario’s fire losses and preventing both 
accidental and designed fires, I desire to 
discuss briefly the fire insurance agent’s 
duties to the public, to his insurance com- 
pany and to himself. 

“No fire insurance agent should feel 
unduly pessimis stic over business possibil- 
ities during war-time. Insurance experts 
generally seem to feel that the volume of 
business to be written by fire insurance 
companies can be expected to expand 
very considerably in the near future. 
Business men generally are showing a 
disposition to carry heavier stcecks than 
they have been for years, partly to avoid 
any shortage of supplies, and partly in 
the expectation that prices may rise in 
war-time. This means larger inventories 
of raw materials and finished goods 
which will require more insurance 

“Also business generally can be ex- 
pected to speed up and expand, to more 
than compensate for such lines as will 
be reduced during the war. We have 
also the experience of the last war to 
use as a guide, when the increase in the 
insurance carried and in the premiums 
received, in the latter of which of course 
the agents share, was most noteworthy. 

“Taking the figures issued by the Do- 
minion Superintendent of Insurance for 


Past Experience 
Sets The Course 
For The Future 


Dominion licensed fire insurance com- 
panies it is noted that in 1913 the net 
amount of fire insurance at risk was $3,- 
151,000,000. This amount rose. steadily 
during the war, the most substant/al 
jump being between 1917 and 1918, to a 
peak in 1919 of $4,923,000,000. In the 
same seven year period the cash _ pre- 
miums received rose from $25,745,000 in 
1913 to $40,310,000 in 1919, 

“In the interval between 1919 and 1938 
there has been a tremendous reduction 
in insurance rates generally, which has 
accompanied the even greater reduction 
in the fire loss which was most certainly 
assisted by all the fire prevention efforts 
during these years. This has resulted in 
the amount at risk rising by 100% while 
the insurance premiums increased by 
only 6%. However, if the results in this 
war are anything like the previous one, 
Wwe can anticipate a very large increased 
business from that of 1938 when the 
amount at risk was $9,963,000,000 and the 
net cash received for premiums was $2,- 
446,000.” 


SHARP WITH ATLANTIC MUTUAL 

H. A. Sharp, until recently treasurer 
of Johnson & Higgins, has become affili- 
ated with the Atlantic Mutual. He has 
been associated with Johnson & Higgins 
for over twenty years, and is experienced 
in the various phases of property insur- 
ance. After spending some time at the 
company’s home office, 49 Wall Street, 
New York City, Mr. Sharp expects to 
take a field position in northern New 
Jersey. 





CHAS. M. PETERSEN ADVANCED 
Charles M. Petersen, special agent of 
the Travelers Fire and the Charter Oak, 


with headquarters at Cleveland, O., has* 


been advanced to assistant manager of 
the Cleveland branch office. 





The future course of ship or insurance company depends on experi- 


ence handed down from the past. 


To agents seeking security from 


today’s competitive storm, AMICO’‘s history during the ten worst years 
which American business has ever faced is highly significant. 


From 1929 to 1939, AMICO’s Premium Income increased 147% while 
its Reserves for Unearned Premiums, Losses and Loss Expenses were 
increased 261% reflecting the security and sound management which 
has helped to make possible the records achieved by AMICO agents in 


the past. 


At the same time, it indicates a course open to progressive 


agents who want to make sure of the future. 


Find out now what AMICO’s advantages of Security and Service at 
substantial annual Savings to policyholders can mean to you—no 


obligation. 


AMERICAN MOTORISTS INSURANCE COMPANY 
JAMES S. KEMPER, President 


Sheridan at Lawrence 


Chicago, U. S. A. 














Ontario Agents 
(Continued from Page 26) 


year increased from 543 agencies to 624 
agencies, creating a new all-time record, 

One new association, that of S: 
Thomas, Ontario, was added to the list 
of local associations during the year, Mr 
Mason stated, making a present total of 
eighteen local associations. The Oshawa 
Association also was recently reorgan- 
ized, he added. 

Some of the highlights of Mr. Mason's 
report to the association, revealing the 
various items of progress recorded in 
the year, follow: 

Agents’ Qualification and Licensing 

of Agents 

“During the past year we have re- 
ceived splendid cooperation from the 
Department of Insurance and many li- 
censes have been refused and cancelled 
by the advisory board. The Depart- 
ment has also, during the past year, con- 
sented to submit all new applications 
for licenses received from territories 
where we have a local association. to 
the local association for a report. This 
plan is working out very satisfactorily 
and in a number of cases the local as- 
sociation has furnished valuable infor- 
mation for the use of the advisory board, 
We appreciate very much the Depart- 
ment’s cooperation in this regard. 

sa represented this association at the 
Superintendent’s conference in Montreal 
in August. Two items at this confer- 
ence are of particular interest to the 
members of this association. (1) The 
companies are to be requested to report 
outstanding agency balances over sixty 
days instead of ninety days as at pres- 
ent. (2) The forming of a committee of 
representatives of (a) Departments of 
Insurance, (b) other than life com- 
panies and (c) agents and brokers—to 
formulate a schedule or schedules of 
basic principles relating to the licensing 
and regulation of other than life agents 
and submit same to the 1940 confer- 
ence. 

Company Cooperation 

“There has been a marked change 
during the past few vears in the co- 
operation received b- the agency force 
from the companies. Fire insurance rates 
have been adjusted more freely where 
the loss experience warranted it, but 
there should be a still further reduction 
in some classes of risks in some loca- 
tions. However, a_ reduction of rates 
means reduced income and it is suggest- 
ed that the companies might broaden 
the coverage of fire policies rather than 
reduce the rates, and thereby maintain 
the volume of income. 

“At the present time, in order to keep 
the funds of Canada in Canada as much 
as possible, it is the duty of the insur- 
ing public to insure their property in 
companies with offices in Canada. Many 
manufacturers who enjoy protection for 
their own products send their insurance 
premiums to foreign countries. A de- 
termined effort should be made by the 
companies and agency force to get this 
business back to Canada.” 

Value of Canadian Underwriters Ass’n 

The value of the Canadian Underwrit- 
ers Association to the fire and casualty 
insurance business and the stabilizing 
effect the work of the underwriters as- 
sociation was having on the insurance 
business was stressed by Robert — 
Stailing, vice-president of the C. U. 
in an address entitled “The Aims fee 
Objects of the Canadian Underwriters 
Association” before the final luncheon 
gathering of the Ontario Fire and Cas- 
ualty Insurance Agents Association. Mr. 
Stailing also is manager for Canada of 
the Sun Insurance Office. 

Mr. Stailing spoke in place of Col. 
S. W. Band, president of the Canadian 
Underwriters Association, who was not 
able to attend on account of illness. 

Mr. Stailing’s address follows in part: 

“Government rating and government 
regulation can never be as satisfactory 
or successful from the point of view of 
the companies or the public as regula- 
tion of our business by ourselves 
through our own organizations. The 
members and the staffs of our tariff 
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organizations have an intimacy of con- 
tact with the agents and the public and 
an interest in their problems which a 
eovernment department can never have. 
Moreover, there is a flexibility about as- 
sociation methods which is not to be 
found in a government body. Managers, 
field men and association officials are 
constantly meeting to exchange infor- 
mation and to study and deal with prob- 
lems of the business. 

“The aims and objects of our asso- 
ciation are so clearly and admirably set 

forth in the constitution that I cannot 
perhaps do them justice in a summary, 
but in brief they are as follows: 

“To promote a high ethical standard 
in the conduct of the business and to 
develop the confidence and respect of 
the public, to support and maintain 
sound principles and correct practices, 
to collect data and experience, to main- 
tain departments for the inspection of 
towns, risks, municipal waterworks, fire 
appliances, electrical and other fire haz- 
ards, to make maps, plans and surveys, 
to encourage improved building construc- 
tion, to encourage the use of safety de- 
vices, methods and practices for the 
safeguarding of life and property, to 
establish and maintain equitable pre- 
mium rates, to regulate policy wordings, 
compensation for business and agency 
appointments, to prevent rebating and 
to do such other work as may lend to 
reduce expense to members and the cost 
of insurance to the public. 

Loss Preventive Force 

“All of these things the association 
does and will continue to do as long 
as it has adequate support from you 
and from the public; and public opin- 
ion is likely to reflect your opinion, for 
it is you who come in the course of 
your work directly in contact with the 
public. The tariff association by its in- 
herent methods operates as a powerful 
loss preventive force—probably in the 
final analysis the most powerful of all. 

“It broadcasts through its rates to the 
companies, the agents and the public its 
estimates of the hazard of the risk and 
by penalties in the makeup of the rate 
brings through touching his pocket-book 

the strongest pressure to bear on the 
insured to make improvements in his 
risk. This pressure is inescapable even 
if he insures non-tariff because the 
broadcast tariff rate forms the basis of 
the rate for all other insurers. 

“If there were no association this 
pressure would not exist. The rate 
would simply be competitive, without any 
basis—high or low. Inspection work, to 
note and penalize unsatisfactory condi- 
tions, would not exist. Business would 
be placed without inspection in the ma- 
jority of cases, or with a very perfunc- 
tory one, because the objective of the 
company and inspector would be to get 
the business, if possible, on their books 
without antagonizing either the insured 
or his agent or raising objections about 
fire hazards. Municipal inspection would 
not exist and there would be no check- 
up of municipalities, their fire hazards 
and fire-fighting facilities by an inde- 
pendent source. Conflagration areas 
would tend to increase because there 
would be no definite penalties in the 
rate for each risk under the heading of 
‘Exposure.’ 

“The question is sometimes asked: 
‘Why doesn’t the association lead in- 
stead of trailing along behind the non- 
tariffs?’ Gentlemen, the association 
does lead and always will! In the mat- 
ter of rates we lead by preparing and 
issuing our rates. We do the same 
thing with forms and policy wordings 
and all the other items that are em- 
bodied in the rules of the association— 
which are in the possession of every 
agent. As a matter of fact, our com- 
petitors start where we leave off. 

“Another question sometimes asked is: 
‘Why doesn’t the association give the 
public what it wants?’ Now, what does 
the public want? It wants adequate pro- 
tection at the lowest possible cost. The 
function of the association is to meet 
that demand in the best possible way, 
which can only be done through an ad- 
herence to sound principles and methods. 
Unsound methods increase the cost of 
Insurance, although the public may not 
be aware of this.” 


Charles Addresses Hartford 


Institute on Inland Marine 

A. C. Charles, of counsel to the Joint 
Committee on Interpretation and Com- 
plaint, addressed the Insurance Institute 
of Hartford on October 25, on the his- 
torical background and definition of in- 
land marine insurance. Mr. Charles is 
an authority on the nation-wide defini- 
tion of marine and transportation insur- 
ance, and attends all sess‘ons of the 
joint committee and the sub-committees 
to note the judicial approach to all ques- 
tions submitted. 


The Joint Committee on Interpreta- Chubb, head of Chubb & Son; Douglas 


tion and Complaint was formed on Jan- 
uary 19, 1934, and is comprised of the 
following members: 


Bernard M. Culver, president, America 
Fore Companies; Paul L. Haid, presi- 
dent, Insurance Executives Association ; 
Harold M. Hess, manager, New York 
Fire Insurance Exchange; Fred W. 
Koeckert, United States manager, Com 
mercial Union; Harold Warner, United 
States manager, Royal Liverpool Groups; 
William E. McKell, president, New 
York Casualty; Fred S. Garrison, secre- 








I’, Cox, president, Appleton & Cox, Inc.; 
Frederick B. McBride, manager Atlantic 
marine department, Fireman’s Fund; Ed 
ward J. Perrin, Jr., vice-president, Auto 
mobile; Henry H. Reed, general man- 
ager, New York City, Insurance Co. of 
North America. 


ST. PAUL F. & M. DIVIDEND 

At the quarterly meeting of directors 
of the St. Paul Fire & Marine on Octo 
ber 17 the regular quarterly dividend of 
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THE OTHER—AND MOST 
SERIOUS—PART OF THIS 
DISASTER IS ELOQUENTLY 
TOLD IN THIS LETTER... 


By assuring prompt discovery, and immediate 
and accurate alarms, A.D.T. Automatic Fire De- 
tecting and Reporting Systems keep physical 
losses to the minimum, thereby also protecting 
the intangible values that always are affected 
when serious fire stops a business. Write for 
free descriptive booklets, and information on 
how A.D.T. can provide your clients with more 
efficient, and more economical protection. 
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HALF THE STORY = 


Indemnity; Hendon $2 a share was declared. 
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1 will waver that 90 ot the present 
veneration doesn’t know just what “called 
hun macuron: means im the tourth line 
of “Yankee Doodle.” It goes “ ridin 
on a pony, stuck a feather im his hat 


and called hint macaroni 

He did not call | pony Alacarons 
but “him” tand for “hunself,” and 
“Macaroni” at that tin eamt a “ltd 
or “man about town” or “swell W hile 
recruiting soldiet for the brench and 


Indian campatons at Fort Cratlo, opp 
site Albany, the 
came to town in all kind it 
sticking teathers or ornaments into theu 


American voluntec 


irb, many 


caps for decoration, Webster's diction 
ary ives the definition as tollow lL An 
edible paste, made into lon lendet 
tubes; 2. a medley i. a lop, an exquisite 
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Pock-Marked Angels 
Hlunting up Curiou inscription I 

tombstone eel to have beeon quite 
a fad In LOOS while it Brandon, Vt 
if my memory serve ine, | located a 
tombstone which had two child an 
whose faces bore pock-mark \bove 
the imseription testihed to their havin 
died of small-pox 

* * * 


Sunrise on Mount Mansfield 
The old Brooklyn Park Theatre in 


its prime in the eighties and nineties 


TESTIFY AT KANSAS CITY 


Several Leaders in Fire Insurance Field 
Appear Before Jackson County 
Grand Jury 
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president of the Missouri Association ot 
Insurance Agents, wl was the late 
Charles RK. Street’s messenger in the 
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TALES of the ROAD ! 
By E. H. HORNBOSTEL, | 

New York State Agent, Firemen’s of N. J. | 
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Too Many “Good Mornings” 
\ triend of mine, who had traveled 
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ot having “ 
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Polhteness 
is all right to a certain extent, but it is 
being overdone, and is annoying at times 
\ lot of 
silence instead of having to open a long 
conversation with bell-boys, clerks, wait- 
waitresses, and having to call 
“sood morning.” 


ers and 


back 


elel bare 


{ S 
aul | 


ecutives 


Culver, 
York; 
iN val 
Koeck« 


Union fleet 


EXAMINERS PLAN STUDY GROUP 
President Wilham W 


mercial 


Examines 
in speakin 
lred members gathered at Miller’s Res 
October 17 for their 
presented a plan for the for 


taurant 


hneeting 
mato 
issociat 
problem 
writers 
ected 
} tan 
riod 
t the 
s est 


ro ft . 
eC Nnre 
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tiations recently for the purchase of the 
“| of the Royal Plate Glass & 


irter 


nsurance 
is operated for the past few years as 
in investment trust in Vancouver but 
nder the 
both new 


irter 


KNICKERBOCKER DIVIDEND 


The Knickerbocker of the Corroon & 
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| adnured it and wished that some tine 
see it, which | did in 1903, going 
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watch the sunrise, 
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shall never forget standing on 
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watching the sunrise | have never seen 
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MUTUALS ELECT OFFICERS 


Purmort Heads National Association; 
Federation Selects Baker, Adver- 
tising Men Name Sampson 
L.. G. Purmort, secretary Central Man 
ufacturers Mutual, Van Wert, O., has 
been elected president of the National 
\ssociation of Mutual Insurance Com 
panies. He served last year as presi 
dent of the Federation of Mutual Fire 
Insurance Companies. Other officers of 
the association are vice president, Fred 
C. Cromer, Los Angeles Mutual Fire ; 
secretary, Harry T. Cooper, Indiana 
Farmers; treasurer, Frank B. Fowler, 

Indiana Lumbermens Mutual. 

Officers elected by the Federation are 
President, L. H. Baker, Michigan Millers 
Mutual Fire; vice-president, J. H.R. 
Timanus, Philadelphia Contributorship ; 
secretary, A. V. Gruhn, manager Ameri 
can Mutual Alhance. 

The Mutual Insurance 
Sales Conference elected: 
C. Sampson, Employers Mutuals, 
Wis.; vice-president, Fred A. 
Mutual, Indianapolis; 


Frank W. Davis, 


Advertising 
President, W. 
Wau 
Lehr, 

See 


Utica 


Sau, 
Lumbermens 
retary-treasurer, 
Mutual 


War Risk Cover on Cargoes 
Damaged After Seizure 
War risk 


ing the shipper 
seizure of his 
naval were 


coverage protect 
capture or 
by allied 


insurance 

against 
merchandise 
withdrawn on ship 
ments to all parts of the world on 
October 22. Since the outbreak of the 
war such protection has been denied in 
war-risk policies covering cargoes to 
European ports but has been available 
on shipments to Latin America and to 
other parts of the globe. Under the 
new regulations only shipments between 
United States ports or to this country’s 
possessions in the Western Hemisphere 
can be insured against capture or seizure, 

In announcing the change, underwrit 
ers informed shippers that they had 
adopted a new clause to liberalize the 
terms of policies as far as the capture 
and seizure hazard was concerned. Un 
der the new clause underwriters will af 
ford protection against damage or de 
struction of shippers’ cargoes while they 
are in the custody of naval authorities. 


vessels 


OREGON EDUCATIONAL PLANS 

Formal announcement has been made 
for completion of arrangements with the 
Oregon state system of higher education 
in cooperation with the Oregon Insur 
ance Agents’ Association for a class in 
property and allied lines of insurance to 


be available through the Portland Ex- 
tension center of the system Dean 
Powers of the General Extension Di- 
vision of the system met with Oregon 
agents and plans were made for the 
classes. Text book will be Prof. Hueb 


ner’s book on “Property Insurance.” The 
course will include classes under the di 
rection of Instructor Dr, Jesse H, Bond, 


professor of business administration of 

University of Oregon, 

JOHN BENSON OF OKLA. RETIRES 
Completing his twenty-second year as 

state agent in Oklahoma for the New 

York U nderwriters, John Benson of Ok- 


lahoma City re tired from active business 


October 1 with an enviable record in 
the activities of the fire insurance fra- 
ternity of the state. He had been ac- 


corded high honor by the Oklahoma field 
men, having been named most loyal gan- 
der of the Oklahoma Pond, Blue Goose; 

president of the Oklahoma Fire Under- 
writers Association and president of the 
Oklahoma State Fire Prevention Asso- 
ciation, He had also served as legisl 1- 
tive agent for the National Board of 
Vire Underwriters. He is succeeded by 
C. E. Johnson, who has worked with 
him as special agent since the first of 
the vear. 


JAMES M. _ BROGAN DIES 
James M. Brogan, Livingston County 
Demoer: atic committee members for sev- 
eral years and a member of the ag 
ville Insurance Agency, died recently 
Dansville, N. Y., at age 62. 
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HONOR B. D. COLE 


Well Known West Palm Beach Agent 
Tendered Dinner on Twentieth 
Anniversary of Agency 

Staff members, sub-agents and com- 
pany represe ntatives gathered for dinner 


last Wednesday night at the Hotel 
George Washington in West Palm 
Beach, Fla. to honor B. LD. Cole on the 
occasion of the twentieth anniversary of 
the Cole Insurance agency in that city. 
All of the twenty-two companies for 
Whom the agency writes business were 
represented, J. C. MeKay, Tampa, was 
toastmaster. Flanking him were Mr. and 
Mrs. B. D. Cole, Sr., and on either side 
were Mr. and Mrs. B. D. Cole,.Jr., and 
Mr. and Mrs. J. H. Cole. 


In response to the many tributes paid 
him, Mr. Cole sketched the history of 
his organization from its establishment 
in 1919.) He paid tribute to the many 
companies for carrying the agency 
through trying periods and again in 1928 


in sending adjusters to settle storm 
losses promptly. 

Described by Toastmaster McKay as 
one of the outstanding insurance agen- 
cies in the South, B.D. Cole, Inc., rep- 
resents more companies than organiza 
tions in cities several times the size of 
the Palm Beaches. Before establishing 


at West Palm Beach, it was pointed out, 
Mr. Cole had acquired a wealth of ex- 
perience in the insurance field elsewhere, 
particularly in| Maryland. 
Telegrams Received 

The dinner was tendered Mr. Cole, his 
stall and sub-agents by insurance repre- 
sentatives of companies aligned with the 


Cole agency, headed by Walter O. Greg 
ory, Orlando, who made the arrange- 
ments. 

Company representatives were Alexan- 
der MeCormack, New York; Frank F. 
Dorsey, Baltimore; Will Love, Atlanta; 
Albert Daughtridge, Lakeland; E. B 


Gregory and J. C. McKay, Tampa; R. E. 
Miami; Jack Justice, Sam EF. 
Myrick, L. P. Hebard, L. F. Dunlap, 
T. D. Lippitt “o John M. DeSaussure, 
Jacksonville; T. L. Hearn, O '. Hous- 
ton, J. G. Hedgepeth and W. O. Gregory, 
Orlando. Also Mr. and Mrs. Cecil 
Sledd, West Palm Beach. Mr. Sledd is 
manager of Florida Inspection and Rat 
ing Bureau. 


HOME INS. CO. GOLF MEET 
Despite rain, the 59 Maiden Lane Club 


Rutledge, 


of the Home Insurance Co. held its 
annual golf tournament on October 3 
at Echo Lake Country Club, Westfield, 
N. J. Sixty-one golfers participated in 


the tournament, which was concluded in 
the evening with a dinner. S. A. Me- 
horter, assistant secretary, acted as toast- 
master and presented the prizes to the 
following winners: first low gross, L 
Peterson, 90; second low gross, V. Grady, 
90; third low gross, S. Connett, 95. First 
low net (president’s cup), E. Kolbell, 77; 
second low net, R. Nietert, 78; third low 
net, T. Ryan, 79. — First kickers, ... 
Amelang; second kickers, W. McIntyre; 
third kickers, R. Falk; fourth kickers, 
A. W illiams ; fifth kickers, F. Haggerty. 
Guest prizes, low net, S. Morrison of 
Newark, 75; kickers, J. McKay of New- 
ark. 


HONOR GEORGE B. JENNINGS 


The Fire Insurance Field Club of Vir- 
ginia this month honored George B. Jen 
nings, state agent of the Royal and 
affiliated companies, with a dinner at 
the Hotel Reuger, Richmond, About 
seventy-five members attended and pre- 
sented Mr. Jennings with a handsome 
gift. T. H. DeGraffenried, special agent 
of the North British & Mercantile, was 
toastmaster. 


BINDER CLUB RESUMES 

The Binder Club, Baltimore, has resumed 
meetings in connection with the regular 
weekly luncheons of that group. War 
risk insurance was the subject of the 
October 19 meeting, followed on Oc- 
tober 26 with a talk by R. W. Test of 
the Better Business Bureau. November 





2 Frederick M. Supplee, president J. 
Ramsay Barry Co., Inc., will be the 
speaker. 
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This month’s North America national advertising 
emphasizes the importance of care in preventing fire, 
not only because it conserves property but also be- | 
actual 
North 


loss - prevention engineering service is 


cause it frequently brings the policyholder 


savings through a lower insurance rate. 
America’s 
pointed out as another advantage of North America 


protection. 


See our advertisement in the | 
November 6th issues of Life 
and Time, and the November 
25th issue of Business Week. 


Insurance Company of 


North America 
PHILADELPHIA 


and the 


Indemnity Insurance Company of North America 
write practically every form of insurance, except life. 
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W. A. Earls, New President of Ohio 
Agents Ass'n, Is Nationally Known 


William A. Earls of Cincinnati, elected 
president at the closing session of the 
annual meeting of the Ohio Association 
of Insurance Agents, October 18, ex- 
pressed the belief that the withdrawal 
of the Ohio Association from the Na- 
tional Association has been good 
both organizations. 

In addition to Mr. Earls, the new of- 
ficers are vice-president, Paul W. Krid- 
ler, Freemont, and national councillor 
and chairman of the committee for con- 
ference, L. Calvin Jones of Youngstown, 
the retiring president. The new trustees 
are G. Farr Larie, Marion; J. F. Van 
Vechten, Akron, and Thomas M. Lynn, 
Zanesville. 

Would Eliminate Part-Timers 


The convention adopted resolutions 
urging complete elimination of part-time 
agents, calling on the companies to adopt 
a policy of dealing only with full-time 
agents and appointing no new part-tim- 
ers, and opposing formation of further 
“Property Insurance Pools,” as well as 
“the extension or regimentation of risks 
which have no common inherent hazard.” 

Other resolutions endorsed the work 
of Insurance Superintendent John A. 
Lloyd, and expressed opposition to the 
sicelow amendments for a pension pro- 
posed for Ohio. 


for 


Mr. Earls’ statement about the Na 
tional Association, made immediately 
after his induction into office at the 


Insurance Superintendents’ luncheon, at 
the close of the meeting, is as follows: 


Earls on National Association 


“This association took a bold step 
when it withdrew from the National As- 
sociation. I believe it has done both 
associations good; it may help to bring 
about some changes in the National As- 


Kay Hart, N. Y. 
WILLIAM A. EARLS 


sociation that should have been made a 
long time ago. The National Associa- 
tion is too much of a self-perpetuating 
unit to be good for itself; it is not demo- 
cratic enough in its responsibilities. And 
you can surmise from the undercurrent 
of this last meeting in Boston that things 
are shaping themselves for a more ef- 
fectively operated National Association. 
We here in Ohio long since have learned 
how to govern ourselves; in fact, we 
have handled legislative and judicial mat- 
ters for many years, and without a doubt 
the talent and ability in the ranks of 





the Ohio Association will continue to 
function for a greater Ohio Association.” 

Superintendents Louis H. Pink of New 
York and Lloyd of Ohio were the head- 
line speakers at the luncheon. Mr. Pink’s 
masterly defense of the foreign compa- 
nies operating through United States 
Departments under his supervision, was 
well received. 

Many Excellent Speakers 


The convention itself heard a list of 
top flight speakers, including Curtis F. 
Eagle of the American, speaking for the 
Field Club; Urban M. Lilli, Chicago, 
manager of the inland marine depart- 
ment of the Phoenix; President E. J. 
Bond, Jr., of the Maryland Casualty; 
Administrator Herschel S. Atkinson of 
the Ohio Unemployment Compensation 
3ureau; A. Bruce Biclaski of the arson 
department of the National Board of 
Fire Underwriters, and Assistant Agency 
Director J. Dillard Hall of the U. S. 
FP. & G. 

The new president, Mr. Earls, is na- 
tionally known. He operates the Cin- 
cinnati agencies of Earls-Blain Co.. the 
Laws Insurance Agency and the Henry 
Insurance Agency. Mrs. Earls is the 
daughter of the late Thomas E. Galla- 
cher of the Actna, and a sister of Vin- 
cent L. Gallagher, assistant United States 
manager of the Pearl. Mr. Earls’ three 
sons are in business with him, Tom 
specializing in marine insurance, John 


in surety, and Bill in life insurance. 





ANDREW McTIGUE DEAD AT 77 

Andrew McTigue of Far Rockaway, 
Queens, insurance and real estate agent, 
died last week at the age of 77 years. 
He was a high type man and widely 
respected. Born in Far Rockaway he 
was graduated from St. John’s College, 
Brooklyn, and in 1885 opened his own 
office. He had served as trustee of the 
old village, postmaster, deputy collector 
of assessments and city appraiser. Sur- 
viving are three sons and three daugh- 
ters. 


Brokers’ Selling Course 


Given by McNamara Agency 


The John C. McNamara organization, 
general agent of the Home Life of New 
York, 17 John Street, New York City, 
is giving a “recovery” selling course for 
general insurance brokers at the agency 
offices starting Monday, October 30. The 
course will hold sessions each Monday 
and Thursday from next Monday until 
December 21. 

Each session will have a_ different 
speaker including experts in special 
fields like taxation and insurance law, 
successful producers and one company 
president, James A. Fulton, president of 
the Home Life of New York, who will 
close the two-month course with an 
address. 

The schedule of speakers and dates 
can be obtained by addressing the John 
C. McNamara Organization at 17 John 
Street. 

The speakers in the order in which 
they will address sessions are William 
H. Burns, John H. Brady, Nelson M. 
Way, Denis B. Maduro, Frank M. Min- 


ninger, Jr.. Diederich H. Ward, Wil- 
liam P. Worthington. Lawrence FE. Si- 
mon, A. Douglas Oliver, Walter E 


Knowlton, Thomas M. Scott, William L. 
Bovee, Clay W. Hamlin and James A 
Fulton. 


ILLINOIS MEETING SPEAKERS 


Offices of the Illino‘s Association of 
Insurance Agents at Chicago announce 
the following speakers for the opening 
day’s program at the fortieth annual 
convention to be held at Springfield 
November 8 and 9: Sidney O. Smith, 
president National Association of Insur- 
ance Agents; Roy A. Duffus, Rochester, 
N. Y., Underwriters Board; Robert I. 
Catlin, vice-president, Aetna Casualty & 
Surety, and H. P. Janisch, manager As- 
sociated Insurance Agents & Brokers, 
Inc. 
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Financial Statement, June 30, 1939 


REINSURANCE CORPORATION. 


200 BUSH STREET, SAN FRANCISCO 


ASSETS 

RAO TE FRAMED oo os ear ena ede Ke ReadMe easR nde rdoetiawisiews $ 665,268.47 
INVESTMENTS: 

U. S. GovERNMENT Bonps...............ccecceecces $1,070,833.24 

COPIER TOMI oan scceda cic vcedeecedctnvecscesnevmus 848,927.75 

MarkKET VALUE OF STOCKS... .. 2... 0. cece eccccccece 1,563,430.00 

DEORFGAGE DOANS ook occ eeinedscuvdesved woke: 38,500.00 

REAL EstaTE OWNED... 2.2... 0c cee ce cee ce cece neues 7,500.00 

Ra ach eh pad ann Bide ph dds hahah S/R cd tas asheane esas olamedica pablo Mik as eohed 3,529,190.99 
Ba.ances Due rrom Cepinc Companies (Not Over 90 Days Due)... . 117,331.82 
PRCCRUED PNPEREST o.oo o.oo 5 oes ob 0.60-eewheive 4 b000-bianecewedevaiewens 15,141.01 

Borat Ansmerren Asses... . 5... os cacaicoccccccaaccacddaoceucenaws $4,326,932.29 

LIABILITIES 

RESERVE FOR CLAIMS AND CLAIM EXPENSES... .. 2... cccccccceccccecee $ 204,698.70 
ReseRVE FOR UNEARNED PREMIUMS...... 2... 0.0 cc eccccccecceceeees 2,058,087.53 
a a ee 62,471.19 


$ 600,000.00 
1,401,674.87 


CAPITAL STock.. 
SURPLUS. 


2,001,674.87 
$4,326,932.29 | 





Ba 8 970025-047 2044042 oriented ee hae 
Bonds and stocks owned are valued in accordance with the requirements of the New York State Insurance Department, viz.:— 
Bonds on an amortized basis, stocks at June 30, 1939 market quotations. If bonds owned were valued on the basis of June 30, 
1939 market quotations, Total Admitted Assets would be increased to $4,385 ,046.30 and Surplus to $1,459,788.88. - Securities 
carried at $364,463.52 in the above statement are deposited as required by law. 
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War Risk Insurance Provisions 
On Canadian Shipments Outlined 


\ memorandum issued by the Mon- 
treal Board of Trade summarizes con- 
ditions under which shippers in Canada 
may take advantage of the British gov- 
ernment scheme for cargo insurance on 
Ap- 


plications for insurance under the scheme 


shipments to the United Kingdom. 


have to be made in writing, either by 
the assured or his agent who may be an 
insurance broker. 

The insuring clauses are the standard 
which have been used 


English wording 


in the past covering war risk while 
waterborne only and strikes from ware- 
house to warehouse. In addition the 


war clauses may be extended to include 
transit risk in the United Kingdom from 
the time the goods leave the premises 
of the shipper and continue during the 
ordinary course of transit until the goods 
are on board the overseas vessel, or al- 
ternatively from the time the goods are 
discharged until they are delivered in the 
premises of the consignee, but not ex- 
ceeding fifteen days after discharge if 
the warehouse is at the point of dis- 
charge, or thirty days after discharge if 
the warehouse to which the goods are 
consigned is outside the limits of the 
port of discharge. 

These insurances can only be arranged 
in pounds sterling. 

Applications may be made for specific 
risks, in which cases advices have to 
be given and arrangements made prior 
to the sailing of the vessel or, in the 
event of the vessel having sailed, the in- 
surance will contain a warranty that the 
vessel is safe at the time of the accept- 
ance of the insurance, but open covers 
may readily be arranged for exporters 


ROSINA C. WHELPLEY TO WED 

Mrs. Rosina C. Whelpley, well known 
assistant advertising manager of the 
\merican Agency Bulletin, weekly pub- 
lication of the National Association of 
Insurance Agents, and Donald A. Quarles 
will be married this morning in Engle- 
wood, N. J. After a honeymoon trip to 
Canada they will make their home at 


273) Robin Road, Englewood. Mrs. 
Whelpley joined the American Agency 


Bulletin a few years ago and prior to 
that was engaged in newspaper work in 


Lakeland, Fla. 


Romance is the style at American 
\gency Bulletin headquarters in New 
York, George DuR. Fairleigh, editor, 


having been married two weeks ago. 


HIT COOPERATIVE MOVEMENT 
The Michigan Association of Insurance 
Agents, through its secretary-manager, 
Waldo C. Hildebrand, Henry Peacock, 
president of the Detroit association, and 
Wallace Rogers, Chicago, Western Un- 
derwriters Association assistant manager, 
obtained, during the past week, the active 
cooperation of the National Small Busi- 
ness Men’s Association in the fight on 
consumer cooperatives. The Small Busi- 
ness Men’s Group, holding its second 
annual convention in Detroit, made room 
on the program for a talk by Mr. Hilde- 
brand, although he had not been sched- 
uled previously for an appearance. Fol- 
lowing his explanation of the coopera- 
tive menace the association went on rec- 
ord in a formal resolution as urging the 
withdrawal of governmental support from 
the cooperative movement. 


COMMITTEE CHAIRMEN 
Springfield, Ill, committee chairmen in 
charge of arrangements for the fortieth 
annual convention of the Illinois Asso- 
ciation of Insurance Agents to be held 
there November & and 9 are Lawrence 
E. Head, general arrangements; Casper 


Brown, publicity; Newton McVay, hots- 
ing ; W illiam 300th, reception, and Mrs. 
Ross L. Weller, ladies’ entertainment. 


or importers permitting them to ship up 
to a certain specific limit on any one 
vessel and under an open cover no ad- 
vance notice is required and the only 
obligation is for the assured or his agent 
to mail weekly any declarations that 
have to come under the cover. It is 
also necessary to pay premiums weekly 
in respect of any declarations made. 

Rates which will be quoted from time 
to time will apply to all classes of Brit- 
ish or neutral steamers or motor ships. 
The rates are also not subject to any 
discount or brokerage to a Canadian in- 
surance broker. The latter will add a 
slight surcharge as remuneration and 
expenses. 


Chicago Producers Sore At 
Palmer’s Use of Authority 


Cry of “He can’t do that to us” has 
been heard in Chicago recently. At the 
same time producers of insurance busi- 
ness—especially fire, theft and collision 
business on automobile finance lines—are 
aware of the fact that Director of In- 
surance Ernest Palmer has done it to 
them. 

Agents and brokers have spent days 
seeking to get from attorneys opinions 
as to whether Mr. Palmer has the right 
to fix commissions or not. The Chicago 
Agents Associations met to discuss the 
matter, and for the first time in thirty 
vears the annual mecting of the Illinois 
Brokers Association was closed to the 
press to permit off-the-record expres- 
sions. 

Most outspoken of the two factions 


is the brokers. A. T. Coleman, chairman 
of the casualty acquisition costs com- 
mittee, declared that brokers might feel 
kindly toward “receiving advice” from 
Mr. Palmer, but they certainly were not 
agreeable to receiving his orders. That 
the brokers will make the thing an issue 
and “take it to court if necessary” is 
the word from A. T. Graham, vice- 
president, chairman of the association’s 
publicity committee and chairman of its 
fire acquisition costs committee. “We 
believe that Mr. Palmer has far over- 
stepped his authority,” said Mr. Graham. 





BLUE COOSE 1940 MEETING 
The Penn Pond of the Blue Goose will 
be host to the Grand Nest for the 1940 
annual convention to be held at the 
jamin Franklin Hotel, August 20-22. 


sen- 




















Sales Helps 





Sales are made by personal ‘alls but... advertising 


folders sent to logi cal prospects prepare the way 


for your call and help you do a better selling job. 


Agents and brokers representing companies of 


the Fireman’s Fund Group are urged to make use 


of these valuable sales helps. 
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Blackall Finds Big Improvement 
In Problem of Financed Autos 


It can be definitely stated, according 
to Insurance Commissioner John = C. 
Blackall of Connecticut, that so far as 
the insuring public is concerned the 
automobile insurance. situation on 
financed cars is much improved over 
what it was several years ago. Writing 
Sunday in the auto show section of the 
Hartford Daily Courant, the Commis 
sioner said that improvement is evi- 
denced by the large falling off in com- 
plaints as to adjustments of claims aris- 
ing out of this business and as to han- 
dling of interests of the car purchaser. 

Commissioner Blackall’s impression is 
that it “is better to make haste slowly; 
be sure of your ground on regulatory 
legislation than it is to be drastic and 
be compelled to make constant changes. 
The healthy feature of the whole thing 
is that there is an attitude of coopera 
tion all around to obtain the best results 
for the public as a whole.” 

The National Association of Insurance 
Commissioners has continued its auto- 
mobile finance committee with Commis- 
sioner Blackall as chairman. Other mem- 
bers are Dan Boney, North Carolina; 
James M. McCormack, Tennessee, and 
Richard Waters, Texas. 

Measures Leading to Improvement 

\fter reciting some of the early evils 
which led to action by the Commission- 
ers’ association Mr. Blackall said: 

“The National Association of Insur- 
ance Commissioners created a_ special 
sub-committee to study the whole prob- 
lem, and I have been working with that 
committee ever since. We have accom 
plished a great deal of good although 
there are still a few wrinkles to be 
ironed out. In the first place, we finally 
adopted regulations that have been um 
formly approved throughout the United 
States by which every purchaser of a 
car on the time payment plan should 
have in his possession an insurance policy 
itself, or a certificate of insurance indi 
cating the extent of the coverage and 
the nature of it, as well as the premium 
paid. We also insisted that any un- 
earned premiums on the cancellation of 
such a policy as applicable to each car 
should become the possession of the 
purchaser of the car in accordance with 
his interest therein, and the same we 
insisted should be true on dividends of 
mutual policies, that for various reasons 
may not have continued through normal 
expiration. 

“Some states have an absolute prohi- 
bition in their law against licensing 
finance companies as insurance agents 
While our law is not as drastic as this 
we do discourage it because we feel 
that it is not quite fair competition to 
the ordinary insurance agent. Then 
again it developed that the competition 
for the business among the companies 
prod luced a situation where the commis- 
sions paid were somewhat out of line, 
and the National Association, while it 
feels that 30% should be a top figure 
m such commissions, has not in fact 
gone on record on that feature of the 
matter, but has indicated in broad terms 
that the commission paid should be 
consistent with services rendered 

“It must be understood that the In- 
surance Department has no direct con- 
trol over the business of finance com- 
panies 

Wholesale Nature 

“A few vears ago the suggestion was 
made that possibly the wholesale nature 
of this business in the insurance field 
might permit of a recognition by the 
Insurance Commissioners of this very 
wholesale nature, to the extent of per- 


mitting a reduced rate consistent with 
the volume of paper work that was re- 
moved from home office activities by the 
handling of large accounts through in- 
dividual sources throughout the country. 
This, of course, followed to its ultimate 
conclusion, might mean that the man 
who had paid for his automobile in full 
might pay greater rates for his fire, 
theft and collision coverage than his 
neighbor who might still be paying for 
his automobile on the time payment plan. 
Anti-discriminatory laws are involved 
necessarily in such a picture. 

“New Jersey has recently passed a law 
that might be interpreted to mean that 
a fire company could give wholesale 
rates on such automobile coverage, pro- 
vided it gave similar rates to everybody, 
and if it, therefore, insured no automo- 
biles except automobiles under financed 
accounts, it might be within the letter of 
the New Jersey law in giving concessions 
to financed accounts. 


New Impression 


“This is a problem of new impression 
and is at present having the careful con- 
sideration of all those interested in the 
welfare of the business as a whole. 

“It can be therefore seen that the in- 
tere t of th’s department is exclusively 
confined to the insurance features of 
financing, and we have enough to do 
without transgressing on the regulatory 
authority or jurisdiction of other state 
departments. 

“In the last General Assembly, two 
bills were submitted, one similar to those 
already mentioned as existing in the 
West and on which this department took 
no attitude at all, and another which 
had our approval, rather simple in its 
terms, requiring only that the finance 
companies be compelled to register and 
be compelled to file an annual statement 
as to their finances. 

“I felt that if this latter bill passed, 
then over a period of years we would 
have more definite information on the 
Connecticut situation and if further leg- 
islation were necessary, it could then be 
adopted. But as I interpret the general 
statutes of the state, administrative of- 
ficials have a duty to indicate to the 
governor what legislation they desire 
and under another section to make their 
wishes known to the legislature, but it 
has never been my opinion that the ad- 
ministrative officials should in fact deter- 
mine the public policy of the state, as 
this is the duty that devolves primarily 
on the legislature, secondarily on the 
governor and only in a suggestive way 
on the administrative officials. 


Dealer Reactions 


“The automobile dealers of the state 
feel that too much of a regulation of 
the finance companies might produce 
sales resistance of automobiles and I 
assume that their argument has substan- 
tial weight. If such resistance should 
occur, there would be a slowing down 
process. Again it is stated that the 
substantial finance companies and the 
real ethical companies are large in num- 
ber and control most of the accounts, 
and they should not be too strongly 
penalized by any legislation aimed to 
correct possible evils that only a few of 
the finance companies are engaging in, 
and those of a smaller nature.” 





WESTCHESTER EXTRA DIVIDEND 

Directors of the Westchester Fire have 
declared an extra dividend of 10 cents 
a share on the common stock, payable 
November 1 to stock of record Octo- 
ber 21. 


Holden Urges Fight 
Against Communism 


ITS INFLUENCE ON SHIPPING 
Praise for Anton ‘Masine Insurance 
Companies; Humanitarianism and 


United Front Held Vital 


Captain Edward C. Holden, Jr., says 
that, “Were it not for the sound and 
established American marine insurance 
companies history would probably re- 
peat itself, and the American shipown- 
ers would again be at the mercy of 
certain foreign governments for insur- 
ance protection, as they were at the 
outbreak of the World War in 1914.” 

Captain Holden is safety department 
manager, United States P. & I. Agency, 
New York, and advisory committee 
chairman, Marine Section, National Safe- 
ty Council. He was addressing the Ma- 
rine Section of the National Safety Con- 
gress and pen nage in Atlantic City 
October 17 on the Safety Movement as 
Related to Ship Operations and Marine 
Insurance. During that address he de- 
clared that “The American marine in- 
surance institution has not only talked 
about safety in ship operations but has 
tried to do something for the general 
benefit of the American Merchant Ma- 
rine. Safety programs have been spon- 
sored for the benefit of ships, passen- 
gers, crews and longshoremen. 

“We don’t need more brains in indus- 
try; we do need more friendliness, more 
unselfishness, more of an understanding 
of the other fellow’s problems. This 
human attitude is not an indication of 
weakness but of real strength. It will 
inspire executive confidence. It will give 
the entire organization a strong build-up 
for cooperation and loyalty. 


Humanitarianism 


“Safety progress cannot be achieved 


without a consideration of the human’ 


element in business. We have found 
that strong leaders are industry’s strong- 
est advocates of safety. Strong leaders 
supply creative leadership. 

“Communism would disappear quickly 
from the American Merchant Marine if 
these human facts were faced. Order 
and discipline would return to our ships. 
Communistic agitators can find fertile 
soil to sow the seeds of discontent only 
as long as industry disregards its own 
united front for the safety and protec- 
tion of all employes. Safety systems 
enable industry to modernize its ideals 
and traditions of fairness and justice, 
Industry should take this means to cor- 
rect the mistakes of the past, and to go 
forward united in policy for the observ- 
ance and preservation of its own safety 
progress and creative leadership, also 
for the promotion of mutual understand- 
ing. 

“We all know that the Communists 
within our marine ranks are against the 
American way of doing things, hence 
their influence against loyal young Amer- 
icans being permitted to enter the mer- 
chant marine training schools. It is 
about time we did a little housecleaning 
in our own backyards. 


Subversive Influences 


“It has been stated openly that some 
ships are run from the fo’c’sle instead 
of the bridge. In such cases the fo’c’sles 
in turn are run from the Communists’ 
halls ashore. Then too, the communistic 
departmental delegates aboard ship en- 
deavor to run the master and officers, 
and the communistic delegates ashore 
try to run the operating management. 

“It is most demoralizing to all hands 
to witness communistically conducted 
meetings aboard American vessels. The 
leaders of these meetings are usually 
well trained Communists—some sail un- 
der false colors, or whiskers. Their .- 
purpose is to keep things disrupted, 
engender hate and strife and to ees 
constructive thought and action on the 
part of the rank and file. They never 
speak a good word for anybody except 
themselves. This communistic nuclei 
jeopardize the safety of any ship. 

“Investigation shows that the majority 





MARINE OFFICE 


OF 


AMERICA 
A TIMELY SUGGESTION 


American industry is shipping a 
swelling volume of goods—by 
rail, truck, air and water. 
Shippers of merchandise, 
whether large or small, vitally 
need Transportation Insurance. 
Many of them do not carry it— 
do not know of its time and 
money-saving advantages. 
Agents can perform a profit- 
able and important service 
discussing this coverage with 
present and future clients. 
Transportation Insurance, in 


all its many phases has been a 
specialty of our organization for 
over twenty years. 

For capable underwriting, in- 
formation and selling aids— 
write to our nearest office. 
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ALL CLASSES OF OCEAN AND INLAND 
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of the members of the crews aboard 
American vessels are loyal Americans 
and wish to be loyal to their employers, 
if and when they are permitted to do so. 
They are kept more or less muzzled by 
the communistic agitators at the present 
time. 


Labor Unions and Safety 


“In view of the indisputable evidence 
that subversive influences, coupled with 
unsafe and un-American practices, have 
been wrecking the American Merchant 
Marine, it is universally thought that the 
marine labor unions can materially assist 
in salvaging the merchant marine by fol- 
lowing the lead of the American Labor 
Party in regard to the repudiation and 
expulsion of the Communists and all 
other professional ‘ism’ agitators from 
their ranks. 


What to Do About It 


“It has been my endeavor to empha- 
size that the men aboard ship are look- 
ing to their management for proper guid- 
ance and protection in all matters affect- 
ing the safety of their ship and them- 
selves. What are you doing about it? 
Safety organizations provide the point 
of contact. Safety programs provide 
proper guidance. Safety education bridges 
the chasm between management and 
employes. Safety education promotes 
friendly relationship and mutual under- 
standing. Safety methods get the men 
working for the company instead of 
against it. 

“You can bring order and discipline 
out of chaos through a united front for 
safety. To do this you must organize 
safety policies now for the future safety 
of your company and of the American 
Merchant Marine. Employe relations 
will improve—indeed, the whole organi- 
zation will become more dynamic and 
more successful. To accomplish this 
purpose you must supplement your pres- 
ent organization’s wisdom and _ experi- 
ence with fresh ideas, new enthusiasm, 
a new spirit of cooperation, and a better 
understanding of company problems and 
policies by means of a scientifically ar- 
ranged and well balanced safety program. 
Now is your opportunity to insure the 
safety of your company and of the 
American Merchant Marine. Do not let 


it pass by.” 
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Safety Effort Good 
Business Says Falvey 


PROGRAM PRODUCING RESULTS 


Stock Companies Have Supplied Effec- 
tive Vehicle to Agents For Improv- 
ing Public Relations 


should be the first law of the 
insurance business, Wallace J. Falvey, 
chairman advisory committee, National 
Conservation Bureau, and vice-president, 
Massachusetts Bonding, told the Mis- 
souri Association of Insurance Agents 
in annual - ntion at Excelsior Springs 
October 24. In an address entitled “It’s 


Safety 


Our War” Mr. Falvey said: 
“Is safety good business? As insur- 
ance men we know that rates, or price, 


have a strong bearing on the amount of 
insurance we write. When rates are high 
we work harder and write less business 
than when they are low. As insurance 
men we also know that the accident rate 
affects insurance rates. I do not hesitate 
to say that if organized safety work had 
not been instituted many years ago the 
volume of business we now write would 
be less because insurance rates would be 
prohibitive to many. So say ‘Yes, 
from every standpoint safety is good 
business. 


Government’s Place 

“Is accident prevention solely the re- 
sponsibility of government? The Amer- 
ican people will reasonably obey even 
questionable statutes as long as they do 
not interfere with that most traditional 
of all American things—personal liberty. 
But when law makers or law enforcers 
venture to trespass upon the rights of 
privacy in the home or to regulate mor- 
als by legislative fiat, they come face to 
face with an outraged public whose love 
of freedom and liberty and the pursuit 
of happiness has never been downed by 
any power on earth, and God grant it 
never shall be! So IT say ‘No!’ <Acci- 
dent prevention is not the sole responsi- 
bility of government, and it never can 
be. 

“Can accidents reasonably be prevent- 
ed?” Mr. Falvey reviewed the record 
since 1912, the first year the safety move- 
ment got under way, exclusive of traffic 
safety; and again since 1922 when the 
street accident situation was attacked 
broadly, and then asked: “Isn’t that 
worth while? Accident prevention can 
and does work.” 

Help of Stock Companies 

Mr. Falvey spoke at length about the 
work of the National Conservation Bu- 
reau maintained by the capital stock com- 
panies belonging to the Association of 
Casualty & Surety Executives. He point- 
ed out: “Here is a powerful vehicle to 
help you to establish good public rela- 
tions in your community. It furnishes 
you with the answer to the challenge of 
those who would abolish the middleman 
from the American industrial system, 
that system which made America what 
it is today. It gives the lie to that new 
philosophy designed to suppress the profit 
motive in business and to exclude the 
middleman therefrom. Of such stuff is 
good public relations made. It is the 
basis and the structure of public appre- 
ciation, and I need not remind you as 
sound business men that good public re- 
lations mean good business. 

“I have tried to give you quickly a 
picture of the machinery that is at work 
saving lives. What is the remaining 
need? The answer is man power! We 
know how to prevent accidents. If there 
is any source that should be more re- 
sponsive to the call for accident preven- 
tion work than the insurance agents, I 
don’t know where it is. care not 
whether you consider it from the human- 
itarian or from the selfish point of view, 


Minnesota May Get 
Compulsory Auto Law 


AGENTS PREPARING DEFENSE 


Duluth Attorney Advocating Plan; Next 
Legislative Session in 1941; In- 
formation Sought 


One of the first jobs confronting the 
newly established public relations depart- 
ment of the Minnesota Association of 
Insurance Agents will be that of inform- 
ing its members and the public at large 
on compulsory automobile insurance. 
There is reason to believe this question 
will come in for much discussion in Min- 
nesota in the next two years and an 
attempt may be made to enact a com- 
pulsory law at the next legislative ses- 
sion in 1941. An attorney in Duluth 
is now publicly advocating such legisla- 
tion, and because of the recent upheaval 
in the rate situation and the statewide 
publicity it gained, Minnesota may prove 
fertile ground for spreading propaganda 
in favor of the plan. 

Cognizant of this situation, members of 
the Minnesota delegation to the recent 
national agents’ meeting in Boston took 
occasion to learn all they could about 
the results of the Massachusetts law. 
They conferred with John W. Downs, 
general counsel Insurance Federation of 
Massachusetts, and Ray Murphy, assist- 


ant general manager, Association of 
Casualty & Surety Executives. The 
information they obtained will be made 


available to members of the Minnesota 
association and as far as possible to the 
public. 





UNIFORMITY IN BOND FORMS 

The Casualty & Surety Association of 
Oklahoma City has instituted a move to 
establish a uniform form for bank bonds. 
A committee appointed to work out de- 
tails includes President R. Van Wagenen 
Maryland Casualty; Herman J. Roleke, 
American Surety, and Leslie Williams, 
U.S.F.&G. 


NEXT RISK RESEARCH MEETING 
The annual meeting of Risk Research 
Institute, Inc., the insurance buyers’ or- 
ganization, will be held November 16 in 
New York City. Directors for the com- 
ing year will be elected at that time. 














it is essentially an insurance man’s job. 
We live and work in a business which 
knows tragedy intimately. We know 
from having seen with our own eyes that 
most accidents can be prevented. We 
know the heartbreaks that come in the 
wake of accident. We know that it is 
the duty of every citizen to perform 
what service he may to prevent recur- 
rence. 
Cuestion of Public. Security 
“We are too prone to think of safety 


solely in terms of traffic. Let us not 
fo-get that last year fatalities due to 
home accidents came within approxi- 


mately 900 of equaling the traffic mor- 
tality record. We shall never entirely 
wipe out accidents but we can brine 
them under control. Most of the people 
will respond to the persuasion of educa- 
tion; the few who will not must be com- 
pelled to. Safety is not a question of 


personal rights; it is a question of publ'c 


security. The greatest success will be 
achieved by a volunteer army of safety 
educators composed of public spirited 


business men like you. 

“This is a war on the home front. 
It is a war that calls particularly to you 
and me to render continued service; as 
‘nsurance men in the name of humanity, 
in the name of self-preservation, in the 
name of protection for our families and 
in the name of good business.” 
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is a long tims. 
frcm a small beginning into a 
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Canadian Registrar Asks 
Company Cooperation 


— 


CARRIERS TOO CIRCUMSPECT 


Practices Said to Threaten Bringing 
Financial Responsibility Legislation 
Into Disrepute 


J. P. Bickell, Ontario registrar of mo- 
tor vehicles, told the Ontario Fire & 
Casualty Insurance Agents Association in 
convention in Toronto last week that 
more might be accomplished by them to 
improve the traffic accident situation. He 
said: 

“Apart from those officially charged 
with the duty of promoting highway 
safety and the control of drivers, one 
might reasonably expect that those in the 
casualtv insurance brsiness would be the 
best informed group in this province con- 
cerning accidents, their causes and pre- 
vention. In fact, there appears to be a 
regrettable lack of accurate information 
in such circles.” 

Financial Responcibility 

After explaining the problem, the laws 
regarding traffic and concerning financial 
resnonsibility Mr. Bickell continued : 

“I believe it is desirable that certain 
features of insurance company methods 
with respect to filing proof of financial 
responsibility should be considered. We 
have concluded that some insurance com- 
panies are operating under this law in 
such a way as to create a hardship in 
many cases. It appears that a number 
of companies do not wish to handle bus'- 
ness involving filing of such certificates. 
This merely results in suspension of driv- 
ing licenses for many persons without 
bad driving records. 

Effect on Truck Drivers 

“There also appears to be considerable 
hardship occasioned to chauffeurs, par- 
ticularly truck drivers, by reason of the 
failure or refusal of insurance companies 
to file owners’ certificates on behalf of 
drivers. There is also a great reluctance 
on the part of insurance companies to 
issue such policies, and in view of the 
width of the coverage, such reluctance is 
understandable, but there does not ap- 
pear to be the same justification for re- 
fusal to file coverage for an employer's 
vehicle. We believe that if chauffeurs 
were shown more consideration in this 
matter, much of the hardship which now 
results might be avoided. 


Evasion of Responsibility 

“We do not question the right of in- 
surance companies to complete freedom 
in the selection of risks, but we do feel 
that an arbitrary rule denying insurance 
to anyone requiring to prove financial 
responsibility is not in any sense selec- 
tion of risk, but is merely an evasion of 
responsibility and unfair to the other 
comipanies using more discretion in the 
consideration of applications. 

“Insofar as the insurance companies 
are concerned, we have always consid- 
ered that retention of freedom in the 
selection of risks was one of the most 
important features of financial responsi- 


O. J. Brown Again Heads 
Adjusters’ Committee 


MEETING HELD IN CHICAGO 
Further Progress Toward Settlement of 
Problem of Adjusters and Lawyers 
Is Reported 


Oscar J. Brown, Syracuse, N. Y., at- 
torney, was this week re-elected chair- 
man of the conference committee on ad_ 
justers, at its Fall meeting in Chicago. 
Thomas P. Harvey, Hartford, Conn., 
was re-elected secretary-treasurer. 

The conference committee on adjus- 
ters is the ten-man tribunal set up a 
vear ago by the American Bar Asso- 
ciation and by representatives of all 
types of insurance interests in an ef- 
fort to work out problems arising in 
connection with the respective places 
of the attorney and the lay adjuster in 
the settlement of insurance claims, The 
committee has already promulgated a 
statement of principles to be followed in 
the adjustment of claims by insurance 
companies, which has been accepted by 
both the insurance companies and the 
bar, and has requested that complaints 
with reference to the conduct of adjus- 
ters and attorneys be referred to it for 
action. 

The four representatives of the Amer- 
ican Bar Association on the commi‘tee, 
in addition to Chairman Brown, are Ed- 


win M. Otterbourg, New York: James 
C. Jones, St. Louis; Fred B. H. Spell- 
man, Alva, Okla., and Henry B. Bren- 
nan, Savannah, Ga. Insurance repre- 
sentatives, in addition to Harvey, whe 
represents the Association of Casualty 
& Surety Executives. are Harlan S. Don 
Carlos, Hartford, Conn., International 
Claim Association: Thomas Watters. 
Jr.. Washington, D. C.. National Board 
of Fire Underwriters: Ambrose B. Kelly. 


Chicago, American Mutual Alliance, and 
Vernon A. Nichols, Washington, Na- 
tional Association of Independent In- 
surance Adjusters. 





Adjusters-Lawyers’ Problems 
Further progress toward a complete 
settlement of the problem arising out 
(Continued on Page 41) 
bility legislation, and would point out 


that were general compulsory insurance 
made effective, the companies would in- 
evitably lose such freedom. It is our 
opinion that it is in the best interests 
of the companies themselves that they 
follow a reasonable course in connection 
with the filing of financial responsibility 
certificates, in order to avoid bringing 
this legislation into disrepute by making 
it unduly harsh with respect to certain 
classes of drivers.” 

In closing Mr. Bickell urged that those 
in the automobile insurance business en- 
deavor to learn of the activity of all or- 
ganizations devoted to the promo ition of 
highway safety in order that they may 
cooperate intelligently and effectively in 
the solution of this tremendously im- 
portant problem. 
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Casualty Insurance 
Aid to Credit Men 


BROOKS SIMPLIFIES SUBJECT 


All Classes Grouped as to Character of 
Losses Possible to Those En- 


gaged in Business 

The “Relationship of Casualty Insu 
to Credit” was made the subject of 

an addre to the insurance clinic of the 
Ne Jersey Association of Credit Men 
Herbert L. Brooks, as 


stant secretary Joseph M. Byrne Co., 
Newark, N. J., and past president of the 
Essex Count Board of nderwriters 
He prepared his talk around the two 
forms known t redit men as the “Fact 
Finder” and the “Insurance Statement.” 
He quoted the association’s executive 
manager, Mr. Heiman, as having said 
that credit losses due to failure or bank 


ruptcy in the manufacturing, wholesaling 
and jobbine lines averaged $640,000,000 a 
iring a recent five-year period, 
Mr. Brooks divided all the casualty cov 
erages into four groups as follo 


Where losses are suffered directly by, 


and adjusted with, the applicant for 
credit 

Where losses may be suffered by and 
adjusted with both the applicant and 
othe rs 


Where losses are paid to employes of 
the applicant for credit. 

Where losse are ettled with others 
than the applicant or what we term third 
party 


Each Class Considered 


Kkeferring to the Insurance State 
ent, interior robbery is the first insur 
ance coverage mentioned — there Mtr 
Brooks asked “What are the amounts 
of cash, securities and payroll at risk? 
Does the insurance statement indicate 


coverage and if so, is such coverage sufh 
cient? If there 1 
amount at risk, the location of the prem 
ises and the veneral surroundings make 
Inside Holdup insurance advisable ? 
“Safe Burglary Is there a safe o1 
vault on the premises? Is there Safe 
Burglary insurance? If so, is the amount 
adequate? If there is no Safe Burglary 
insurance in effect, does the amount at 
risk and the location and general sut 
roundings of the premises make = such 


no coverage does the 


coverage advisable ? 

“Steam Boiler Use and Occupancy and 
Machinery Breakdown Use and Occu 
panes Does the plant generate its own 
steam? If so, does that power plant 
propel the machinery in the plant? If 
cither is true, let us refer to the bottom 
of the second page of the Fact Finder 
under ‘Use and Occupancy Data.’ 

“If both of these coverages are main 
tained, are the amounts adequate? If 
these coverages are not maintained, 
shut-down of the plant caused 
by an explosion of cither the power boil 


would a 


ers or the steam engines or the break 
cown of the plant’s own clectrical power 
apparatus cause a sufficient loss of in 
come considering the type ol products 
manufactured and the time likely to be 
consumed in making of repairs, to wat 
rant such protection being effected ? 


Robbery and Burglary 


“Payroll Robbery The question here 
resolves into one of whether there are 
funds on uluables at risk and the 


unmount of coverage adequate to covet 
such maximum amount at risk 
“Stock Burelary If no insurance is 
arried, the particular nature and value 
f the stock should determine the ne 
cessity for coverage and if coverage is 
being or is t be carried, due attention 
should be iven to the meeting of the 
unsurance requirements of this cover 
aut 
heck Forgery Insurance The ne 
cessity for, and the amount of, coverage 


to be carried can readily be determined 
by the applicant’s answer to Item 8 un 
der Miscellaneous Data on page 3 of 


the Fact Finder with due weight being 





SAFETY FORUMS BEGUN 


New York University Center For Safety 
Education Giving Series of Acci- 
dent Control Lectures 

To acquaint the public with current 
problems and the latest developments in 
various fields of accident control, the 
New York University Center for reg: 
Education opened a weckly series of 
thirty-one free forums during which au 
thorities on safety will spe beginning 
October 25 at the university’s school of 


education, West Fourth and Greene 
Streets. Dr. Herbert J. Stack, director 
f the Center, says that the forums, 


entitled “New Horizons in Safety,” in 
clude discussions of safety in industry 
and transportation, — s hool and child 
safety, traffic safety, home safety and 
fire prevention, and promotional pro 
rams for public safety 

The series opened with a lecture by 
Fred EF. Sehl, chief engineer, Aetna Cas 
ualty & Surety. PBesides a large number 
of other speakers not in insurance there 
will be Dr. W. J. MeConnell, director 
industrial health and welfare department, 
Metropolitan Life; Edward R. Grannis, 
director industrial engineering division 
National Conservation Bureau; 
W. Whitney, consulting director Na 
tional Conservation Bureau; Wallace J. 
Falvey, vice-president Massachusetts 
Bonding & Insurance; Julien Harvey, 
managing director National Conservation 
Bureau; T. Alfred Fleming, supervisor 
conservi — department National Board 
of Fire Underwriters 


iven to the use of protective 


and check writers 


papel 


Group II 
“In group 2 are steam boiler property 
and machinery property damage 
The limits of coverage should be con 
sistent with the current costs of replace 
ment of equipment and property 


damare 


Group III 
“In group 3 are workmen’s compensa 
tion and employers’ liability. It should 
be made certain that valid coverage is 
in effect covering in and in accordance 


with the laws of all states where em 
ploves of the client may be located as 
indicated by the applicant in his answer 
to question 13 of the Fact Finder 


Group IV 
“In group 4 are public liability on 
premises; elevator liability; public lia 


new construction work on 
premises; products liability; automoble 
public liability, owned cars; automobile 
property damage, owned cars; automo 
bile public lability, non-owned cars; au 
tomobile property damage, non-owned 
cars; contractual public liability.” 

Mr. Brooks emphasized: “Whether an 
applicant for credit be a merchant, a 
manufacturer, a contractor engaged in 
some other line of business, and whethe 
he owns or leases the premises he oc 
cupies, the mere fact of his being in 
business renders him liable for the pay 
ments of verdicts for personal injuries 
suffered by members of the public, 
caused by accidents arising out of the 
operation and conduct of his business. 

“This fact makes it essential that the 
form of insurance protection referred to 
in Item 13 of the Fact Finder and the 
corresponding item on Insurance State 
ment be in effect. If the applicant be a 
merchant (wholesale or retail) the appro 
priate coverage would be owners’ liabil 
ity and tenants’ insurance; if a manu 
facturer, manufacturers’ public liability; 
if a contractor, contractors’ public lia 
bility insurance. The fundamental cov 
erage is hag same, but the scope of the 
protecti varies to suit the particular 
anivamesia of each of such types of 
business 


bility covering 


Elevators 

“If the applicant uses an elevator or 
elevators in the conduct of his business, 
his public liability policy should be en- 
dorsed, or a separate policy issued to 
insure his liability in connection there- 
with 

“If the applicant has 
insurance, such insurance automatically 
includes ordinary alterations, additions 
to, alterations or repair. Hence, if the 


public liability 
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G. D. Meere Henered 
By Statistical Ass’n 


MADE HONORARY VICE - PRES. 


Organization Sie Founded in 1921 Now 
Has $62 Companies in Membership; 
Comptroller of Standard S. & C. 


Moore, comptroller, Stand- 
ard Surety & Casualty of New York, 


a luncheon 


George D. 


was paid a striking honor at 
October 20 when he was made a life 
honorary vice-president of the Associa- 
tion of Casualty & Surety Accountants 
& Statisticians. A testimonial to Mr. 
Moore was presented in the presence of 
accountants and statisticians from the en- 
tire country who had yvathered in New 
York to attend the Fall meeting of this 
association, 

Mr. Moore has been active in the sta 
tistical and actuarial activities of the 
casualty business since the beginning of 
its modern development. After some 
years of experience in the life field, he 
became statistician for liability lines with 
the Fidelity & Casualty in 1910. Four 
years later he joined the Royal Indem 
nity, where he became actuary and as- 
sistant secretary. When the Standard 
Surety & Casualty was organized in 1928 
Mr. Moore was made comptroller, which 
office he now holds. 

His Actuarial Prominence 

\ pioneer in the scientific and educa- 
tional efforts of his profe re, Mr. Moore 
is a charter member of the Casualty Ac 
tuarial Society has served on its council 
and many committees; two terms as vice 
president, and its president from 1928 to 
1930. He also has served on actuarial 
and other committees of many boards 
and bureaus and was one of the principal 
sponsors of the Association of Casualty 
& Surety Accountants & Statisticians, 
which for more than eighteen years has 
been of outstanding service to casualty 
insurance. 

‘he association had its genesis in 
luncheon meetings of a number of ac- 
tuaries and statisticians of New York 
companies. These meetings developed 
the obvious need of a permanent organ- 
ization where common problems could 
be discussed. In 1921 the association was 
founded with Mr. Moore as its president. 
He was re-elected every year thereafter 
until the present year, when he declined 
to accept another term for personal rea- 
sons and in the belief that the office 


client has public lability coverage and 
is contemplating any new extraordinz iry 
additions to, alterations or repairs such 
as the construction of new buildings, a 
separate owners’ protective liability pol- 
icy should be issued. 

“If the client’s product is such as to 
render him subject to claims by reason 
of personal injury alleged to have arisen 
out of the consumption or use of the 
product, he should have products public 
liability insurance. Where contractual 
public liability is found to exist it should 
be made certain that the insuring clause 
as endorsed on the public liability pol- 
icy be quoted verbatim, the agreement 
to be included.” 

Motor Vehicle Liability 

\s to protection against claims aris- 
ing out of automobiles owned by the 
applicant for insurance operated in con- 
duct of his business, Mr. Brooks said 
that this is one of those forms of in- 
surance which unquestionably should con- 
stitute a prerequisite to the granting of 
credit, provided, of course, that the ap- 
plicant owns and uses automobiles in his 
business. He declared: 

“If, as your executive manager, Mr. 
Heiman, has said, 40% of your credit 
losses could have been prevented had ad- 
equate insurance been carried, then you 
credit men have been in the insurance 
business, whether you realize it or not, 
because you have paid these _ losses. 
Hence it behooves you credit men and 
us Insurance men to work diligently to- 
gether in our new cooperative effort to 
place these risks where they belong— 
with insurance companies.” 
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GEORGE D. MOORE 


should be passed around among the mem- 
bership. 

In recognition of his long and effective 
service in building up the association to 
a present membership of eighty-five per- 
sons representing sixty-two capital a 
companies, Mr. Moore unanimously was 
elected to the honorary vice-presidency 
for life and was presented a handsome 
clock and barometer, appropriately in- 
scribed. The presentation was made by 
C. E. Woodman, London Guarantee & 
Accident, who succeeded Mr. Moore as 
president. The Fall meeting was held 
at the Hotel Pennsylvania. 


MEETING ON COMPENSATION 
Industrialists of New York State Confer 
With State Fund Officials on 
Mutual Problems 
A meeting considered notable in the 
field of compensation insurance because 
of its cooperative character was held i 
Syracuse October 26 when forty or more 
leaders of industry from all sections of 
New York State convened. These rep- 
resentatives of industry are members of 
the policyholders advisory councils of the 
State Insurance Fund and have been 
collaborating with that organization in 
making compensation insurance addi- 
tionally valuable both to industry gen- 

erally and the public. 

In the forenoon the commissioners of 
the State Insurance Fund held their 
monthly administration meeting. Major 
Nicholas W. Muller, executive director, 
and Bernard Botein, general attorney, 
spoke. Otherwise the program was con- 
ducted solely by council members. <A 
feature was an “information please” 
quiz on compensation affairs, with Paul 
E. Fitzpatrick, commissioner of the 
State Fund and chairman of the Buf- 
falo  Policyholders’ Advisory Council, 
presiding. 


Insurance Plan Advocated 


In N. Y. for Nursing Service 


If New York State will head the way 
in establishing an insurance plan for 
nursing service, many other states will 
follow, Miss Nan T. Cuming, president 
of the Alumnae Association of the Mt. 
Sinai School of Nursing, New York City, 
asserted at the private-duty section of 
the New York State Nurses’ Convention 
in Buffalo. 

“Where state insurance laws are being 
re-codified to provide non-profit hospital 
and medical care, provision also should 
be made for nursing service,” Miss Cum- 
ing said. “To fill this need, plans would 
have to be made to cover home and hos- 
pital nursing service on a special nursing 
or group nursing basis.” 


TOM MARSHALL DEAD 


Tom Marshall, local agent at Mount 
Vernon, Wash., died there after a short 


illness. He was injured recently in an 
automobile accident. 
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Policyholder Service Keynotes 
Washington National Conference 
Delegates to Eastern Regional Gathering in Newark, N. J., 


Hear Board Chairman’s Views on Agency Man Power 
and Selectivity 


The Washington National largest life 
insurance company in Illinois and a big 
writer of accident and health insurance, 
was host to eighty of its representatives 
in the Eastern division at a regional 
conference held October 20-21 in Hotel 
Douglas, Newark, N. J. The. delegates 
included leading agents, superintendents 
and managers who were invigorated and 
impressed by the program of speakers 
and human interest features of the meet- 
ine. Chief among them was the re- 
union between Chairman of the Board 
Harry R. Kendall and his two “bosses” 
of forty-six years ago when he started 
“on the debit” with the Prudential in 
New Albany, Ind. These two veterans 

-former Superintendent Thomas Mason 
ond former assistant Superintendent F. 
W. S. Brookes, both retired, were guests 
at the luncheon and both gave insp‘ra- 
tional talks which are highspotted in an- 
other column. 

An added touch to the meeting was 
the presence of Warren B. Stout, re- 
tired inspector of the Prudential, now 
completely blind, who traveled the Mid- 
West when Chairman Kendall was a 
youngster. 

Blandford and Barnes Arrang2 Affair. 

J. B. Blandford, assistant 
dent of the company 
ern activities, was Chairman Kendall’s 
right hand man in running this confer- 
ence. He was toastmaster at the lunch- 
eon, and with the aid of William Barnes, 
Newark, N. J.. manager of the Wash- 
ington National, handled arrangements. 
Main speech was given by Mr. Kendall, 
whose biggest moment came when he 
introduced his old bosses. Many of the 
managers present are veterans in point 
of company service, prominent amone 
them being Charles Forrer of Sens 
burg, Pa.; J. T. Gardner of Philadelphia, 
eighteen years in the Washington Na- 
tional service; H. G. Walters of Wash- 
ington, D. CC. and William Barnes, 
Newark, N. J., manager, who has seen 
seventeen years’ service. 

Kendall Keynoter 


In Chairman Kendall’s keynote speech 
he stressed improved service to policy- 
holders. He declared that no company 
today can be a success and no district 
successful, unless both the home office 
and field forces render a high quality of 


vice-presi- 
in charge of East- 


public service. “Our keenest desire is 
to build good will among our policy- 
holders to such a degree that they will 


say a good word to their neighbors about 
the company,” the speaker said. De- 
veloping his theme Mr. Kendall touched 
on the following points: : 

“The agent should always 
that it is necessary to keep 
the idea that it is his job to build a 
customer rather than a one-time 
He should never forget that there is no 
better aid to the salesman than a satis- 
fied policyholder. Therefore, never pet 
mit yourself to get into a controversy or 
irgument with your assureds. Never us° 
an argumentative tone or manner. Im 


remember 
foremost 


sale. 


press your staff with the idea of ‘ser 
vice with a smile’.” 
The Political Situat‘on 


Speaking of the 
chairman said: 
tendency among 
to regard the 
easy prey 
the taxes 
Yet in the 


political situat‘on the 
“There seems to be a 
politicians and others 
insurance business as an 
where there is no limit to 
that can be heaped upon it. 
investigation at Washineton 
they have complained about the policy 
holder not getting enough return on his 
investment. . .. It is our desire to so 
conduct the business by reducing ex 
penses wherever possible in order that 
we can give to the policyholders a more 
liberal contract. In the last few years, 
however, there has been a movement 
toward government encroachment in in- 
surance and other businesses which may 
result in an increase in the cost of do- 
ing business. I maintain that advocates 
of this move cannot have the proper 
regard for policyholders.” 
Taxes a Serious Problem 

showed his concern over 
taxes which insurance 


Kendall 
the mounting 


companies are obliged to pay. He told 
his producer audience: “You in the field 
only think of expenses such as claims, 
salaries, commissions and. office” rent. 
But we in the home office must shoul- 
der expenses that many in the field 
really know nothing about. I refer to 
taxes, and here are a list of them which 
the company must pay: State premium 
tax, real estate, capital stock, income, 


personal property, sales, franchise, use 
tax, state and city license tax, municipal 
(Continued on Page 42) 


Co. Ranks 46th Among 
400 in Ins. in Force 
WASHINGTON NAT’L STANDING 
Insures 425 ‘Sania Graces for A. & H. 
and Handles Newspaper Accident 
Policies for 48 Papers 


interesting 


A number of facts about 
the Washington National organization 
were presented during the course of 


remarks at the 
opening day 


Kendall’s 
gathering on the 


Chairman 
luncheon 


of the Newark conference. Coming up 
from obscurity in the past fifteen years 
the company now stands forty-sixth in 


total amount of insurance in force ou! 
of 400 companies writing life insurance 
in the U. S.; it ranks twenty-sixth 
among industrial companies in amount 
of Insurance in Force, and ninth among 
industrial companies in the amount of 
Ordinary in force. Among casualty 
companies writing accident and health 
insurance Washington National stands 
sixth. 

One of the fast growing departments 
of the company is its newspaper depart- 
ment under the management of Jim G. 
Ferguson. Slightly more than five years 
old this department handles the travel 
and. pedestrian accident insurance cover- 


age for forty-eight newspapers with 
close to a million policyholders. Clients 
include Chicago Herald - Examiner, 
Columbus Citizen, Detroit Free Press, 
Georgian-American of Atlanta, Houston 
Chveuiite. Los Angeles Examiner, Mil- 


waukee Journal, Minneapolis igs 
Newark, N. J., Ledger. Pittsburgh Post 
Gazette, Philadelphia Public Ledger and 
St. Louis Star-Times. 


425 Teacher Groups Insured 

Group A. & H. business done by the 
Washington National among _— school 
teachers reaches sizeable proportions .. . 
a total of 425 teacher groups being in- 
sured including those at Cincinnati, 
Columbus, Dayton, Akron, Indianapolis, 
Houston, Milwaukee, Norfolk, Oklahoma 
City, Omaha, Richmond, Va., San Fran- 
cisco, Tulsa, Detroit, Minneapolis, Wash- 
ington, D. C., and these New Jersey 
towns, Red Bank, Orange and South 
Orange. 

A departmentalized 
company has divided its Industrial di- 
vision into four sections with key men 
- indling each as follows: Central, Curt’s 

Kendall, vice-president in charge and 
phd ao by Assistant Secretaries F. Leon 
Ramey and Malcolm W. Caskey; West- 
ern, captained by Vice-President C. B. 
Crawford and Assistant Vice-President 


organization the 


W. A. James; Eastern, J. B. Blandford, 
assistant vice-president; Southern, As- 
sistant Vice-President John L. Loarie. 


Six Kendall hein All 
Began With Prudential 


Harry RR.  Kendall’s” presence in 
Newark, N. J., last week-end as the pre 
siding officer at the Eastern regional 
conference of the Washington National 


brought to mind a New York. World 


news story about the “well known Ken 
dall Brothers” which ran to more than 
a column in the issue of July 12, 1904, 
thirty-five years ago. At that time 


and his five brothers were all 
with the Prudential and th 


Harry R. 
connected 


“World’s” attention was attracted to 
them because they were all “makin 
good” with the same company and in 
positions of responsibility 

James S., the eldest, was then super 
intendent of the Anderson, Ind., distr‘et 


and was recognized as one of the Pru 
dential’s leading producers in the Mid 
West. \fter thirty-seven years) with 
the company he retired two years ag 
as superintendent at Los Angeles. 
Harry R., now board chairman, Wash 
ington National, was first superintend 
ent at Terre Haute and then at Loui 
ville, Ky., and in the year 1904 he led 


the entire Prudential forces in Ordinary 
department production. Mr. Kendall, it 
is said, was Sie rely responsible for bring 
ing his brothers into the Prudential o 

vanization. 

J. Walter, now dead, 
superintendent at New 
making a fine record. 

George R., now. president of — the 
Washington National, was then 
ant superintendent at Bedford, Ind., hay 
ing previously been cashier at Louisville 
and agent and assistant superintendent 
at Anderson, Ind. Claude P., now treas 
urer of the Washington National, was 
then at the home office of the Pruden 
tial as a division manager 


\lbert W., the youngest 


was in 1904 a 


Albany, Ind., and 


assist 


Kendall 


HARRY R. KENDALL’S TRIP 


Chairman Harry R. Kendall of the 
Washington National, who spent a few 
days in New York City this week, will 
also visit branch offices and agencies in 


Philadelphia, Washington, I), C., anc 
Harrisburg, Pa. 


The Ordinary life 
the supervision of 


department is under 
Vice-President W. G. 
Tallman aided by Vice-President:-Brookes 
Kendall. Vice-President Virgil E. Nutt 
is the casualty department chief and 
Assistant Vice-President Paul W. Watt 
runs the group division. 

brother, was just starting his career 
when the “World” article appeared as 
an agent at Louisville. He is now a 
superintendent of the Prudential in 
northern Indiana. 


Eastern Regional Meeting of Washington National Representatives 


B Syed 
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aw u 
DYER BEET. 


Talks by Veterans Inspire Meeting 


Messrs. Mason and Brookes, Who Were H. R. Kendall’s First 
Bosses 46 Years Ago, in Luncheon Spotlight; 
Blind Guest Honored 


hie inspirational lift to the Washing 
ton National’ conterence was eviven 
when Chairman Kendall introduced hi 


twe old boss« ‘ Me I Mason and 





on him Alwa let him buy Never 
make the commission your principal ob 
jective Have the realization that you 
omethin for your chent of 


ir¢ doing 


Reading left to right: Warren B. Stout, blind retired inspector; Harry R. Kendall, 
board chairman, Washington National; Thomas Mason and F. W. S. Brookes, both 
retired Prudential superintendents who were Mr. Kendall's first bosses 46 years ago. 


Brooke , and the blind Warren b. Stout, 
all on the retired list of the Prudential 
Vigorous ce pile their advanced year: 
Mason and Brooke each welcomed the 
opportunity to speak to much younget 
men Doctor’s orders forbade Mr. Stout 
speaking but hi ensitive face lighted 
up with keen enjoyment as he lstened 
to his old cronies of by-gone yeat live 
their production firing line days all over 
avalll 

Mr. Kendall was in In 
year when he signed up as a Prudential 
agent on a 0 debit in New Albany, 
Ind., forty IX year ago Formerly he 
was in the wholesale clothing busing 
The panic of 1893 was in tull force 
when he started. It was “tough pons 
But ‘Thomas Mason, who was then su 
perintendent of the district, verified at 
the outset of his address that Mr. Ken 


elchteenth 


dall’s earnestness and determination to 
make good was evidenced from the start 
of his career “He just wouldn't be 


licked,” he exclaimed. This is charactet 
istic of all the Kendall brothe: 


Mason’s Youthful Outlook 
Forty-eight years with the Prudential 
and recently retired, Mr. Mason ex 
hibited a youthful optimism and = vigor 
that belied his seventy-six years He 
declared that too many men make the 


mistake of being smugly satisfied as 


“average men” when healthy dissati 
faction should inspire them to rise above 
the crowd. “The trouble with too many 
men is that they are looking for failurs 
when they should be ut looku for 
business,” he said Mr. Mason spoke 
with dramatic effect about the ppor 
tunities existing today in the insurances 
business and closed with th’s woudl ad 
“Give vour best t the job at hand 
| reet ibout vesterday’s failure t 
hat has it t o with today’s fightin 
i \ le | i \ ch \ I { W ll 
make you a stronger man.” 


Brookes on Prospecting 


| rimner \ssistant Superinten lent 
»kes of the Prudential, under whose 
mun late sul sion Mi Kendall 
torted his car ! trat ] n |} 
k that | peet prot f today 
e the sar is ty rs ago whe 
e was in the fi \n appreciative 
ence ter lt st st “Lea 
s ich is l ib if your ] 
Deter re lat vou think t} 
best coverage f him but d t torce it 


lasting benefit Phe more you think of 
hi estate problem and it olution the 
more Commission you will make.” 


\ssistant Vice-President Blandtord, 


Who opened and closed the luncheon 
cerchioni be poke the teeling of all 
present When he thanked Me I Mason 
and Brooke lor the part they had 


played in the career of Washington Na 
Special luncheon 
medical director in 


tional’ chairman 
uest was Dr. Moss 

lkastern territory 
The afternoon was devo'ed to sight 


ecin at the New York World beau 


TO HONOR W. D. O’GORMAN 

W 1) O'Gorman, Vice president, 
O'Gorman & Young, Ine., general agents 
of Newark, N. J., who was recently elect 
ed president of the National Association 
ot Casualty & Surety \vents, will be the 
guest of honor at the next luncheon 
meeting of the Casualty Underwriters 
\ssociition of New Jersey The date ts 
Wednesday, November 15, at the Down 
Pown Club, Newark 


Konrad K. Hviding, nearly twenty 
yeal with the United States FL. & G,, 
has been promoted to an assistant su 
perintendency in the automobile depart 
ment 
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CHAS. FORRER IN SPOTLIGHT 


Observes 20th Anniversary With Wash- 
ington Nat’l Today; Runs Successful 
Branch at Harrisburg, Pa. 
Charles Forrer, Washington National's 
inanager at Harrisbure, Va. is in’ the 
pothght today. It marks his twentieth 


anniversary with the company and in ob 


ervance of this milestone a dinner will 
be held thi 
Hotel, that ety, at which well earned 
tribute will be paid to Mi Forrer by 
Harry KR. Wendall, chairman of — the 
board, and a host of local adiires 
Harrisbure, Pa, was undeveloped tet 
rtory when Mr. Forrer took over the 
district in 1919.) The company then esti 
mated that the peak of In production 
there would be $25,000 in) annual pre 
Hibunn But the record how that My 
Porrer has developed a voltene annual 
ly of $500,000 in premiums and that hi 
field staff today consists of sixty-eight 


evening at VPenn-Harri 


wents, fourteen superintendent and 
four detached offices under his supet 
vision. Elis is one of the most success 


ful of Washington National branche 
Outside of insurance Mr. Forrer’s. bid 
for local tame is as a dog and bird 
lover. He ts a member of the board of 
directors of the Humane Society of 
Pennsylvania and secretary of the Penn 
ylvania Field) Club His friends say 
that he owns the outstanding pointer in 
the state and that he formerly held the 
pigeon shooting championship of the 
tate 


Seattle Surety Association 
Changes Some Officers 


Seattle Surety Association at its Oc 
tober 14 meeting received the resignation 
of President Joe Price, United Pacific, 
whose company has withdrawn from the 
fowner Rating Bureau. Vice-President 
L.. kk. Hed, manager Fidelity & Casualty, 
will fill the post. Gerald L. Perry, Hart 
ford A. & L, and member of the execu 
tive committee, will take over the duties 
of Tileston Grimstead, formerly secre 
tary, who has been transferred to Spok 
ane to open offices of the American 
Bonding 
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Keep Pace With Trends In 
A. & H., Powell Urges 


Stressing the fact that there i 
constantly rocoenition ol 
health problenis in’ this country today 
and that not only the health but the 
income Of the individual must be pro 
tected through = the erVvice of health 
insurance President John M. Powell 
of the Loyal Protective Life, Boston, 
he'd close attention of a full) gatherin 
of the Boston Lake ret \ecident Claim 
\ssocation at its first dinner meeting 
October AO ol tlic 1939-40 eason at 
Hotel Kenmore, Boston 

Vaking for his theme, “Neepine Pace 
With the Times,” Mr. Powell said: “It 

up to the health and aceident insu 
ance companies, and to life companies 
elling these coverages, to recognize this 
trend and to keep A. & HL. insurance 


nereasin 


coverages in line with public demands 
Commenting on the particular oppor 
tunity which clauns men of insurance 
companies have in building and conser, 
Mig policyholders’ oodwill Mi Powell 
added 

“It is not just enough for claims rep 
resentatives and adjusters to attempt a 
favorable settlement when the question 
of indemnity arises, but each claims 
man should be a self-appointed repre 
sentative of his company and the in 
surance business as an institution in s¢ 
satisfying the policyholder as to just 
ness of claim disposal that he and _ his 
family become enthusiastic supporters 
and advocates of more general cover 
age in the health and accident fields.” 

In the absence of President Peter E 


Tumblety, clams department, Columbian 


National Life, the dinner was presided 
over by Wooster K. Hitchcock of the 
Royal Arcanum, vice-president of the 
association. 


REVISES A. & H. POLICIES 


Fireman’s Fund Ind. Eliminates Several 
Riders to Give More Flexibility; Has 
New Contract For Women 
The Eastern department of the Fire 
man’s Fund Indemnity has just completed 
a revision of its accident and health pol 
icy forms. The changes involve the 
climination of the use of several riders 
thereby making the contracts more flex 
ible and comprehensive in coverage. This 
leader contract, the auity 
accident pohey NOW provides $5,000 
death benefit, $25 weekly indemnity, ho 
pital or nurse 100% additional indemnity, 
operation tees, ete., with an annual pre 
nevm of $22.50. Blanket medical excvense 
rider may be added $500—at $9 addition 

al premium 

The newest policy put out by the Fire 
man’s Fund Indemnity is a woman’s con 
tract which provides $2,500 death benefit, 
$25 weekly indemnity, $500 medical re 
imbursement for Class A risks at $27.75 
tnnual premium 


company’s 


COMP. BOARD’S ANNIVERSARY 
The Compensation Insurance Ratin 
Board of New York will observe its 
twenty-fifth anniversary on November 9 
by a dinner and dance in the Hotel 
Edison, New York. The subscription 
price will be five dollars per plate. 

Among the guest speakers will be Sr 
perinterdent of Insurance Lou's H. Pink 
and Industrial Commissioner Frieda S 


Miller of New York State. 
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Few Changes Expected 
In Mass. Auto Rates 


WEIGHT CLASSIFICATIONS OUT 
Bureau Calculations Surprisingly Ac- 
curate; Gist of Proposed Revision by 
Insurance Department 


The hearing held in’ Boston on th 
proposed new wtomobile rates in- Mas 
sachusetts was without noteworthy in 
cident. Indications are that changes in 
190 rates will be slight Droppine ol 


weleht classifications for private passen 
cars is the only important new cde 
Representatives of hichly rated 


ger 
parture 


districts appear convineed that only a 
small percentage of drivers there are 
responsible for the large number of ae 
cidents. Commissioner ©, BL J. tlaa 
rineton had said) previous!y that the 


companies have demonstrated “uncanny 
accuracy” in predicting loss experience 
Boston and Chelsea representatives re 
peated their requests for a state-wide 
flat rate but appeared more interested 
than heretofore in merit or demerit rat 
ing, which they would couple with the 
state-wide flat rate idea. This is re 
earded by some as impossible practical 
lv and legally. Some claim that merit 
and demerit rating with the zone sys 
tem, would ease the burden on good 
bad districts 
Company Figures Correct 


drivers in 


Judge Frederick Hl. Chase, counsel for 


the stock companies, showed that their 
recommendation for rates, and calcula 
tion of loss experience, for 1937) was 
correct within one-fifth of 1% In other 
words, the pure premium recommended 


by the rating bureau for that vear aver 


aved $22.86. The Commissioner allowed 
$21.10 Now, claim experience for that 
vear brought up to date justifies a pure 
premium of $22.90 Judge Chase also 
protested the Commussioner’s expense 
Wlowanee of 35.56 which he said should 
be $3762 plus 2.57 for profit. Going 
back to events before the hearing 
Some Would Pay More 
Insurance companies did not get all 
they asked for in the revision of auto- 
mobile bodily injury rates in’ Massa- 
chusetts. The tentative 1940 rates rec- 


ommended by the Insurance Department 
would effect no appreciabl change in 
premium volume but the vield may be 
$2,500,000 less than the componies clam: d 
they should be allowed. The — public 
may not be satisfied with the revision, 
as Commissioner Harrington made 
an inportant change in rating 
method which would larger 
prennums for most car owners. 

The Commissioner has abolished the 
old WXNY weight classifications for pri 


has 
the 
result) in 


vate passenger cars, claiming that ex 
perience no longer justifies differentia 
tion based on old light, medum = and 


heavy classifications. The Commissioner 
has joined the three classifications, with 
the result that owners of light, medium 
and heavy will pay from 15 to 
cents more, while the heavy car owners 
will pay about $2.50 less on the average. 


cars 55 


Several politicians have declared that 
they will fight the proposed rates, 
claiming that the Commissioner has 


adopted a “soak the poor” program. Mr. 
Harrington denies that there is any dis 
crimination and says that the proposed 


change will not be for the benefit of the 
wealthy as against the poor, because 
heavy, old model cars are now owned 
by the poor, while the rich are using 
two or three medium weight cars in 


place of one heavy car. He claims that 
the premium adjustments required by 
the change are very slight. 

Shifting of Zones 


The Commissioner plans to maintain 
the fifteen rating zones but has shifted 
about twenty towns from one zone to 
another, some thereby getting higher 
rates and some lower. Thus Chelsea, 
Which stands alone in Zone 1 as the 


highest rated passeneer car city in the 
State, would get a considerable increase, 
the proposed rate of $70.90 comparing 
with the present light and medium car 
rate of $62.10 and the heavy rate of 
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Excess of America to Be 


N. Y. Corp. by End of 1939 


The proposed change of domicile by 
the Excess Insurance Co, of America ts 
expected to be completed before the 
year’s end. The company is removing 
from the State of New Jersey to the 
State of New York and the necessary 
legal steps and official examinations are 
under way. The Excess was formed un 
der the laws of the State of New Jersey 


in 1926 but has maintained executive 
offices in New York City since its in 
ception, 

The change will, outside of its legal 


implications, be merely a change of form 
and not of substance nor name. The 
proposed New York corporation will 
have substantially — the charter 
powers its New Jersey corporate 
predecessor. The capital structure will 
remain unchanged, The management of 
the Exeess has long felt that inasmuch 
as the larger portion of its writings by 
state comparisons, are in New York, the 
realities of the business situation should 
conform to the legal domicile of the 
corporation, 


sate 


ais 


NAT’L SAFETY COUNCIL ELECTS 


Stilwell, Consolidated Edison, President; 
Paine, Aetna; Palmer, Equitable, 
Vice-Presidents 
John Stilwell, vice president, Consoli 
dated Edison of New York, is the new 
lv elected president of the National 
Safety Council, Inc. He is in executive 
charge of the insurance division of his 
company. Walter S. Paine, Aetna Cas 
ualty & Surety, was elected vice-presi 


dent in charge of engineering, and he 
and Vice-President RK. TI. Catlin, same 
company, went on the Council’s execu 
tive committee 

Lew R. Palmer, Equitable Life Assur 
ance Society, noted safety pioneer, was 
elected vice-president of the N. S.C, in 
charge of public relations. A. W. Whit 
ney, National Conservation Bureau 
educational vice-president for several 
vears, is now on the executive com 
mittee. 

W. H. Cameron, N. S. C. managine 


director, was re-elected for his twenty 
seventh year 


Casualty Company Honors 


Heroic Woman Life Saver 

Miss Kathryn Fitzgerald 2120 South 
Frazier Street, Philadelphia, has 
ceived a special life saving award from 


re 


Lumbermens Mutual Casualty Co., Chi 
cago, for outstanding heroism in saving 
ten-vear-old Doris Miller of Jeanette, 


Pa., from drowning at Wildwood, N. J., 
last July 27. Miss Fitzeerald. a grad- 
uate of West Catholic High School, is 
employed at the home office of the Penn- 
sylvania Lumbermens Mutual Fire 


GIVEN BACHELOR DINNER 
Clinton L. Templeman, chief under 
writer in the Newark branch office of 
the Maryland Casualty, was given a 
bachelor dinner the evening of October 
19 by a group of friends. Mr. Temple- 
man will be married to Miss Marie 
Freibott on Saturday, Noveniber 4. 
SHIBLES’ 35TH ANNIVERSARY 
Harry C. Shibles, payroll auditor, 
Travelers, celebrated his thirty-fifth an 
niversary with the company recently. He 
is the oldest Travelers employe in the 
payroll audit field in point of service. 


$66.40. The proposed private car pre 
mium charges for the fifteen zones are: 


(1) $70.90: (IT) $53.70; (ITT) $47; (IV) 
$13.40; (V) $41.80; (VI) $3740: (VIT) 
$36.10: (VIII) $34; ((TX) $32.20: (X) 
$31.20; (XT) $29: (XIT) $25.80: (XTIT) 
$2210: (XIV) $1940; (XV) $17.30 
The guest coverage charge remains at 


$260 and most taxicab rates are about 
the same. The Boston rate is unchanged 
but some other cities get increases or 
decreases. Owners who register after 
May 1 would pay somewhat more for 
short term policies. 
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COMMITTEE OF 72 


Now Being Appointed for John J. King 
Dinner; He Is Seventy- 
two Years Old 

William J. Graham, vice-president of 
quitable Life Assurance Society, will 
be toastmaster at the dnner which will 
be given to John J. King at the Hotel 
Plaza on November 15. Mr. King will be 
72 years old on November 16 and the 
dinner will be held on the evening be 
fore his birthday so as not to conflict 
with the annual dinner of the Chamber 
of Commerce of New York. A dinner 
committee of seventy-two is now being 
appointed. James A. Beha, lawyer, is 
chairman of the dinner. 


Pa. Elevator and Boiler 
Inspectors Are Warned 


Attention of the Pennsylvania Depart 
ment has been directed to violations of 
insurance law through elevator and 
boiler inspectors and other salaried em- 
ployes exercising functions in connection 


with their regular duties which would 
classify them as insurance agents act 
ing without a license. The Department 
Says: 

“Any salaried employe who solicits, 
negotiates or places risks is not ex 
cluded from the definition of an agent 
in section 601 (as amended by act of 
May & 1929, P. T.. 1660) of an act ap- 
proved May 17, 1921, P. L. 781, and is 


therefore not exempt from the require 
ments and penalties to which any other 
agent of the company is subject.” 


MISS PEDDICORD’S MARRIAGE 

\ recent marriage in Baltimore of in- 
terest to casualty-surety people was that 
of Miss Missouri Peddicord, for twenty 


one years with the New Amsterdam 
Casualty in its fidelity department, to 
Howard W. Martin. During her lone 


and faithful service to this company and, 
prior to 1918, to the Fidelity & Deposit, 
Miss Peddicord made many friends. 
Those in the New Amsterdam Casualty 
gave an elaborate “shower” in her honor 
on September 30, the day she retired 
from the employ of that company. 


YETKA ON GUEST RIDER 
Commissioner Frank Yetka of Minne 
sota has not yet approved the new cuest 
accident rider on automobile — policies. 
He has taken the stand that this type 
of coverage is purely accident insurance 
and should be taken out such rather 

than as a part of the auto coverage. 


as 


FIREMEN, POLICE, BUY A. & H. 

Fire and police departments in Spok 
ane have adopted A. & H. insurance 
on the salary deduction plan, the policy 
having been placed through E. C 
Woepse, division manager of Sunset In 
surance Co, 


Re-elect O. J. Brown 


37) 


of the contention that insurance adjus 


(Continued from Page 


ters are practicing law in_ handling 
claims was reported. Proposals for 
amendment of the statement of prin- 


ciples agreed upon early this year were 
considered, and referred to a sub-com- 
mittee for report at the next meeting, 
which will be held in January. 
Complaints against both insurance 
companies and adjusters were heard, In 
one case where the committee had been 
advised that an adjuster had settled a 
claim without the knowledge or con 


sent of the claimant's attorney, al 
though the adjuster had been advised 
that the claimant had retained the at- 


torney, the adjuster not only apologized 
and promised to refrain from such ac- 
tion in the future, but himself paid the 
attorneys tee. 

The insurance companies involved in 
complaints indicated that they are fol- 
questioned the application of those prin- 
ciples to the particular facts involved 
in the cases under discussion. 
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AN 
WEDGE 
CLIENTS 


EXCELLENT 
TO NEW 


is Indemnity’s new Destruction 


Policy, which provides protec- 


tion previously unavailable. 
Banks, financial institutions 
and commercial houses all 


need the protection this policy 


affords, and contacts made 
through its solicitation can lead 


to other worthwhile business. 


Form | covers damage to 
or destruction of money 


and securities. 


Form 2 covers Valuable 


Papers other than money 


and securities. 





CAPITAL $2,500,000 


Indemnity 
Insurance Company 
of North America 

PHILADELPHIA 
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On On the Production“Firing Line” 





Redding Finds Companies Alert 
To Needs of Producers in Field 


Rapid growth of the casualty and sure- 


ty business and its tremendous possi- 
bilities for expansion were cited by Field 
Supervisor Amos E. Redding of Aetna 
Casualty & Surety in an address to the 
Maryland Agents 
in Annapolis October 20. 
“This declared Mr. 


surety 


Insurance Association 


year,” Redding, 


“the casualty and writings will 


exceed $1,250,000,000, steadily advancing 


to new heights. Indeed, practically all 


informed individuals expect to see the 


1939 casualty and surety writings hit a 
new all-time high. My congratulations 
to you for putting this business where 


it belongs—second in importance to no 


other class of insurance. 


“The time is opportune for the sale 


of insurance. Basically and fundament- 
ally the business of insurance is the 
business of selling Better selling, bet- 
ter business production, means more com. 
missions to the agents, lower expense 
to the insurance companies and in many 
instances better selection and so lower 
and lower rates. It is something 
to be desired by all It is something 
all of us should strive to promote.” 

Mr. Redding described his company’s 
efforts to promote improved selling, say 
ing “These ventures cost the Aetna 
organization money but they are paying 
satisfying dividends in the increased sales 


Risk Rese 


losses 


arch Meet 


(Continued from Page 24) 
is permitted to make and the interest 
which business must pay for its borrow- 
ings. That question not only concerns 
us from the standpoint of the compara 
tive future return that may be antici 
pated from stock investments as against 
bond investments, but more funda- 
mentally from the standpoint of wheth 
er or not the initiative of the profit 
motive, itself, is to persist For if an 
adequate profit motive to encourage th 


investment of equity or venture capital 
is not maintained we shall perforce en 
counter a drastic breakdown in our cap- 
italistic order of society toward totali 
tarianism or some form of socialistic or 
state control.” 


Potential Inflationary Forces 


\s to the potentialities for 
tial rise in commodity prices Mr. Rose 
felt that if the capitalistic system con- 
tinues and business improves “it seems 
to me almost axiomatic that such a 
must occur.” Reviewing highlights on 
this phase of the subject he pointed to 
the tremendous increase in Federal in 
debtedness from $1,000,000,000 in 1914 
to $47,000,000,000 today and warned that 
this increased Federal indebtedness may 
now be used as base for the 
of additional currency. He 
phasized: 


a substan 


rise 


issuance 
further em 





“The inflation of 1919-192 in the United 
States, when we were operati on a_ gold 
standard, was based upon gold reserves some 
where between $2,009,000.00 and $3,000,000, 
000 The credit inflaton of 19279 when we 
were likewise operating on a gold basis was 
upported by a gold reserve of about $4,000. 
00.006 Sine 1933, however, the United 
States has increased its gold reserves from $4. 
100,000,000 to $17,000.000,000, or multiplied it 
four times in six years pproximately 40% 
of this increase has heen brouvht about by de 
valuation of the dollar, and nee our gover 
ment has now broken witl tradition in this 

valuation policy there may greater danger 


of repeating the proce in 


“Whether the present 


future emervencs 
European war is of 


ong or short duration it must be readily an 
parent to everyone that the base tor a sub 
ial inflation has already been prepared dur 





eased business ac 
expansion of credit 


ing the last few 
tivity with a 


years 
consequent 


efficiency that they have produced in our 
agency ranks. 


Assistance Civen Agents 


“During the last year or two the Bu- 
reau companies have better sensed the 
difficulties confronting the salesman, and 
this was evidenced first by the introduc- 
tion of the safe driver reward plan. The 


new classification system of rating, bus- 
iness and non- business use and the in- 
troduction of the mileage factor in auto- 
mobile rating is aoe ol step designed 
to assist in selling. It brings the cost 
of thoroughly dependable, time tested in- 


surance within the reach of many thou- 
sands of automobile owners. 
“As a frontal attack on the 
sured automobile market the 
have viven to. their 
pt Tag up to the minute 
combined Bodily Injury 
Damage $1,000 Single 


big unin- 
companies 
agents that new, 
contract, the 
and Property 
Limit contract. 


\lthough the $1,000 policy was not en- 
thusiastically received in certain quar- 
ters when it was first announced, it has 


favor and is proving 
reaching the uninsured 


steadily gained in 
a bite factor in 
motorist.” 

Mr. Redding next touched on the $500 
blanket burglary policy, the family golf 
and sports ealivies, simplification of the 
O. L. & T. manual, broadening of the 
plate glass pol'cy, lower rates for blanket 
position and commercial bonds, ete. All 
these changes, said Mr. Redding, make 
the opportunities for an alert agent 
much greater. 





needed to im 
already pre 


only thing 
potential 


seems to be the 
plement that 
pared.” 


now 
inflation 


In closing Mr. Rose said: 

“Maintenance of the capitalistic system upon 
this drast cally expanded credit base appears 
to he dependent, in part at least, upon a sub 
stantial rise in commodity prices to relieve the 
excessive drain of government debt on produ 
tive effort and business profits I sincerely 
hope, therefore, that we may find some way to 
give a larger area of our voting population an 
immediate selfish interest in business profits 
which they can understand; such a selfish in 
terest would concurrently provide protection 
igainst the higher commodity prices likely to 
ensue with increased business activity.” 

Late Casualty News 

Thomas Hook superintendent of the 


personal A. & H. Department, Stand- 
ard Accident in Detroit, and chairman 
of the Bureau of Personal Accident & 
Health Underwriters, was tendered a 
testimonial dinner October 19 at De- 
troit A. C. in recognition of his forty- 
fifth anniversary with the company. Of- 
ficers and department heads attended. 
x » ’ 


Holger Jensen, head of the engineer- 
ing division, Maryland Casualty, has 
been honored by election to the execu- 
tive committee, highway traffic stand- 
ards council of the American Standards 
\ssociation. 

* * + 
Dr. Henry L. Butler, formerly chief 


surgeon at Gallinger Munic’pal 
Washington, D. C., has been 
surgeon, Maryland Cas- 
serve as aide to Dr. 

recently appointed 


resident 
Hospital, 
named assistant 
ualty. He will 
Arthur Karfgin, 
chief surgeon. 
* * * 

insurance ad- 
Hot Sprines, 


\ number of 
vertising 


prominent 
manacers are at 


Va., this week attending the thirtieth 
annual meeting of the Association of 
National Advertisers. They include 
Frank S. Ennis, America Fore Group; 
W. J. Traynor, North British & Mer- 
cantile: Jarvis W. Mason, National 
Fire: Harold K. Philips, Assoc‘ation of 


C. & S. Executives. and Stanley F. 
Withe, Aetna Life Affiliated Companies. 
Of particular interest to the delegates 
was the factual and unbiased picture of 


Gen’! Brokers Dinner 


(Continued from Page 28) 
ing assessments in times of unprofitable 
years, 

Direct Writing Mutuals 
specifically to the 
President 


direct 


Referring 
Sullivan 


writing mutuals 


doubted if this type of company _ fits 
into the streamlined, highly specialized 
American system. Declaring that the 


insurance brokerage 
profession is its intense specialization 
for the greater benefit of clients, the 
speaker held that the capital stock sys- 
tem better meets the needs and require- 


backbone of the 


ments of a specialized American econ- 
omy than the mutual system. Te em- 
phasized: “Capital stock insurance, be- 


worth more. As 
obligation 
and advise 
than on the 


cause it gives more, is 
professional men we owe an 
to our clients to examine 
them on the whole, rather 
part. Price is one "factor, but it is not 
necessarily the most important factor. 

Therefore T urge all of you to give 


this problem serious thought because if 
you believe whole-heartedly in the 
stock system you cannot lend a‘d and 


support to direct writing mutuals.” 
Self-Regulation 

The speaker next discussed the forma- 
tion of a self-regulating organization 
within the brokerage ranks, saying that 
the initial public step was taken by Col. 
Francis R. Stoddard, former Superin- 
tendent of Insurance, and that further 
and excellent advice and counsel 
had been given by Superintendent Pink 


steps 


and Samual P. Gilman “We have 
found no element in the business either 
amon’ company executives, the Insur- 
ance Department, or agents and brokers 


theory of self- 
He then indi- 
steps are being 


who are opposed to the 
regulation,” he declared. 
cated that additional 
taken to meke such self-reeulation an 
actuality and that the General Brokers 
\ssociation would play its part in bring- 
ing about this move. 
Presents Medal to Sam Feller 

This brought President Sullivan to 
one of the high points of the evening— 
the presentation of the  association’s 
1939 gold medal for distinguished serv- 


ice to Samual R. Feller, former first 
deputy of the Department and counsel 
to the broker associations’ joint com- 
mittee on insurance law revision. Point- 
ing to Mr. Feller as “individual in our 


business selected by the committee for 
accomplishing the most in the advance- 
ment of the brokerage profession,” Mr. 
Sullivan exclaimed: “This is one of the 
happiest tasks T have ever heen asked 
to perform. It would be like ‘gilding 
the lily’ to recount at this time the rea- 
sons which broueht about our unani- 
mous verdict. Your accomplishments 
during the past twelve months and for 
a long time prior thereto speak more 


clearly than anvthinge I might say about 
them.” Mr. Feller responded with great 
feeling. 


Pink Honors Piper 


Superintendent Pink was the closing 
speaker and in an impromptu talk he 
paid tribute to Assemblyman R. Foster 
Piper’s fine work as chairman of the 


code committee conferring upon him the 
degree of “Doctor of Insurance Law.’ 
Taken aback bv this honor, Mr. Piper 
gave an appreciative response. 

Dancing closed the evenine’s activities 


NEWARK TO HAVE A. & H. CLUB 
Organization Meeting November 2 With 
E. H. O’Connor as Chairman; Large 
Attendance Expected 
The first meeting of the newly formed 
Newark, N. J., Accident & Health Club 
will be held No vember 2 at 42 Commerce 
Street. E. H. O’Connor, Bankers In- 
demnity, is arrangements chairman, as- 
sisted by Paul Garey and William Woll- 
ny of the Loyalty Group. President 
H. R. George and several of his fellow 
officers in the New York club will at- 
tend. A large attendance is expected. 





the consumer movement 
the Thursday session. 


presented at 


HEAR ABOUT FAMOUS MURDERS 


A. & H. Club’s Dinner Guest Sergt. 
Martin of N. Y. Homicide Squad; 
Dec. 14 Christmas Party Date 
Sergt. Thomas J. Martin, in charge of 
the Homicide Squad, New York Police 
Department, related stories of 
murder cases in which he has partici- 
pated to the Accident & Health Club 
of New York last Thursday evening. 
The crowd fascinated by his “in- 
side slant,” and his willingness to con- 
tribute information of benefit to the 
A. & H. men in the handling of suicide 
claim cases. Martin has been “on the 
force” for thirty-two years, twenty-sev- 
en of which he has been on the Homi- 
cide Squad. His powers of observation 
and memory for the minutest details 
made an impression, “Follow every lead 
you can find and jump into your cases 
as quickly as possible,” was his recom- 
mendation to insurance claim investiga- 

tors. 

H. R. George, United States F. & G, 
club president, was happy to point to an 
increase in members of forty-nine since 


famous 


was 


January 1, 1939. Total membership of 
the club is now 259. Seventeen were 
welcomed that evening, most of them 


Travelers men. 

December 14 is the date set for the 
annual Christmas party which will be 
held in Hotel Pennsylvania. Edward 
R. Aichele, L. & L. Indemnity. club 
vice-president, is in charge of arrange- 
ments. A nominating committee to 
pick officers for 1940 was appointed 
a result of ballot vote and consists of 
Clemens F. Demsey, Travelers; E. R. 


Aichele, Lawrence kK. Farrell, Metro- 
politan Life, and Julus L. U lim in, W. 
L. Perrin & Son. Its chairman is L. W 


Winslow, Fireman’s Fund Indemnity, 
immediate past president of the club. 


Arthur Goerlich, educational direc- 
tor, Insurance Society of New York, 
also spoke, telling about the medical 


jurisprudence course. 


Washington Nat'l 


(Continued from Page 39) 





tax, Federal tax on telephone 
telegrams, Federal old age 
benefit tax, unemployment, and em- 
ployers’ pension fund tax in Alabama. 


Greater Agency Selectivity Needed 


Speaking to managers and_ superin- 
tendents of the Eastern territory at the 
closing session of the conference Chair- 
man Kendall concentrated on the need 
for more careful selection of agency 
man powcr and for more intensive train- 
ing of new agents. He declared: “It is 
here where the managers show their ex- 
ecutive ability in putting into practice 
rules and regulations that will insure 
the agent getting the proper —_ In 
Mr. Kendall’s opinion “the -ak link 
in our field organization po today 1s 
the superintendent.” He felt that un- 
less the superintendents train their men 
properly by setting the right example 
“then we cannot hope to cut down our 
agency turnover.” Emphatic on _ this 
point the speaker said: “Our big job 
today is to train our superintendents. to 
measure up to the title of their job, 1e., 
to really supervise.” This was held to 
be a major objective which the business 
must strive to attain, Discussion on it 
bright out that the “getting of business 
regardless of how it is done” attitude is 
a thing of the distant past. 

Indicating that the Washington Na- 
tional is stepping up its man power re- 
quirements Mr. Kendall said in closing: 
“We have been too lenient with our re- 
quirements for  superin‘endents. We 
must get down to the root of our man 
power problem. How can we expect the 
agent to write a staying and paying 
volume of business when the business 
written for him by the superintendent 
does not persist?” He urged that Wash- 
ington National managers develop more 
men for superintendencies, pointing out 
that if necessary “you must revamp your 
entire system of agency selectivity.” 


premium 
calls and 





